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your “steel goods future” i in SPEEDLINE, 


tools whose sales continue to go up 








every 3 steel goods sales today are lawn and garden 
pght by men and women who do their own yard work. 


Priced to Sell at 69c 


Few of these people want the (73c in the 10 Western States) 


a 


‘Pa, Hh old-type heavier tools. They pick New SPEEDLINE Garden Tools 


{| modern SPEEDLINE patterns, 
if )\, =A which are light. strong, easy for 
——_ ( \ them to use. And they keep on 

i PEE iE -ause ee y ~ . , 
buying SPEEDLINE because . a a ee ee 
every one of these blue-handle “ ' >, ished small tools to sell at 


tools fits into a matched and bal- this popular price —-8 fa 


vorite patterns, all light, 


in self-serve fan-display rack 


~~ 


anced set. 
strong, beautifully finished 


by strong national advertising, dealers sold more ' uth watdiieg Mee ten 
NE tools, this year, than any year before. Now is 2 dles, gold trim. Promote 
to order a full stock of SPEEDLINE for your own . ‘ multiple sales of matching 


tools; earn big profits from 





quirements. 
small display space. 


lisplay of these matched tools is the most effective 
Regular Trowel * Transplanting Trowel * Cultivator * Fork 


isplay you can make. Moreover, it promotes multiple 

he % Weeding Hoe * Cultivator Hoe * Hand Rake * Lawn Weeder 
at sales of matching tools not even suggested by the 
od of showing mixed brands in a haphazard variety of Introductory Offer: $27.64 Value for $17.25 


Order from your UNION jobber—at popular prices. 


Complete stock of 3 doz. tools. (Balanced assortment. 








ene >) ) . » ; 
. 3 14, doz. of some items to 2% doz. of largest seller.) 


y 


Plus permanent all-steel fan-display rack. (Displays 





18 tools, invitingly spread for your customers to serve 


themselves. ) 
In West 


Retail Value of tools. .....$23.64 $25.04 
Regular price of rack...... 4.00 4.00 


$27.64 $29.04 
For which you pay jobber only $17.25 $18.15 








Order from your UNION jobber—or write us. 











THE UNION FORK & HOE COMPANY 
501 Dublin Avenue, Columbus 15, Ohio 





UNION and RED HAWK Farm & Garden Tools * RAZOR-BACK Shovels 





It pays in many ways to 


recommend and sell 





For more information, contact your jobber or write 
for one of our illustrated folders describing in detail 
the uses and advantages of SILVER STREAK. 


RICHARDS 
wiLCOx 


Vanishing Door 
Hangers i and Track 


Richards. Wilcox 


Today’s greater demand for small homes 
makes the full utilization of every inch of 
space more imperative than ever. And the 
answer to this need is an entirely new 
Vanishing Door Hanger by Richards- 
Wilcox that is designed for thin-wall in- 
stallation and noiseless operation. R-W 
Silver Streak Vanishing Door Hangers 
and Aluminum Track are adapted for use 
on parallel residential wardrobe doors, or 
for any doors in any room of the house. 
Note these points of special importance 
to you and your customers: 


@ Four types of hangers to accommodate various size 
doors and building requirements. 
Bronze hanger and aluminum track to withstand salt 


air for seaboard use. 


Adapted to thin wall to save space and reduce 
building costs. 


No interference with room furnishings or decorations. 
Tight fit of door to floor avoids drafts, loss of heat. 


@ Adapted to single sliding and parallel sliding house 
doors. 


* 
a 
4, 
% LS 
D ees 


SILVER STREAK 
R-W No. 1619 
Vanishing Door 
Hangers and 
Aluminum Track 


“A HANGER FOR ANY DOOR THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 
OVER 72 YEARS ‘ ; * 
SLIDING DOOR HANGERS & TRACK ¢ FIRE DOORS & FIXTURES * GARAGE DOORS & EGE 
INDUSTRIAL CONVEYORS & CRANES * SCHOOL WARDROBES & PARTITIONS 
sea 7 ie) Melele) melds 7 ail em seiblia ls i 
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KWIKSET LOCKS INC. 


MANUFACTURERS 
ANAHEIM CALIFORNIA 
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KWIKSET MEANS VOLUME SALES, 
FAST TURNOVER 


KWIKSET LOCKS ARE 
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No. 4654. §martly styled 1 5/8” gen- 
eral purpose warded lock Die cas! 
case, attracfive grey finish. Two cor- 
rugated steel keys. 
















No. 04282PS. Three sizes (1-1/2”, 1-3/4" 
and 2”) polished and lacquered solid 
extruded brass padlocks. Case hard- 
ened steel shackles. Top security, 5-pin 
tumbler Two milled, embossed keys. 


i @ 


No. 4659. ideal small (1-1/16”) die cast 
5-disc tumbler padlock for golf bag, 
tackle box, tool box, etc. Two milled, 


Nil 































Nos. 4665-6. Two sizes (1-1/2” and 
1-3/4”)\newly-styled, extra heavy disc 
dlocks. Patented rap- proof 
s. Rustless alloy cases, smart 












No. 04831B. Rugged, dependable rv 
less alloy padlock with case-harde 
steel shackle. Top securi ito 
Two milled _and-tmbossed keys. 











No. 4650. Popular 1-1/2” streamlines 
5-dise tumbler padlock. Self-locking, 
patented rap-proof shackle. Also avail- 
able with long shackle for bicycles and 
duffie bags. Two milled, embossed keys. 





LOCK COMPANY 


TERRYVILLE, CONNECTICUT 


Subsidiary of Bowser, Ine 
13ELs2 
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Great American Meteor 








Pennsylvania, Jr. gf Penna-Lawn , 






More + lle a and 
Models for 1953. 


Two new “lawn tested’? PENNSYLVANIA mowers round 
out the PQ line for 1953. There is the new 14” Pennette rubber 
tired competitively priced hand mower, and the stylish new 18” 
competitively priced Exeter power mower with features that will 
make it sell... and the improved Pennsylvania 21” De Luxe 
Power Mower. 

Eight great mowers make up the Pennsylvania line: Heavy 
mowers for the professional, light mowers for the home owner. 
Hand mowers for small lawns, power mowers for large and small 
lawns. Plus a trimmer and edger. You can get every mower you 
need—and plenty of them—from Pennsylvania for 1953. 




















































Quality Control Plant Pennsylvania ji 
18” Exeter 





The brand new Pennsylvania Lawn Mower factory at Ex- 
eter, Pa., is now producing 1953 models. This plant was designed 
by the men who have grown up in the tradition of Pennsylvania 
quality. New production methods insure an adequate supply of 
Pennsylvania power and hand mowers to take care of your orders 
promptly. But Pennsylvania Quality (PQ) still comes first as it 
has since 1877. 












Sales Opportunities 


awn mower sales will be bigger again in 1953. More new 
families, more new homes mean more lawn mower sales—new 
sales opportunities for you. With Pennsylvania’s complete line— 
including NEW hand Pennette and NEW power Exeter—you 
can increase your lawn mower sales. 


Pennsylvania Helps You Sell 


* 
Again in 1953 Pennsylvania Mowers will be advertised in color Pennsylvania 
in leading consumer magazines. Circulars and point-of-sale ma- 21’ DeLuxe / 
terial will create final interest and give specific details. It’s easy 
to sell the well-known reliable Pennsylvania Lawn Mowers. Check 
with your distributor now. 


PEN NSYLVANIA sii: 


IMPORTANT 











5 QUALITY LAWN MOWERS SINCE 1877 ALCO QUALITY 
sy PENNSYLVANIA LAWN MOWER DIVISION Pe 
AMERICAN CHAIN & CABLE 


we 
Bridgeport, Conn. ¢ Exeter, Pa. —— 


IM PORTANT 
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Two Prices for Every 
Item? Don't Laugh Yet 


How would you like to be forced by law to show 
consumers in plain numbers two prices on every 
price tag in your store—one price being the retail 
price, the other being your cost of the item? 

Ridiculous, you say? Not half as ridiculous as 
it sounds. 

French retailers are now being required to do 
exactly that by a new price control law. Ap- 

parently the idea behind this new law is to show 
buyers the exact spread between cost and selling 
prices to put pressure on what the French gov- 
ernment calls the “profits of the middleman.” 

This French law may seem silly to you and you 
may feel that it couldn’t happen here. But it 
could happen here. This French law is the logical 
and inevitable consequence of the socialistic plan- 
ning that has characterized the French govern- 
ment for many years. ‘ 

Our own government is feeling its way down 
this same path to more and more government con- 
trol, following in the steps of Britain and France, 
despite the pronounced failures of either of these 
nations to solve any of their problems with Social- 
ism. 

An outstanding example of the complete inabil- 
ity of Socialism to cope with basic problems is the 
way in which government rent control has com- 
pletely killed the building industry in France. 

In the very near future France will be a nation 
of dilapidated buildings, the lowest type of slums, 
because the rent control laws have stifled any in- 
centive to put up new buildings. 

This same type of dreamy, blundering socialistic 
approach to price control is behind the new double 
price law. Paris store owners are, quite naturally, 
objecting to this new law and largely ignoring it. 

But they are doing their fighting a little late in 
the game. They should have begun their fight 
years ago at the national elections when the social- 
ists were voted into power. 

We can learn a great deal, if we but will, from 
the experiences of France and Britain, with social- 
ism. 

We are, today, following down that same blind 
alley that led the once great Britain and France 
to their present unhappy economic situations. Our 
experiences with price controls, and the tendency 
of the bureaucrats to use their powers to effect 
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Just Among Ourselves 


Informal Editorial Comments 
By W. A. Phair 


social changes, rather than to handle economic 
problems, indicates clearly that we here in Amer- 
ica are not as far away as we might think from 
this concept of the double price tag. 

Let’s hope that the retailers of America learn 
from their unhappy counterparts in France, and 
will start their fight against socialism right now. 
And the best place in the world to start is in the 
November elections. Be sure your vote goes to a 
candidate opposed to more government control; te 
a man who understands how high tax rates stifle 
incentive; to the candidate who believes in giving 
the American system of free enterprise an honest 
chance to work. 

Picture yourself in the place of the French mer- 
chants and their double price tag. If that’s what 
you want, then stay home on eleetion day and 
that’s what you'll eventually get. If that isn’t 
what you want, then be sure your vote joins the 
fight against socialism. 


Supermarkets, Drugs, 
And Hardware Problems 


Our comments on supermarket competition in 
the preceding issue (see “Supermarkets and Hard- 
ware,” Oct. 2nd issue, p. 7) stirred up many in- 
teresting viewpoints on the subject, but no solu- 
tions to the problem. 

There are about as many different opinions on 
this subject as there are people in the business. 
It is obvious from the lack of unanimity that there 
is no easy, quick way to beat this competition; 
there is no sure cure. 

And just to help keep our perspective proper, 
we'd like to point out that hardware stores are 
not the only ones facing competition of this sort. 
The drug trade has been struggling for some time 
now with the problem of food stores going into 
the selling of drug items. 

A recent survey of what retail druggists thought 
would be the best way to combat this food store 
competition, brought out hundreds of various sug- 
gestions, but no solution. Here, too, it seemed that 
every store manager had a different idea of what 
should be done. 

Of all the suggestions received during this sur- 
vey, the one that was repeated the most was “use 
more open or mass displays.” There’s much sense 
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to that thought and hardware dealers might also 
profit by following it. 

A few of the retail druggists covered by the 
survey recommended that legislation be passed 
preventing grocers from selling non-food items. 

That proposal is a dangerous one and could 
easily backfire. In many instances the distinction 
between food and drug items is a very thin one. 
In the second place, if druggists can get laws pre- 
venting the sale of non-food items in food stores, 
then certainly hardware store owners will be able 
to obtain legislation prohibiting drug stores from 
selling non-drug items (electrical appliances, small 
hardware, clocks, etc., etc.). Then the next step 
will be to have the variety stores seek legislation 
to prevent hardware stores from selling house- 
wares. By the time this vicious circle is completed 
everybody will be back where they started. 

Aside from the competitive aspects of such legis- 
lation, it has the additional disadvantage in that 
it would encourage still more government control 
over business at a time when we should all be 
bending our efforts to reduce Federal controls. 

The more we examine this problem of super- 
market competition in hardware, the more con- 
vinced we are that the most effective answer is 
to do a better merchandising job in your store. 


A Pleasant Week 
In Chicago 


We spent a very pleasant and instructive week 
in Chicago recently attending the Builders’ Hard- 
ware Convention and Exposition. For reasons 
that we just can’t put our fingers on, this particu- 
lar convention always impresses us with the air of 
friendliness and co-operation that dominates its 
proceedings; the way the manufacturers’ exhibits 
seem to be designed specifically to pass along a 
maximum of product knowledge. 

The whole affair adds up to proving what can 
be done at a trade show when it is carefully 
planned to be of benefit to those attending. 

John Schoemer, his able assistant, exhibit nfan- 
ager Bob Ryan, and the rest of the NCHA- 
ASAHC staffs deserve great credit for their ef- 
forts to make this affair instructive and pleasant. 

The growth of this annual meeting over the 
years is tribute indeed to the value of the contribu- 
tions the two groups are making to the builders’ 
hardware trade. 

The efforts of the two groups, together with the 
manufacturers, to tackle the serious and rather 
complicated matter of hollow metal and metal-clad 
door standards demonstrates what can be done by 
a group of men with common interests. 

We heard the comment that this hollow door 
committee hadn’t made much progress over the 
past two years. This comment suggested a lack of 
understanding of the true nature of the problem. 

The fire door hardware situation is such a com- 
plicated one that the simple task of delineating 
the scope of the problem requires a tremendous 
amount of effort. And certainly it would not be 
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possible to successfully tackle the task without 
knowing clearly the nature of the problem. This 
work has largely accounted for the committee's 
time thus far. Now, provided the committee ob- 
tains the co-operation it seeks from all segments 
of the trade, we can expect greater strides to be 
taken toward an ultimate solution. 

A brief report of the highlights of this conven- 
tion will be found in this issue beginning on page 
64. We recommend it to your reading. 


A Simple Way to Keep 
Posted on New Goods 


Keeping posted on the latest information on new 
merchandise is a very important part of the job 
of running a profitable hardware store. But it 
can also be a killing task, taking vital time away 
from the all-important job of selling. 

HARDWARE AGE has long recognized the impor- 
tance of bringing to you as much information as 
possible on new merchandise, new displays and 
other dealer selling aids. Each month in HArp- 
WARE AGE, in the “What’s New” editorial columns, 
you receive more descriptions of new merchandise 
and selling aids than is published by any other 
hardware magazine. 

The descriptions of merchandise published in 
each issue are screened from the hundreds of items 
sent us. They are selected for you on the basis of 
newness, availability, suitability for hardware dis- 
tribution, ete. 

The descriptions are written in concise, factual 
HARDWARE AGE style that gives you all the essen- 
tial information quickly and accurately. 

Now, as a further step forward in helping hard- 
ware dealers keep up to date on new merchandise 
with a minimum of time and effort on their part, 
HARDWARE AGE introduces in this issue, on page 
117, the new “Quick Check Card.” 

As you read through the new merchandise de- 
scriptions in this issue, beginning on page 12, you 
will find a number under each item. Now turn 
to page 117 and you'll find a post card that lists 
all these item numbers. If you want more infor- 
mation on any of the products in the “What's 
New” columns, all you have to do is to circle the 
number on the post card that corresponds with the 
number under the “What’s New” item, and drop 
the card in the mail. You can circle as many num- 
bers as you wish. 

Then, in a very short time, you will receive 
from manufacturers complete, detailed informa- 
tion on the new products you indicated you were 
interested in. 

You can save yourself valuable hours if you will 
make use of the new service in a methodical 
fashion. Make it a practice to go through the 
“What’s New” columns of each issue as it arrives. 
Circle the numbers on the post card for those 
items that you want to know more about. Then 
you can forget about it and get back to selling. 
We'll take care of the rest. 

Try this new service, now, and learn for your- 
self how helpful it can be. 
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Jeprrinorn’ Lock to 
HICMBURE MASS. 


+ 


PADLOCKS 





You've got the solution 
to any padlock problem your 
customers can think of, right 
here on this slick, red, blue and 
yellow board. Complete guide 
to padlock selection on back 
of display. Order assortment 
21-PA. 





Four favorite padlocks, 
mounted to sell. This display 
ranges from a popular price 
general purpose lock to the 


finest pin tumbler padlock 
made of extruded brass. 
Order 25-PA. 


These display units do just that. 
They’ve done it for countless suc- 
cessful retailers all over the coun- 
try and they’re ready and able to 
do it for you. 

Colorful, handsomely designed 
and solidly constructed, they pay 
steady profits on a small invest- 
ment. ILCO charges only for the 
actual hardware included. The 
attractive merchandising mounts 
are free. No quantity purchases 
required. 






USE THESE 


LO 


DISPLAY 











With its totally enclosed 
spring and smooth gray finish, this 

is the smartest-looking screen and storm 

door closer that ever caught a customer's eye. 
The mount is hinged so you can demonstrate and 
prove how smoothly it does its job. Order 3002MT. 


INDEPENDENT LOCK COMPANY 


FITCHBURG, MASSACHUSETTS 
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How to get customers to SELL THEMSELVES — 





Here's a triple-barreled 
sales-inducer. The beauti- 
fully designed streamlatches 
in three different finishes are 
eye-catching fast sellers. The 
display mount is finished in 
brilliant blue enamel. Order 
84MT. 














This Cutaway mount 
shows the inner workings of a 
night latch. It impresses the 
customer with the built-in value 
of an ILCO night latch and 
clinches the sale. Order 
219MC. 














































ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


Democratic Leaders Leaning 
Towards Price De-Control 


There’s a growing suspicion among top Democratic 
leaders that the time to end all remaining price con- 
trols is now at hand. 

Much as the administration dislikes the idea of sur- 
rendering any part of the economic control program 
for which it fought so hard at the Capital only a few 
months ago, it is beginning to dawn on President 
Truman’s hierarchy of advisors that the entire price- 
contro] program is drawing scorn and ridicule from 
the public—and particularly from business—because 
of its increasing ineffectiveness. 

With great reluctance, Mr. Truman’s top aides are 
now preparing to recommend that all remaining con- 
trols over prices—at every level of production and 
distribution—be scrapped. 


OUTLOOK—Price controls in their present 
ineffectual form are much more a political 
liability to the party in power than they are 
an asset. Barring the development of a new 

% world “crisis” between now and next month’s 
elections, the remaining price controls still in 
effect are due to be largely washed away on a 
flood of crocodile tears within a matter of 
weeks. 


Business to Get Better Break 
Regardless of Election Result 


Key agency in the approach toward keeping busi- 
ness healthy is the U. S. Department of Commerce. 
Secretary Sawyer has instructed each of his top aides 
and assistants to jog themselves out of their “‘paper- 
pushing” routines, and bring themselves up-to-date 
on Mr. John G. Businessman’s problems. 

One of the first big steps in this campaign is to be 
the publication, late this year, of a preliminary report 
on what’s ahead for markets. The report will cover 
manufacturing and distribution, and industry gen- 
erally. 
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To some extent, it will be a “look ahead” at prosper- 
tive markets in 1953, and will also propose thought- 
ful planning for the post-defense era. It is to present 
suggestions for intelligent charting of buying and 
selling courses to be followed. 

OUTLOOK—Washington definitely intends 
to give more sympathetic, and more realistic, 
attention to the everyday problems of retail- 
ing and distribution. Regardless of which po- 

® litical party wins control at the November 
elections, Federal officials are to concentrate 
more and more on the extension of worth- 
while assistance to every level of the nation’s 
commerce. 


Commerce Department Planning 
Safeguards Against Recession 


Government officials are at odds among themselves 
as to when defense will hit its peak—and what should 
be done about the domestic economy when military 
expenditures decline. 

Peak date originally had been fixed for next month, 
but new stretch-outs of military programs have now 
moved the date back into mid-1953. 

To guard against any possible set-back in business 
after the peak has been reached, Secretary of Com- 
merce Sawyer has started a study of domestic dis- 
tribution and manufacturing practices. 

He is seeking ways of developing new markets, 
creating new demands, and of improving techniques 
of selling and distribution. He has just completed 4 
swing around the country to confer with business and 
trade groups in order to get their views and opinions 
on the matter. 

And another new study of the nation’s spending 
habits is now getting under way at the FTC. It will 
seek to determine how the consumer’s dollar is spent: 

Of each product sold over U. S. counters, what per- 
centage of the dollar goes for labor for materials, for 
distribution, for profits? Washington believes the an- 
swers will be useful in holding down prices. 

(Continued on page 108) 
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Sold exclusively through the regular 
jiobbing trade... no private brands. 


Master Jock Company, Milwaukee 45, Wis. 


/ , -_ 4 “1 
Word's Leading Padlackh Tauufacturers 
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@ For more information 
on these products and 
services use free post 
card on page 117. 





Garment, Costumer Hooks 


Permanent-molded of high qual- 


ity aluminum for extra strength, 
these garment and costumer hooks 
are said to combine the rugged 


qualities of iron with the light 
weight and non-rusting advantages 
of aluminum. Available in all stand- 
ard finishes, the hooks are com- 
petitively priced and smartly 
styled. H.B. Ives Co. 


For more data circle No. 1 on postcard, p. 117. 


Three-Piece Range Set 


Three-piece stainless steel range 
set includes a 1 qt. grease con- 
tainer, a salt shaker and a pepper 
shaker. The set, known as the 
Cavalier, is of plain cylindrical pat- 
tern and is highly polished. The 4- 
in. high salt and pepper shakers 
have black plastic tops, and the 
grease container a black plastic 
knob on the cover which conceals 
the built-in, removable strainer for 
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catching sediment. Made to retail 
for about $5.95, each set comes 
packed in an attractive gift-type 
box. Federal Enameling & Stamp- 
ing Co. 


For more data circle No. 2 on postcard, p. 117. 


Cylindrical Locks 


A new series of pin-tumbler key- 
in-the-knob type cylindrical locks 
are being manufactured in solid 
wrought brass and bronze trim with 
cadmium plated heavy gage steel 
parts. They have a special compo- 





sition bearing surface on which the 
latchbolt retractor travels and 
which will provide longer life and 
greater ease of operation, and a 
nylon cam through which the dead- 
locking function of controlling the 


LATEST INFORMATION ON NEW PRODUCTS AND SERVICE; 






























outside knob through a thumb tum 
or cylinder results in a positive and 
smooth action. Front door and 
bathroom door locks are included in 
the new series, known as the 16) 
Cylindrical Case Lock and Latch 
Sets. For application on wood or 
metal doors from 1% to 2 in. thick, 
all latchbolts have a throw of ' 
in. Sager-Barrows Lock Works. 

For more data circle No. 3 on postcard, p. lI! 


Power Tool Stand 


This new type power tool stand, 
the TS-99 Dual Purpose Stand, 
holds the tilting arbor saw and the 





4-in. jointer, as shown here. Be 
cause of its design, one machine 
does not conflict with the other. 
The stand is equally adaptable for 
use with a band saw and a sander, 
or a band saw and a jig saw, or ally 
of many other combinations. Re 








tail price is $22.50. Shopmaster. 


For more data circle No. 4 on postcard, Pp. il, 


Motor Starter Rope 


This nylon replacement moto! 
starter rope for use on outboards, 
power lawn mowers and _ farm 
equipment comes complete with 3 
wooden handle and 5 ft. of rope 
One dozen ropes are packed in @ 
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“FOR THE HARDWARE DEALER 


attractive container that serves as 
a shipping box and counter display 
unit. The top flap of the container 


age 
S fo ys 





MOTOR STARTER ROPES 





carries an advertising message and 
the price. Suggested retail price 
of each rope is 49¢. Plymouth 
Cordage Co. 


For more data circle No. 5 on postcard, p. 117. 


Magnesium Level 


This new magnesium level com- 
bines light weight, dimensional sta- 
bility and rugged construction. 
Featuring permanently set vials, 
the level is finished in gold bronze 
with royal blue putty sealing the 
vials. Vial fluid is a new liquid 
that withstands greater extremes 





of temperature. Comes in an at- 
tractive carton and sealed in a plas- 
tic bag. Mayes Brothers Tool 
Mfg. Co. 


For more data circle No. 6 on postcard, p. 117. 
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in hardware merchandise... 







































Iron Cabinet Hardware 


Forged iron cabinet hardware is 
now available in a new and at- 
tractive finish called Olde Copper 
Finish. It blends with natural 
wood finishes such as knotty pine, 
maple, birch, etc., as well as with 
painted surfaces. A natural color 





wood display board for dealer 
counter use has been designed to 
exhibit the items. McKinney Mfg. 
Co. 


For more data circle No. 7 on postcard, p. 117. 


Two New Fly Reels 


Called the Multi-Royal 380 and 
the Royalist 370, these two new fly 
reels have been added to the Bron- 
son line. The Multi-Royal is a 
multiple-action fly reel made with a 
214-to-1 gear ratio for fast retrieve. 
It weighs 6 oz. and retails for $7.95. 
The Royalist, 4% oz., is a lighter 
single-action reel designed to meet 
every test in performance and dura- 
bility. It retails for $5.95. Both 
reels are sturdily constructed of 
aluminum, color-anodized for bril- 
liant lasting finish, and both are 

(Continued on page 114) 








Want more information on these 
products? Then use free post 
card on page 11/7 


TO HELP YOU 


SELL 





NEW DISPLAYS 
AND OTHER DEALER 
SALES HELPS 





Holiday Knife Display 

This special knife display for 
Christmas windows measures 
21x15% in. and is three dimen- 
sional with a table-effect on which 
merchandise can be displayed. The 
brightly colored Santa Claus cheer- 





fully beckons passersby to “Choose 
Your Gift Here.” Available free 
with any one of five assortments, 
each consisting of 3 doz. knives, 1 
doz. of three different numbers. 
Imperial Knife Associated Cos., Inc. 


For more data circle No. 8 on postcard, p, 117. 


Coffee Maker Parts 


Better volume in replacement 
parts is purpose of this new Silex 
display board that is available free 
to dealers with assortment of parts 
listing at $49.88. The board, fin- 
ished in four colors, has a flasher 

(Continued on page 130) 
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RETAIL 
HARDWARE 
SALES 


seasonally 
adjusted 


JULY 
195; 


$2.10 


(odd 000,000) | 
$2.05 





Source: U. 8. Dept. of Commerce 


Pick-up in Appliance 
Business Signals 
Trade Improvement 


With industrial production mov- 
ing along at high speed and farm 
income at a good level, retail mer- 
chants across the country have be- 
gun to sense a long-awaited im- 
provement in business. 

This improvement was helped 
along by a heartening increase in 
appliance trade during the late 
summer months, which normally 
are considered sluggish ones for 
appliance sellers. 

Encouraged by this, manufac- 
turers of major appliances are 
stepping up production schedules 
and are pointing high-powered ad- 
vertising and promotional pro- 
grams for a strong fall and winter 
market. 

The time has arrived when the 
buying public seems to be convinced 
that the day of the quick and easy 
bargain for any kind of an appli- 
ance—from an iron to a refriger- 
ator—is near an end. 

The buyer again feels that he 
can buy with some degree of con- 
fidence that he won’t be missing 
out on a lower price by waiting 
another week or month to make a 
major purchase. 

Evidence of firming prices can 
be seen in the number of announce- 
ments being made of increased 
prices on TV sets. These have been 
a glut on the market for months 
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> Record Payrolls in August 


> Home Building Increased 


> Consumer's Prices at Peak 


but now there is talk of a tight 
market by Christmas. 

A change in the method of esti- 
mating retail hardware sales by 
the Dept. of Commerce has caused 
a delay in issuance but the latest 
report, for the month of July, 
shows retail hardware store sales 
were even with those of the same 
month of a year ago, though 
slightly lower than sales in the 
previous month. 





Employment Record 
For August is Made 


Non-farm employment was 
set at 46,900,000 in mid-August, 
a rise of almost 900,000 from 
mid-July, an all-time high for 
the month, reported the Dept. 
of Labor’s Bureau of Labor 
Statistics. This indicated that 
within two weeks after settle- 
ment of the steel strike, three- 
fourths of the workers made idle 
by the strike were back at work. 











Dept. Store Sales 
Off 2% From 1951 


Department stores for the year 
through Sept. 20 were off 2 pct 
from a year ago, reported the Fed- 
eral Reserve Board. For the week 
ended on that date sales showed a 
1 pet increase and they were up 
the same amount in the four 
weeks’ period. 


Expect Christmas 
Sales to Top 1951's 


Many leading retailers expect re- 
tail sales during the Christmas sea- 
son to be ahead of last year, How- 
ard P. Abrahams, manager of the 
National Retail Dry Goods Associa- 
tion’s sales promotion division re- 
ported at the fall conference of the 
smaller stores division of the asso- 
ciation in New York City. 

“With higher costs of doing busi- 
ness, higher taxes, greater competi- 
tion, and all the other factors, it is 
necessary to stress the importance 
of careful planning for increased 
sales and profits,” he said. 

“Fortunately, the November-De- 
cember period is 25 pct of the year’s 
volume. To many retailers it will be 
the one chance to hold or increase 
their figures for the year. No one 
seems to be kidding himself that 
Christmas volume will simply come 
down the chimney with Santa.” 

A recent check, he said, shows 
that stores have made more careful 
preparations for Christmas 1952 
than in any other previous year. 

Mr. Abrahams pointed out that 
the promotional phases of the 
Christmas business present a diff- 
cult problem this year because 
Thanksgiving comes on Nov. 27 this 
year, compared with Nov. 22 a year 
ago, which shortens the usual shop 
ping period. However, there are 21 


(Continued on page 184) 
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Here’s how you get 
improved drilling action with 


NO STALLING: 
NO PACKING! 


Shallow, precision-ma- 
chined oval flute and 
adequate tip overhang 
of Carboloy “Live- 
Spiral” Drills prohibit 
dust from packing in 
the flutes and sides of 
hole. This new engi- 
neering design keeps 
dust agitated, moving 
up out of hole, regard- 
less of position or drill- 
ing speed. And quality- 
controlled Carboloy 
Cemented Carbide cut- 
ting tip bites deep into 
toughest materials. 


Name_______ 


Company 


ig Carboloy VE OUHC Drills! 















Now...a sensational, completely new design 
for dust removal with masonry drills! 


The precision, shallow, oval flute 
of the amazing new Carboloy Ma- 
sonry Drill lifts out the dust as it 
drills. No packing. No stalling. No 
time-after-time drill removal for a 
fresh start. You get all-the-way 
drilling all the time! 

Now you can continuously drill 
any type of masonry—concrete, 
brick, plaster, slate, asphalt — 
faster, easier, cleaner and deeper 
with new, improved Carboloy 
“Live-Spiral” Drills! 

What’s more, the cutting tip of 
Carboloy Cemented Carbide — 
hardest metal made by man—pays 
off in extra savings through extra- 
long life ani extra performance. 


**Carboloy’’ and **Live-Spiral’’ are trademarks of Carboloy Department of Genera! Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


Best of all, Carboloy “Live- 
Spiral’ Drills—in a complete range 
of most commonly used sizes, from 
3/16” up—cost no more than 
ordinary carbide drills! For ex- 
ample, 3/16” drill lists at $1.80. 
And sizes from 3/16” to %” are 
designed to fit %4” chuck—for use 
with rotary electric drills or hand 
braces. With %” drill, optional 
14” shank. Larger sizes, %” shank 
only. Packaged individually or in 


three different assortments in job- 


designed, handy kits. 

Be sure to send the coupon be- 
low today for all the facts on new, 
improved Carboloy “Live-Spiral” 
Masonry Drills! 


11197 East 8 Mile Ave., Detroit 32, Michigan 


Please rush me complete information and prices on your sensational, new “Live-Spiral” Masonry Drill! 


ee 


MAIL COUPON TODAY!.-..-----~-- 4 


CARBOLOY Department of General Electric Company 
11197 E. 8 Mile Ave., Detroit 32, Michigan 





Address. 
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You'll make more sales with 

this complete line of improved 
RBOLOY MASONRY DRILLS for 
stry and Home! 









full never have to pass up profitable sales be- 
guse you can’t fill the order! From 3/16” to a full 
"And all are precision-machined Carboloy “Live- 
piral” Drills! Sizes from 3/16” to %” are designed 
» fit %” chucks—for home use with rotary 
sign lectric drills or hand braces. With %” drill, 
' ptional 42” shank. Larger sizes, 42” shank only. 

n addition, three special, job-designed, handy 

its of assorted drills are also available. Remem- 







IND BIGGER PROFITS FOR YOU 
Here are 3 reasons why! 


You'll make more profits 
with these three fast-selling 


JOB-DESIGNED KITS! 





Yes, more profits from 
these convenient kit 
assortments of Carboloy 
Masonry Drills, because 
they do any masonry 
drilling job better! Be- 
cause every home owner, 
maintenance man, elec- 
trician, plumber, ma- 
sonry and_ concrete 
worker will want and 
need these sensational 


Drills. Three job-de- 
signed, handy kits are 
available: Kit 1: Light- 
duty Anchoring Kit — 
3/16”, %4”, 5/16”, 3%”°— 
$7.70 (for %” chuck). 
Kit 2: Heavy-duty An- 
choring Kit — %”, 5/8”, 
34”—$10.20. Kit3: Handy 
Man Kit—%4”, 3%”, %2”— 
$6.65 (for ¥%4” chuck). 
(List prices only shown. ) 


Carboloy “Live-Spiral” 











“Live- br, prices are comparable to ordinary carbide 
hy en rillsk—and you get full discounts on the new line 
> than { Carboloy “Live-Spiral” Masonry Drills! 

or ex- 

$1.80. onts at Detroit, Michigan; Edmore, Michigan; and Schenectady, New York 
/2 are 

for use 

r hand 

ptional 

_ DEPARTMENT OF GENERAL ELECTRIC COMPANY 





11197 East 8 Mile Ave., Detroit 32, Michigan 












fou’ll sell more Carboloy Masonry Drills 
secause of this hard-hitting advertising! 






This sensational, new Carboloy Masonry 

Drill is a honey of a money maker! You can 

afford to stock it heavily! New, hard-hitting, 
smash, two-color advertisements (shown on oppo- 
site page) in leading industrial publications will 
keep these masonry drills moving off your shelves 
almost faster than you can reorder! 

Watch November and December issues of Heat- 
ing & Plumbing Equipment News, Contractors’ 
Electrical Equipment, Industrial Maintenance and 
Maintenance for this dominant Carboloy advertis- 
ing that will help you sell more Carboloy Masonry 
Drills—help you make more money! Be sure you 
have ample stocks of all sizes on hand to meet 
demand from industrial buyers and home owners! 


RUSH Here’s a special coupon you won’t 
THIS want to forget to mail! So do it 


right away! Get all the facts on the 
OUPON 


sensational, profitable resale propo- 
TO US 


sition now available to you! Yes, 
TODAY! 


ee | 


get all the facts on Carboloy “Live- 
Spiral” Masonry Drills that sell on 
sight! Send the coupon at the left! 
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A section of the modern laboratories where 
technicians constantly try to improve Colum. 
bian products. 





% 


Even the yarns must pass a tensile strength 
test before moving to the next department 
to be formed into strands. 


hy ‘Ve: 


and he knows iy 
What MES Oi, COOL ere nesinssnioig epee 


ditions test abrasion resistance, internal 
friction, etc. 


Forming the strands that go into Columbian Rope is a job 
that calls for many years of rope making experience and 
know-how. 


Every inch of yarn fed from a large rack of bobbins is 





twisted and formed under the exact same tension. These 
smooth, round strands are the backbone of Columbian Pure 
Manila Rope . . . uniformly strong . . . pliable . . . non- te 
kinking. The finest of fine rope. di 


Trained chemists keep a constant control 
over the lubricating and water-proofing 
mixes and check fibre quality. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee Street 


(RSH 1) |||) yy asbwn “Te Cordose iy" . 
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PLASTIC HOSE 
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GARDENETTE 


The ONLY Rubber garden hose reinforced 
with feather-weight NYLON cords: 
GREEN, Full 5” inside diameter. 

Guaranteed in writing for 15 years. 
Stronger yet lighter than ordinary 
hose. Rot-proof tube. Neoprene cover 
resistant to weather, grease, sunlight, 
scuffing. Amazingly flexible — coils 
like soft rope. 


in every price bracket 


all from one supplier! 


MODERNETTE. 


The only “King-Size” Plastic Hose—Easily the 
on the market todc 


highest-quality plastic hose 


RED, full 9/16” inside diameter 
GREEN, full 9/16” inside diameter 
Guaranteed in writing for 10 years. 
Ample size doesn’t choke water flow 
54” Full-Flo couplings, crimped 4 
times for permanent’ connection 
Withstands many times ordinary wa- 
ter pressures. Made of beautiful, 
gleaming, top-quality plastic Ex- 
tremely resistant to oil, weather and 
abrasion. 


Pe Ee PRT OK 


SPRINGTIME 


Popular in price—a real fast-seller. 
GREEN 

RED 

Guaranteed in writing for 5 years. A 
premium hose at a competitive price 
Withstands many times ordinary 
water pressures. Beautiful glistening 
appearance. Holds Full-Flo couplings 
pefmanently. Resists oil, abrasion, 
and weather indefinitely. 








PINOT SALINE SD BIRT oe I SUE inc I Rl 8 





A popular priced, heavy-duty 

hose, reinforced with two layers of 

braided cord. 

RED, Full %” 

Guaranteed in writing for 15 years. 
Seamless, rot-proof tube. Double layer 
of strong rayon cords bonded to- 
gether with tough rubber. Withstands 
high water pressure. Cover designed 
to shed dirt. Resists weathering and 
abrasion. Full-Flo couplings. 
BLACK, %4” 
Sturdy hose, fully guaranteed. 


VULCO, 


TR U ¢ re ] RD 4 One-braid premium hose at a 


® bargain price. Champion of its class. 
RED, full 5%” 
GREEN, full 5%” 
Guaranteed in writing for 10 years. 
Rot-resistant tube. Layer of rayon 
cord reinforcement. Withstands many 
times ordinary water pressure. Cover 
resists weather and abrasion. Full- 
Flo couplings. 
BLACK, 5%” 
Still lower price. Guaranteed 5 years. 


Designed especially for price- 
minded shoppers. 
BLACK, full 54” 

Fully guaranteed. A leader-type, 5%”, 
1-braid hose. Seamless inside tube. 
Layer of tough cord reinforcement. 
Rugged corrugated cover. Withstands 
ordinary city water pressures with 
ease. Full-Flo couplings. 


GATES GA 


ade ow 
MARVEL-LITE 


A leader-type plastic hose for “bargain-hunters.” 
GREEN 

Fully guaranteed. 
hose. Amazingly flexible. Withstands 
ordinary city water pressures with 
ease. Holds Full-Flo couplings indefi- 
nitely. Extremely resistant to oil, 
abrasion and weather. * 


Not an undersize 
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SENSATIONA. 


eof 


=> Gates Flexible Sprinkler 


EA 


ag Looks Like Garden Hose... 


fo Bafler || 


than any sprinkler made! ins 


type 

More than 1,000 tiny holes, punched all the way around mer 

this tough, plastic tube send out a gentle, cloudlike spray ap- 
proximately 10 feet wide. This spray soaks in quickly, with also 
practically no run-off. -” 
Gates Flexible Sprinkler is 25 feet long. Its revolutionary 
design makes it possible to water any area—rectangular, cit- 
cular, or odd shaped—thoroughly, without watering street, 


sidewalk or house! 


































These powerful sales aids are yours 


when you handle Gates hose 





calls 
ric. 


e Eye Catching Posters 


* Newspaper Ads natt 
* Radio Spot Announcements wd 
e Envelope Stuffer on New Sprinkler neo] 
e Special Post Cards to mail to your 

customers 


e Clever NYLON CORD Demonstration 
Stand (To help you sell Gates 
Gardenette) 
















or, 
ne / and the 











— Aan 
2 « etal, "S 
wos Crechive ane 
point-of-sale display k 
of all... 
The attractive, hard-hitting sales 
disk on each length of Gates hose. . 
Display it anywhere—on a counter, oe 
in a window, on a stand or near the 
cash register. Sales story is always HARDW 






right with hose, making each length 
a self-selling unit! 
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“THUMBS UP” 

NEVER BEFORE — a liquid, grease and 
chemical proof glove with such 
toughness, flexibility and grip: 






Comfortable fabric, coated with latest improved- 
type black NEOX (reinforced neoprene). More flex- 
ible, better gripping and far tougher than ordinary 


it’s time you made 


334% profit on work gloves 






= HERE IT IS 


New patterns by world’s largest 
maker of coated fabric gloves 


Offer a better glove 
for every kind of work 


Outwear ordinary work gloves 
5 to 10 times 


Pay you full 334 % profit 
on fast-growing sales 





y around neoprene to resist cuts, snags, abrasion, grease, 
pray ap- cg dm anecewl ' ail Order these nationally advertised, brand- 
3 est liquid-proof glove for workmen and farmers, 
ly, with also for car washing, rose gardening, etc. around name, full-profit work gloves from your 
the home. regular hardware jobber. 
utionary 
ilar, cir- FAMOUS ‘‘GRAB-IT’’ GLOVES NEW HAND-FITTING PLASTIC 
g street, WITH NEW STRIPE-BACK **MONKEY-GRIPS”’ 
> 
No. 62 No. 303 
rs es li coated 









VY Edmont 


with knitwrist, 
cooted fully or 
on palm only. 





Colorful herringbone stripe stands out on display, 
calls attention to their sturdier, snag-resistant fab- 
ric. Palm coated with long-wearing, rough-finished 
natural rubber that gives the world’s safest grip. 
Far outlast higher priced leather gloves, except on 
greasy work where Edmont NEOX (reinforced 
neoprene) wears longest. 







oves 





3 Pairs of Gl 


3.25 Retail Value) 
“ for Only $1.00 


Dealer) 


(Only One Set to Any 


COATED-FABRIC 
WORK GLOVES 


71 

Lom 
= World's largest selling line — 

} Bought by the millions in industry, farms and homes 
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Also available in 
gauntlet and in 
palm-coated knitwrist. 





Revolutionary new plastic gloves that fit the hand 
all over. Note the wide wing thumb and new, 
pre-flered curved fingers for easy gripping. No 
thumb seam to rub or split, no bagginess anywhere. 
Thicker coating of Edmont plastic is far superior 
to ordinary plastics and looks it. Permanently flex- 
ible; won’t crack or peel; grips better; wears far 
longer. Grease-resistant. . 


_— 
-_—o 
-_— 
—_— 
—o oo 
— 
— 
—_—o 


Edmont Mfg. Co., 1214 Walnut 5t., 


or check, and mail. 


bill ang ge 
c _ enclose dollar | price list an 
Fill in shipping address. Criplete Pocket Catalog. Tey 
pple nny pote gloves for inspection @ $1.00 
3 pairs oO Up .-++*** . 
Thumbs Up 1.00 
NEOX-coated . SB ce $1. 
~ pond Plastic-coated ponkey-Gripe «°° $1.25 
Pr. No. 62 Stripe-back snl alla $3.25 
Pr. No. Total Retail Value..---** 
Store Name————____ —_——— 
Street_—__—_—_——__ State _———__ 


Zone 
City——"—_— : a 
Your Jobber’s Name 


a ‘ - 
(please print to avoid error 



























Here are millions of real hardware prospects — 


trey have BUY ON THEIR MINDS! 


T’s no wonder Better Homes & Most important, they read it with 






Gardens’ 3%-million families in- BUY on their minds. For BH&G is en. 








clude more natural hardware pros- _ tirely devoted to things to try-—things 




























pects than any other magazine. to BUY—to improve their surround. 
ings, to make life more complete. 


_ ame 


They’re enthusiastic home-improv- 
i ers, undertaking nearly 1%4-million So you can be sure that hardware 
j jobs a year. What’s more, 7 out of 10 advertising in BH&G is more than 
i families building homes read BH&G. _ seen. It sells! 


| BHéG. BUYo.sicar BRIEFS 


4 MAKER OF BATHROOM A PAINT MANUFACTURER'S ad IN JUST THREE MONTHS, 
uv CABINETS pulled 42,000 inquir- _ in biggest issue pulled more inquiries | BH&G's Handyman’s Book became 
B ies with one ad. Production sold ous. _per dollar than in any other magazine! _No. 5 non-fiction, best-seller of 1951! 
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> MONTHS, 
Book became 
seller of 1951! 


es Moines, lowa 


R P M Manufacturing Com- 
pany, the world’s largest 
fhanufacturer of rotary power 
mowers, presents America’s 
newest lawn mower .. . the 
LAWN-BOY by R P M. Here’s 
the one mower that offers 
your customers more new fea- 
tures than any other mower; 
backed up by the largest, 
most powerful promotional 
campaigns that ever intro- 
duced any mower. The LAWN- 
BOY’s your guarantee of a 
trouble-free priced-right lawn 
mower .. . designed for prof- 


it-building sales appeal. 


CHECK THESE FEATURES 


CONTOUR CUT. .. the feature that 
checks scalping. The LAWN- 
BOY’s cutting blade is auto- 
matically guided by the wheel 
placement design. Here’s the 
mower that won’t scalp. 


SIMPLE, uncomplicated . . . the 
LAWN-BOY’s direct drive 
gives trouble-free simplicity 
of operation. No belts to ad- 
just, no chains to snap. 


GRASS SPRAY, . . here’s the fea- 
ture that assures full cutting 
power. Grass clippings can’t 
back up in the discharge 
chute. What’s more, this fea- 
ture eliminates long rows of 
clippings. 





LIGHTWEIGHT . . . all aluminum 
alloy construction gives a 


magic, featherweight ease of. 


handling, bound to appeal to 
every customer. 


CLOSER TRIM, . . the LAWN- 
BOY trims as close as 3/8 
inch . « . right up against 
walls, bushes or fences. Saves 
hours of time spent in trim- 
ming or edging. And others! 


BALANCED WEIGHT DISTRIBUTION 


THE LARGEST MUFFLER AREA ON ANY 


MOWER 
COMPLETELY SHIELDED, EXTRA-SAFE 


CUTTING BLADE 


Styling by Brooks Stevens, ONE OF THE COUNTRY’S OUTSTANDING INDUSTRIAL DESIGNERS 


22 inch cut 

Front “Grass Spray” 
discharge 

2 cycle engine 


21 inch cut 

Rear "Grass Spray" 
discharge 

4 cycle engine 


WORLD'S LARGEST MANUFACTURER OF ROTARY POWER MOWERS 
Available through hardware jobbers and distributors 
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There's no substitute 
for Opal! 


It’s America’s most popular insect wire screening! Better looking, 













longer lasting, easier to install with exclusive Multi-Strand edge and precision-made, uniform mesh 
For a real money making trio, stock galvanized Opal with those other 


two favorites .. . Aldura Aluminum and Liberty Bronze. 


NEW YORK WIRE CLOTH 


= Oe . y RANG RD Achs ceca weet ener 
. + an AO) é 
: SSS 
. SS 


63 Pork Stroct, New Canaan, Conn. 
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Destroys we 
For burning 
lanes. 4 gal. 
hose. Light. 
Burns kerose 


Agricultural 
consider thi 
dusters on 
operated, A 
Precision bi 
light weight 










“THE DEPENDABLE 


PROFIT LINE 


SINCE 1888”’ 

QUALITY MEANS 

p: 1- CONSUMERS’ 
— SATISFACTION 











—— 


oa \ 
A COMPLETE LINE 


f hand, continuous, coin- 






pressed air, knapsack, bucket, 
wheelbarrow and barrel 







prayers. Also hand and crank 
wder insecticide dusters 






We are the originators of 





prayers and our products are 






f outstanding quality in en- 






yineering, modern design and 







formance 





FLAME GUN 
SPRAYER 


HUNDREDS OF USES 








PRODUCTS FROM YOUR JOBBER 











E-Z 5 GAL. 
KNAPSACK 
SPRAYER 


Finest knapsack sprayer 

made. Pump lever devel- Solid brass. 

ops high pressure easily 

i ing. lL. 

while spraying 5 ga Roan Sieedin, aed 

zinc-grip steel or copper _— : 

tank. Tank is air condi- killing, etc, Sturdily 
“tioned preventing damp- built. low priced. In 

big demand. 


SPEEDEX GARDEN AND 
TREE SPRAYER 





Large 
adjustable nozzle for 
2000 degrees controlled heat. - Abele: Derareadggeni 
Destroys weeds, brush, rubbish, 
For burning safety strips and fire 
lanes. 4 gal. tank. 7 ft. oil proof . 
hose. Light. Compact. Portable. (Recommended by Exten- ness reaching the back. 
Burns kerosene or range oil. sion Services.) Adjustable brass nozzle. 











BANNER 
COMPRESSED AIR SPRAYER 





GIANT DUSTER 






= All brass working , The outstanding compressed air 
parts. Develops heavy i sprayer. Electric seam welded 
consider this one of the finest pressure. Attaches to tank. Streamlined dome top. (Open 
dusters on the market. Easily any barrel. Sprays in- or funnel type.) Galvanized or 
form mesh operated, Adjustable feed lever. secticides, white-wash, : solid copper tank. Non-clog angle 
Precision built for hard service. ‘ paints, disinfectants. ‘ nozzle. 
other light weight. Comfortable to carry. Gives years of service. 


Agricultural Experiment Stations 















JIM DANDY CART 


SPRAYER 
5 gal. extra strong = ae 


compressed air tank. Se = 
Pressure gauge. Ball All styles and sizes. Household 2 
bearing wheels. Lorge and continuous. Strong con- 
rubber tires. Highly struction. Attractive oappear- 
ance. Low priced. 






HAND SPRAYERS 





N FIRE PUMP 


Highly advertised, well 
known back type fire 
fighter. Uses only clear 
water. In big demand by 
fire depts., campers, farm- 
ers, home owners and for 
CIVIL DEFENSE. 












SEND FOR CATALOG 
DESCRIBING THESE AND 
OTHER ITEMS 
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B.E Goodrich 


The best-advertised| e 


fash THRROE PRECE 


75 Feet 13.85 


aeorn #054 
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It's the hose people know by name and buy on sight 


EOPLE buy Koroseal hose on sight—and you make 
easy sales, extra sales, especially if you display 75-foot 
lengths. Behind Koroseal is the biggest advertising cam- 
paign ever put behind garden hose, with full-color ads 
sin the Post, Life, Better Homes & Gardens. 


' Big-time network television too 


Koroseal hose is also on B. F.Goodrich’s big-time national 
television show on CBS, the Columbia Broadcasting 
System, 40 or more stations from coast to coast, stations 
teaching over half the population of the United States. 


Self-display package 
Koroseal is now the easiest hose to display. A new feature 
this year is theself-displaying packageshown in the picture. 
Every coil has an easel back. Every coil is a display. You can 
put the coils up anywhere in store or window or both. 


75-foot lengths 


Many of your customers would like 75-foot lengths— 
25 feet extra to reach the corners of their yards. A 75-foot 
length costs them 11% less than separate 50-foot and 
25-foot pieces. You make an extra sale. 


V3 lighter 


Koroseal is a third lighter than a light rubber hose— 
weighs only half as much as some hose. It’s clean too, 
has a high polish, doesn’t hold dirt. No need to drain 
it or lug it indoors either. Leave it out all year round if 
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you want to. Its brilliant color may dim a little in time, 
but neither sun nor air will ever weaken it. Made in 


bright red and bright green. 


Guaranteed 10 years 


Koroseal hose is guaranteed to last 10 years. A tag on 
every coil explains this B. F. Goodrich guarantee. 


Saves you time 


Be sure to have some Koroseal hose on hand regardless 
of what other hose you may sell. It saves you time because 
people buy with so little effogt on your part. Don’t pass 
up these easy sales. A 50-foot length of Koroseal hose 
sells everywhere at $9.80, 75 feet at $13.85—it’s nationally 
advertised at these prices, has almost never been sold at 
cut prices. You benefit in many different ways—sales, 
profits, satisfied customers—and you just display it and 
it sells! The B. F. Goodrich Company, Industrial & General 
Products Division, Akron, Ohio. 


Trade Mark— Reg. U.S. Pat. Of. 


GARDEN HOSE 


B.E Goodrich 








BETHLEHEM 











18" Wi 








Loaded for delivery or displayed in your store, Bethlehem Fence 
looks good. Properly installed on a customer’s farm, it looks even 
better. More important, Bethlehem Fence lives up to its looks. 

Inspect the tried-and-proved hinge joints, the tough steel wires, 
the smooth zinc coating that fights off rust. You'll see why Beth- 18-INCH 






lehem Fence pays off in extra years of durable service. a z 
And here’s another reason for selling Bethlehem Fence. Your ae 
af Mu 


customers know the Bethlehem emblem, recognize it as a promise 
of superior farm products. 

Bethlehem Fence is made in all standard styles and sizes. It goes 
up faster and lasts longer when it’s installed on sturdy, easy-to- 
drive Bethlehem Steel Posts. 

Talk over your fence needs with your jobber today. And ask him 
about the other top-quality steel products shown below. 


Sid 
AES 


th De 
Kye 





“Bethlehem Fence sure makes it 
easy to figure out these ewe turns.” 








BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 








Advertisements like these, appearing regularly in 
regional farm papers, catch fence buyers’ attention. 





21-INCI 
power i 
— 
NAILS AND STAPLES FENCE POSTS CLOTHES LINE BARBED WIRE BALE TIES SALER WIRE waa 
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SAM SNEAD introduces your 


line-up for '53! 


Again in ’53, champion golfers help you sell TORO — 
the power mower choice of championship golf courses 
for over 33 years! There are 7 home models: 4 rotary 
Whirlwinds with the new Leaf Mulcher* attachment, 
and 3 rugged reel-type machines. ‘“Toro Time’’—the 
industry’s original finance plan, and the “‘Free Home 
Trial’’ deal make it easier for you to sell TORO— 
America’s most complete line of power mowers! 


*Optional at slight extra cost 











20” WHIRLWIND 








21” WHIRLWIND 











18-INCH WHIRLWIND is available with 
either 2-cycle or 4-cycle engine. Two- 
cycle model weighs only 38 pounds 
complete, retails for around $89.50. 
Leaf Mulcher* available. 


21-INCH SPORTLAWN packs a lot of 

power in its 1.6 h.p. 4-cycle engine. 

Climbs steep hills with ease—plenty of 
ound-gripping traction. 18-in. Sport- 
‘wn available with 1 h.p. engine. 
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20-INCH WHIRLWIND has powerful 2 
h.p. four-cycle engine. Cuts heavy 
weeds or fine lawns with equal ease. 
“Suction Lift’’ action mulchifies clip- 
pings. Leaf Mulcher* available. 





27” STARLAWN 


27-INCH STARLAWN mows up to 5 
acres a day. Riding sulky, optional at 
slight additional cost, actually makes 
grass cutting fun. Separate reel and 
traction controls. 2.5 h.p. engine. 








21-INCH WHIRLWIND is self-propelled. 
2.5 h.p. four-cycle engine. Drive shaft 
driven through worm gears. Separate 
roller chain for each front wheel. Leaf 
Mulcher* available. 


PM hk MM he | | 


GET ALL THE FACTS on the complete 
Toro tine with tuc uation-wide service 
system! For full information, write 
Toro Mfg. Corp., 2935 Snelling Ave- 
nue, Minneapolis 6, Minn. 
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True American 
Crown Double Bit 









Mita, 


Crafls manshife 


The ‘Pennsylvania Dutch” who comprise a majority of the 
personnel at Mann Edge Tool Company are direct descend- 
ants of a religious group which emigrated to this section 
of America more than 100 years ago. The word “Dutch”, 
actually, is a misnomer because they came from Southern 
Germany and from Switzerland where skills such as carving 
and watchmaking were handed down from generation to 
generation. Upon arriving in this country they sought em- 
ployment that would utilize their highly skilled hands. 
Because Mann axes have always been precision-made instru- 
ments, it was natural for them to find an outlet for their 
talents here. It is not only possible, but probable, that the 


4% 



















































S 
next Mann axes you buy, will have been made by a third 
i generation descendant of one of Mann’s original employees. a 
‘ 
Send for our latest catalog which pictures and describes America’s top-quality line of axes. 
( C 
/ ¢ 
7 ( 
( 
| s ) 
2 » = | 
: EDGE TOOL COMPAN Y 
LEWISTOWN, PENNSYLVANIA UN 
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Your customers want the tape that 
saves time, saves space—that’s easy to 
apply. They want U.S. Royalastic Vinyl 
Tape! 

Royalastic keeps wiring neat and un- 
cluttered; provides up to 200% more 
dielectric and 50 to 100% more me- 
chanical protection. It is resistant to 
acids, alkalies, oils, water, temperature 


changes and all kinds of weather con- 


UNITED STATES 


They want the tape that’s up-to-date! 





The amazing space-saving U.S. Royalastic 


ditions. It has high tensile strength. 

Stock up on U.S. Royalastic—it is 
made by a company your customers all 
know and respect— United States Rub- 
ber Company. Give them the up-to-date 


tape — and assure yourself of repeat 


business. 





RUBBER COMPANY 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 




























CARLON 
1S 
FLEXIBLE! 


EVERY FOOT 
1S FACTORY 
TESTED! 
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THE FIRST REAL PIPE 
THAT IS PLASTIC! 


CARLON .. . the fastest selling pipe in America 
today . . . is its own salesman! The features 
your customers want in piping are built into 
CARLON. It is easier to handle, faster to in- 
stall, and lasts many years longer than ordi- 
nary pipe. CARLON is convenient to stock, too, 
because it requires minimum space and 400- 
foot coils weigh as little as 40 pounds. 


Try it . . . tomorrow’s pipe today! 


Write today 
for literature. 


LENGTHS 
UP TO 
400 FEET 


Bele) ai ce): 
THIS EMBLEM 
ON ALL CARLON 
FITTINGS! 


CARLON PRODUCTS 
CORPORATION 


Pioneers in Plastic Pipe 





In Canada: Micro Plastics, Ltd., Acton, Ont. 
10302 MEECH AVENUE ° CLEVELAND 5, OHIO 
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“= | Machine Against Muscle 


ck, too, THE STORY OF WHY A FAMOUS COMPANY 
SEES FIT TO TAKE A NEW NAME 


1d 400- 


In 1924 the dream of a man named Joseph W. 
Sullivan was realized in a revolutionary new tool 
that was to take the industrial world by storm. 
The portable power saw was born and a young 
company was off to a flying start. 

Inevitably, the.success of this new power tool 
attracted imitators, brought others to the field. 
In spite of this, Skilsaw, Inc., maintained a leader- 
ship which continues to keep it first in the field. 

With this remarkable growth came stronger 
and stronger demand from all industry for other 


kinds of power tools built with SKIL Quality, 


SKIL Corporation 


other ways to replace muscle with machine and 
do jobs better, with less work in less time. 
Skilsaw, Inc., has answered this demand—now 
offers more than 160 different models of portable 
power tools, each one an example of the finest en- 
gineering and quality in the field—SKIL Quality! 

So it is with justifiable pride that we now 
alter a corporate name we have in simple fact 
outgrown. Hereafter, the company long known 
as Skilsaw, Inc., will be known as SKIL Corpo- 
ration, the name to be remembered in the manu- 
facture, sale and service of portable power tools. 











formerly SKILSAW, Inc. 


$033 ELSTON AVENUE, CHICAGO 30, ILLINOIS 


SKIL 


PORTABLE 








26 DIFFERENT TOOLS BESIDES SAWS...IN OVER 160 MODELS 
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® Your Atkins wholesaler can do a lot more than 
give you a fine selection of quality cutting equip- 
ment. He knows a lot about saws—but more im- 
portant, he knows a lot about sales. 

Your Atkins wholesaler salesman has a fine 
background—knowledge, training and experience 
with saws and saw uses. On top of that, he has the 
merchandising experience—and he knows saw 
users—to help you increase your sales. Ask him 
for advice on window and counter displays. Let 





(1) No. 65 Perfection hand saw. (2) No. 
65-J, smaller replica. (3) No. 2 back saw. 
(4) No. 25 dovetail saw. (5) No. 20 curved 
pruner. (6) No. 37 combination saw. (7) No. 36 
nest of saws. (8) No. 9 compass saw. (9) No. 
38 compass saw. (10) No. 50 coping saw. 
(11) Silver Steel files. (12) A-3 hacksaw blade 
assortment. 

















him tell you how others have set up saw displays. 
Follow his suggestions on combination sales and 
special seasonal promotions—watch your saw vol- 
ume climb, 

Depend on your Atkins wholesaler for merchan- 
dising and sales help. And standardize with his 
Silver Steel line for complete coverage, fast sales, 


repeat business and customer goodwill. 


wr M\ 
ATKINS 


auenes AHEAD . 


ATKINS 


E. C. ATKINS AND COMPANY - INDIANAPOLIS 9, INDIANA 


HARDWARE AGE, OCTOBER 16, 1952 














® The m 
American 
earned a 
ease of m 
Fence wi 
their neig 
tomers. 
We sel 
the best 1 


winning . 


| COLUMB! 





. s 


HARDW: 
















Satisfied customers — like 
Kendall Gibson — help you 
sell AMERICAN FENCE 












@ Satisfied users of American Fence are the best salesmen you can 
have. And that’s how Mr. Gibson of Kirkwood, Illinois helps you 


get more customers. He is one of the farmers whose enthusiastic 






testimonials for American Fence have been featured in advertise- 






ments appearing in leading national and farm magazines .. . reach- 





ing some 6,777,200 prospective customers. 






American Fence is also pre-sold through other media. Through 






radio programs, such as “The Theatre Guild on the Air” which is 





broadcast over a nationwide NBC network every Sunday evening, 









your customers are constantly reminded to look for the U-S-S 





trade-mark when they buy steel products. And American Fence 






dealers are supplied with direct mail literature, catalogs and folders 






which also help in lining up prospective customers, 
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@ The most persuasive salesman of all, of course, is 
rchan- American Fence itself. It’s a quality fence that has | 
th his earned a reputation for long life, dependability and 
sales, ease of maintenance. Wherever it is used, American | 

Fence wins friends . . . who pass the good word to 

their neighbors . . . who are your prospective cus- 

tomers. 

We sell the farmers through advertisements in 
the best media. You can sell them by stocking sales- | 
winning American Fence. Remember— : 

Theres more American Fence in use Than any other brand / 
AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
U-S°S AMERICAN FENCE 
ed 
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how BALANCE helps 
you sell more sledges 






— to yourself and your customers that Warren- 
Teed sledges are in perfect balance . . . with a flick 

of the wrist. Place a sledge with the polished face down 
i and give it a whirl. It spins smoothly while maintain- 
ing an upright position. That’s Balance. 








Men who buy and use heavy hand tools know the 
value of a sledge that strikes true every time; that does 
not mar tools on the receiving end of the blow; that 
is safer because it is balanced accurately. 




















Forged from special open hearth steel, Warren- 
Teed sledges are made to last. Striking faces are 
polished to a mirror-like finish, then protected with 
clear lacquer. Painted Dutch Blue to attract the quality 
buyer’s attention . . . they stand out from the rest. 















Order Warren-Teed sledges today, demonstrate 
their balance to your customers and watch them sell. 
Write, if you desire more information. 





ee ee a. ae. | 


Shipped with or without handles, four to a carton 
for easy handling and efficient storing. Fully pro- 
tected from scuffing and scratches. 
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WAR WAT EED 


WARREN TOOL CORPORATION 


General Offices. . . Warren, Ohio 





CHA! 





Export Division . . . . 30 Church St., New York 7, N. Y. 
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THE NEW No. 420 


TRADE MARK REG. U. S.PATENT OFFICE 








Interlocking principle positively 
New type wide base lugs pro- prevents slipping under any load 
er ote cross tae Precision machined inter- ... the heavier the job the greater 
strength .. . cannot shear. locking surfaces provide per- the interlocking action. 
fect fit, thus distributing 





















pressure evenly. 





























New interlocking design 
minimizes stress on joint 
bolt. 


**Rite Angle"’ teeth guar- 
antee maximum bite and 
minimum wear. 


New nose design provides 
greater utility for gripping 
small objects. 









Patented design of tension edge 
provides more strength and eli- 
minates stress concentration at 
channels. 





offer more positive gripping, greater strength and longer wear. The undercut interlocking 
channel is the first really new idea in plier design in years. Engineering skill has developed 
a plier with new patented features which give you the newest, strongest, most practical 
plier you can buy. Here is a plier that will last for years! Channellock Pliers—made only 
by Champion DeArment Tool Company, Meadville, Pa. 


GM EAMEI ODS zm 


| 
Here’s the new, improved Channellock Plier—bringing to you new features which 







8soretes AM tin? 





CHAMPION DeARMENT TOOL CO. * MEADVILLE, PA. 
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Here's your golden opportunity to cell the fine 
outboard of all...The new Scot-Alta 
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BRILLIANT, NEW DESIGN. The 
Gold Pennant stands out on any 
display floor, any waterfront. Trim 
...compact...seven Ibs. lighter...no 
clutter of controls. Handsome, dur- 
able, two-tone gold and green finish. 
/ Areal beauty designed for easy selling. 


Fill out the coupon on the opposite page. Get a first 
hand story of the protected selling opportunity available 
to Scott-Atwater dealers. Don't miss out! 
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You get MORE SELLI 
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What's the biggest outboard news 

for 1953? Scott-Atwater’s amaz- 

ing new Gold Pennant motors. 

Here’s handsome style combined 

with famous Scott-Atwater engi- 

neering. Here for the first time 
is a ‘*744” with Complete Shift, “Stowaway” 
Fuel Tank and Twist-Grip Speed Control! Of 
course, the 10 hp has ’em, too. 

Plenty of hard-selling advertising, sales aids 
that really work, sound financing plans for 
both you and your customers—and above all, 
motors that are bound to be the hit of the 
season—that’s your golden opportunity with 


Scott-Atwater! a id 


4“ oa 
Fy oO |e 
TWO-STAGE TWIST-GRIP SPEED CONTROL. Spark and throttle 
controlled by the steering handle. Exclusive, new Two-Stage gear- 
ing gives precision throttle control in low speed range for unsur- 
passed trolling ease—quick response in high speed range. 


- x 
SEPARATE “STOWAWAY” TANK. Both Gold Pennant models 
fature the plug-in, 6-gal. tank with exclusive auto-type fuel 
pump. Tank and 12-foot hose not under pressure. Fuel pump in 
motor does the work automatically. 


COMPLETE SHIFT. A complete fleet"of Shift outboards—5, 71%, 


10 and 16 hp. You offer your customers inboard control of their 


PLUS THESE OTHER outboard ...a strong selling feature that’s made Scott-Atwater 
SCOTT-ATWATER SELLING ADVANTAGES! OO PoPeB very yeas 


; : e } o 
@ America’s most complete fleet of Shift outboards: 5, 7%, 10 [+h NOW / 
and 16 hp. Also a 3.6 hp non-shift single. al IC coupon o 
@ Powerful advertising—a whopping schedule of full color ads, ee ee ee 
with LIFE Magazine leading the way! Scott-Atwater Mfg. Co., Inc., Dept. H-102 
@ Protected franchise means protected territory and protected and = —— 


prices for Scott-Atwater dealers. 





I'd like to hear about my “Golden Opportunity” with 
Scott-Atwater. Please have a representative call on me 
soon. I understand there is no obligation. 


@ Exclusive Nationwide Service Policy gives customers no- 
charge parts and service during warranty period. 


@ National Floor Plan for dealers plus easy “‘Year-to-Pay” 
Plan for dealer customers. 
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PROOF ENOUGH 
GOOD HOUSEKEEPING 
SELLS GOODS” 





Good Housekeeping Week proved a highly successful promo- 


tional event at Magen Hardware Company, of P hiladelphia. 
as SLA | Ze 
a | mm yl on 
— pal % P ee. 7 ; Fi a 





> 


“New customers were drawn into our store by our, windows 


which featured Guaranteed products.” Note the prominence brands advertised in GOOD HOUSEKEEPING 
of the Guaranty Seal. with reproductions of the Guaranty Seal. 


“Sales were up 8% over the same period last year . . . 

ull: Beyond the direct results of our Good Housekeeping Week, 
“Ku * we feel that it will also result in long-term goodwill... 
So successful that we would like to repeat it next year.” 


proof again 
Ment OR A REFUND OF 


PE 6001) HOUSBKERPING i ou 


Good Housekeeping hg per «THE HOMEMAKERS’ BUREAU OF STANDARDS 10,650,000 
<P > copy 57th Street at 8th Avenue, New York 19, N. Y. 
a readership 
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REVERE WARE 
used in 
PRIZE-WINNING 
KITCHEN 


First Prize, Professional Group, in the 
McCall's “My Kitchen Contest” 


Out of 19,000 entries this kitchen, 
designed by a Denver architect 
who specified Revere Ware, was 
awarded 1st prize in the profes- 
sional class. Millions of American 
homemakers will be influenced by 
this prize-winning design, and will 
insist on Revere Ware for their 
kitchens. 


MOST WOMEN PREFER REVERE WARE 


Amazing Results of Two National Surveys to 
‘ Determine the Preferences of Homemakers 


IN 1947 SURVEY IN 1952 SURVEY 


50.5% of the women replying owned 
copper-clad stainless steel utensils. 


25.4% of the women replying owned 
copper-clad stainless steel utensils. 

73% 2% of those planning to buy more such 86.5% of those planning to purchase more 
utensils planned to purchase Revere Ware. such utensils plan to buy Revere Ware. 


Thus in five years Revere Ware has increased 
its lead spectacularly. More than ever before 
it is America’s best-known and most wanted 
line of quality kitchen utensils. Remember, 
it is the leader who puts you in the lead. 


Ee Api oT eg te Mio writ Kecere Woke 
7° ORPORATED 


it Rome aeidiamaiins Si Division, Rome, N. Y. 
: Rome, New York « Clinton, Illinois « Riverside, California 


S“‘MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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BY CONTINENTAL CAN COMPANY 


Housewives themselves guided our designers in the 
creation of this colorful pattern — a distinctive 
touch of yellow to blend or contrast with modern 
kitchen furnishings. That's why the Decoware 
ROYAL ANNE CHERRY pattern—with its at- 
tractive yellow trim— means quick turnover for 
you. Not only does the ROYAL ANNE CHERRY 


pattern fit right into today’s color schemes, but 


ROYAL ANNE 


In the modern yellow trim 


CHERRY 


PATTERN 


Decoware stands for quality merchandise with prac- 
tical advantages that housewives appreciate. Canis- 
ters have recessed knobs for easy handling. Tops 
fit snug and true. Construction throughout is sturdy 


and long-lasting. 


Display all eleven colorful items and watch them 


sell themselves right off your counters. 


CONTINENTAL © CAN COMPANY 


CONTINENTAL CAN BUILDING 


100 EAST 42nd STREET, 
Central Division: 135 So. La Salle St., Chicago 3 


Eastern Division: 100 E. 42nd St., New York 17 


42 


NEW YORK 17, N. 1. 


Pacific Division: Russ Building, San Francisco 4 
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LOS GSSELLS WUE LES 


souUnR™ at. 


Full pages in full er & ] 
color in 3 of America’s 2 SS =o 
most shopped 
show windows 


Plan your tie-in £05£@ Promotion! 


Send today for all these FREE Sales Builders 


@ Get, and use, all this free merchandising 
material! Full-color, easel-mounted reprints 
of COSCO’s national advertising, for your 
counter display! Giant blow-ups of COSCO’s 
national advertising, for your window or 
floor display! Ready-to-use ad mats for your 
local COSCO advertising! Mats, photos and 
copy for your own newspaper ads! And 
hard-hitting radio commercials! Get it all! 
Use it all! Write today! 

HAMILTON MANUFACTURING CORPORATION 

COLUMBUS, INDIANA 


VECO Household Stools, Chairs 
and Utility Tables 
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Dealers all over the country ap 
building big volume profits with 
Rubbermaid. And the average 
hardware store has set ney 
Rubbermaid sales records yeg 
after year. 


Little wonder that Rubbermaid 
is one of the five top dollar-volume 
housewares lines in the country. 
Rubbermaid is the sales-tested 
line that is a basic ‘‘must” in 
your store. Rubbermaid replaces 
nothing you now sell. . . and it 
sells all year round. Rubbermaid 
is the matching line of kitchen 
and bathroom items that builds 
profitable multiple sales. And best 
of all, 8 out of every 10 of your 
customers are being pre-sold by 
consistent, large-space, colorful 
Rubbermaid ads in national 
women’s magazines. 


One of the five 
GS 40 dollar-volume | 


Housewares Lines... 
Rubbermaid! 
















Now you can set up a complete 
Rubbermaid Department in your 
store with this attractive, com- 
pact Rubbermaid Display fixture. 
It saves space, provides colorful 
mass display of the basic Rubber- 
maid assortment at eye level, 
creates multiple sales of matching 
items, makes your Rubbermaid 
sales boom. 


The Rubbermaid Display unit is 
sales-tested, measures 52!! in 
gine length, 28" in width and is 384" 
“<j wee high. Fits on any store counter 
or table. 











s ee ms ae 









Available to you immediately 
at $30.00 (far less than cost) 
from your Jobber. Call him 
today. 


Rabbermaid @rouseware 


The original . . . complete . . . nationally-advertised line of rubber housewares 


THE WOOSTER RUBBER COMPANY, WOOSTER, OHIO 
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profits with 
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as set new 
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a com 

‘ plete Millions of enthusiastic customers, build more sales. 
ent in your cae ‘ é 
a Millions of ad impressions every month have made 
tive, com- Coffeematic a household name. Dealers have found it 
lay fixture. easier to sell the leader. Keep it up front in your store 
les colorful . . » Coffeematic means extra profit! 
ic Rubber- | 
eye level, ‘ 

é e.) 
csaccie TF Fyomonitas Tovowld Lopyeum 
ubbermaid 
lay unit is % NO GUESSING 
2s 52" in Automatically brews coffee exactly to the strength you 
id is 3814" choose... Mild, Medium or Strong. 
» oe + NO REHEATING 
Automatically keeps coffee at perfect serving 
; temperature without increasing strength. 

mediately 
han cost) % NO WATCHING | 
Call him Exclusive Redi-Lite flashes on automatically when coffee 











eature the Leader- 








NIVERSML 


MILLIONS OF AMERICANS have 
bought Coffeematics . . . millions more are clamoring 
for this famous coffeemaker. Year after year sales have 
boomed. Why? Because both dealers and consumers 
have recognized the value in the best 


is brewed to the strength you choose. 


% NO BOWLS TO REMOVE 


Coffeematic is complete in one unit, no extra, 
cumbersome parts to put on or take off. 







with the exclusive Flavor-Selector 


See “ 
RO eee, 


\ ” 
Know How TO SELL COFFEEMATICS 


Ask your distributor salesman to show you the Coffeemaker story 
“It Took 1600 Years”. See the full-color transparencies that show 
you why and how Coffeematic out-performs and outsells any other. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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PYREX Tempered Shallow 
Baking & Serving Dish, 
9 inches 60¢ 






PYREX Tempered Bowl 
Casserole, 2 quarts 1.50 
























— 


et 


PYRE: 
Bak 


PYREX Tempered Square 
Baking & Serving Dish, 
82 inches 1.25 


NEW Tempered PYRE! bi 


fy EWS T N EWS! “4 EWS! And flamingo and lime moved fastest of all! 
* s LU 


How can you miss? They’re sales-tested so you 
know they’ll sell. And just in time for the big gift 


| Bakingware now in business. : 


Biggest promotion in housewares 


FLAM j NG 0 and L i M E ! Sure, you’ve heard about promotions. But take a 


look at this, absolutely the biggest promotion push in 
the history of housewares. 


<——-. “ste wee eens. 





— 


Now, with color, you sell them as baking and serving 

i dishes. You sell them as matched sets for multiple 
profits. And . . . just in time for Christmas. . . you 
sell them as bright, gay colorful giftware! 





New bakingware advertised in two pages, full color, in the 
These are sales-tested colors. When these Nov. 24 issue of LIFE. So, take care of your orders now and 

° ‘ a 9 > ing- 
dishes were offered for sale at retail counters in @Vv¢ Plenty of stock on hand by Nov. 21 when the baking 
: : ‘ s ware ad will be on the newsstands! Remember... it's m 
five different colors, the flamingo and lime dishes rg. THAT MEANS thousands of people in your neighbor- 


proved to be the best sellers. hood will be seeing this ad and looking for the merchandise. 


Just in time for the bi 
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| Bowl 
ts 1.50 


PYREX Tempered Round 
Baking & Serving Dish, 
8/2 inches 95¢ 















PYREX Tempered Oblong 
Baking & Serving Dish, 











2 quarts 1.35 
@ | 
all! ' ; So, for this big, profit-making Fall and | 
ted so you : Christmas push—make your store | 
he big gift PYREX headquarters. | 
Tie in with PYREX in your own ads. 
es | 


Get free display material from your | 
near-by Corning distributor. 





Put the new PYREX Color styles in 
your top-traffic, top-profit locations. 


3ut take a 
on push in ey 


NEW lenpered| PYREX lal ineware IN COLOR 








} 

| 

| 

ss ~ j Canes | And, watch ’em move! Watch’em move! 

ote ag 7 pyrex | 

olor, a ra << — Place your order today with your | 
ers no siberian wis cone caation 

the baking- regular PYREX Ware distributor. | | 

. it’s in P 

ir neighbor- | | 

erchandise. CORN | NG G LASS WORK Consumer Products Division | 

Corning, New York | 

| 

@ | 


) Christmas GIFT season! 
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FEATURE LENK 
FOR CHRISTMAS 
TOOL SALES 


LENK GUNGRIP SUPERHEAT BLOTORCHES 


No. 222: $5.50 each LIST 










rs eee ee 








ea 























Sales-catching Christmas wrap—no extra charge — 
TWO ¢ 
Loadme 
you g 
cost p 
RETOR- 
| LENK GUNGRIP SOLDERING IRONS ae 
—with 4 tips MESH | 
| No. 504: $5.50 each LIST — No. 555: $6.50 each LIST 
J 75 watts 125 watts 






Sales-catching Christmas wrap—no extra charge 












LENK PISTOL GRIP SOLDERING IRONS 


Include spool Acid Core Solder 


No. 375: $3.65 each LIST—No. 400: $4.35 each LIST 
80 watts 125 watts 
Sales-catching Christmas wrap—no extra charge 
















| MR. DEALER: Increase your Christmas sales with 
| fast-moving, high profit tools by Lenk. Famous 
quality Blotorches and Soldering Irons come in sales- 
catching Christmas wraps—no extra charge. Order 






Mfg. Company 


30 Cummington St. 
BOSTON 15, MASS. 







from your jobber today. 
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in demand 
in value 
in sales 


~\ 


EVERY MILE AN ECONOMICAL MILE 


For low fuel, oil and upkeep costs you can't beat 












Chevrolet's time-proved Valve-in-Head engines. Thrift- 






master or Loadmaster, these engines give you top 






economy and long life to match the ruggedness of 






frame, axles and other units. 







THERE’S ONE TO FIT YOUR JOB | 
Right down to wheels and tires, every Chevrolet truck 
is fitted to the job it has to do—factory-matched to 
operating conditions and payload. You don't have to 








waste money on “too much truck" or sacrifice efficiency 






with “too little truck” for your needs. | 















THEY LIST FOR LESS 


Yes, Chevrolet trucks list for less than any other com- 


VALUE STAYS HIGHER LONGER 


Chevrolet trucks traditionally bring more dollars at re- 
parable truck capable of handling the same payloads. sale or trade-in than other makes costing about the 
And yet, in a Chevrolet you'll find a combination of 


great truck features you can get in no other truck. 


same when new. You get more value with Chevrolet 
trucks from first to last. See your Chevrolet dealer. 











CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— shifting e HYPOID REAR AXLE—for duty models e CAB SEAT—with double-deck 
Loadmaster or the Thriftmaster—to give dependability and long life e TORQUE- springs for complete riding comfort e VENTI- | | 
you greater power per gallon, lower ACTION BRAKES—on light-duty models e PANES—for improved cab ventilation e WIDE- 
cost per load e POWER-JET CARBU- PROVED DEPENDABLE DOUBLE-ARTICU- BASE WHEELS—for increased tire mileage ¢ 
RETOR—for smooth, quick acceleration LATED BRAKES—on medium-duty models e BALL-TYPE STEERING —for easier handling | | 
response e DIAPHRAGM SPRING CLUTCH— TWIN-ACTION REAR BRAKES—on heavy- e UNIT-DESIGNED BODIES—for greater load 
for easy-action engagement e SYNCHRO- duty models e DUAL-SHOE PARKING protection e ADVANCE-DESIGN STYLING—for i | 
MESH TRANSMISSION—for fast, smooth BRAKE—for greater holding ability on heavy- increased comfort and modern appearance. 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 











oie" 
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F AC T$- you should know about 


practical, popular AMON Za 


Patent Applied 





NATIONAL LOCKset offers feature after fea- | many reasons why architects, builders, con- 


ture that contributes greatly to its enthusiastic tractors, carpenters and home owners are say- 


acceptance. Here are shown just two of the ing “Make it that new NATIONAL LOCKset.” 


handsome one-piece knob of wrought brass knob separate from key and lock mechanism 


This exquisitely-styled, Forcing knob with 


wrought brass knob is wrench or tool will not 


formed as one piece. open locked door. 


Its beauty is accented Knob is absolutely 


by mirror-like finishes separate from lock 


that are long-term mechanism. Knob slides 


varnish protected. De- on cam... then is firmly 


signed to fit the hand held in position by 


spring retaining pin. 





perfectly. Easy to turn. 


through 
jobbers 


write today for descriptive catalog 


| distinctive hardware...all from 1 source 


NATIONAL LOCK COMPANY 


We. Rockford, Illinois + Merchant Sales Division 


Y) NN 
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How Contests 
build Traffic 














Joe Wolfenden’s hard- 
ware store is not part of 
a community shopping cen- 
ter. It is rather isolated, 
and not near a movie the- 
atre nor a super-market. Yet on average days, the 
store register count runs from 250 to 350, depend- 
Ing upon the season of the year. 

But there are days when Mr. Wolfenden puts 
on his promotions and the register may record 450 
transactions or as high as 830. The latter count 
was registered on the day 300 gold fish bowls were 
given away. 

Six years ago when he bought the store, volume 
was $35,000. For the last two years, the traffic 
that has been stimulated by his promotions, has 
put this hardware business in the $150,000 a year 
volume bracket. 

To bring traffic to the Wolfenden Hardware, 
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* Sales Promotion Ideas 


Here’s a store in an outlying big- 
city district where it has litile 
natural traffic, but has some un- 
usual ideas for attracting cus- 
tomers that jumped volume from 


$35,000 to $150,000 


which is at 7649 Cedarburg Road—10 miles from 
downtown Milwaukee—its owner uses direct mail 
advertising, pepped up by periodic announcements 
of contests. These contests, while they require a 
certain amount of skill to make them interesting, 
are not so difficult as to deter potential entrants. 

In the recent past, there has been a puzzle con- 
test for adults, a balloon contest and a kite contest 
for children. 

For the balloon flying contest, each child who 
came to the store on contest day was given a bal- 
loon with a tag attached to it. Each boy and girl 
receiving one entered his or her name and address 
on the tag, and then released the balloon at any 
time it was thought the wind would carry it the 
greatest distance. 

The tag also contained instructions to the finder 
to mail it back to the addressee, who then re- 
turned it to the store. The tags that were re- 
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Joe Wolfenden whose traffic-building promotions raised 
his store's annual volume from $35,000 to $150,000. 


turned from the greatest distances 
were adjudged the winners. This 
contest attracted more than 100 
young entrants. 

Prizes were in the form of mer- 
chandise; first prize, $10 value; sec- 


ond prize, $5.00 value; and third, 
fourth and fifth prizes, were $2.50 
each. Cards had to be returned to 
the store within a month. The first 
prize winner in this contest was a 
lad who received his tag from a 





Contests have proven to be a big traffic draw. One, a kite-flying 
contest, was a favorite with youngsters, attracting 200 youthful entrants. 
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town in Michigan which was aboy 
100 miles away. 

Expense to Mr. Wolfenden in 
sponsoring the contest was at , 
minimum—for prizes, and for tags, 
The balloons were hold-overs fron 
the store’s Christmas promotion, a; 
was the gas tank from which th 
balloons were filled. 

In the kite flying contest fo 
youngsters, prizes were awarded 
for the largest and smallest kite 
which remained in the air 10 mip. 
utes. The kites had to be homemade 
to be eligible. About 50 entries were 
attracted. 

Local people were judges of the 
contest, timing the kite flying, 
The same prizes were awarded for 
the winners in both the large and 
small kite class. First prize was 
a bicycle; second prize was a BB 
gun; and third prize, a saddle bag. 

A contest of this type is entirely 
dependent upon the weather, and 
in fact had to be postponed several 
times until the wind was right for 
flying kites. And while this con- 
test, naturally, could not be held 
at the store, traffic was created by 
the fact that one had to come to 
the store to see the prizes. 


Long Range Benefits 


Mr. Wolfenden feels that contests 
for youngsters have long range as 
well as immediate benefits. He looks 
upon children not only as his iv- 
ture customers but as a factor in 
inspiring their parents to purchase 
at his hardware store. 

Contests are also run for adults, 
and one, a puzzle contest, posed 
this puzzle which had to be solved: 

A weary traveler journeying 
through the country came to an inn 
where he wished to stay for 63 
days, but he was penniless, and his 
only possession was a chain con- 
taining 63 solid gold links. The inr- 
keeper agreed to accept one link 
from the chain each day as payment 
for meals and lodging. 

However, the traveller had to 
give the innkeeper his payment of 
one link every day. Now this chain 
was a family treasure, and the 
traveler did not want to damage 
it more than necessary. 

What is the least number of 
times the traveller can cut the 
chain to fulfill his part of the bar 
gain? 

Three prizesywere awarded. The 
first prize was a choice of 7-in. T\ 
set, a garbage ‘disposal unit, or 3 
gold penknife. - The second priz 

(Continued on page 92) 
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Affords More Display Area 


Buffalo shopping center store fronting on parking 
area has 40 ft. of windows for display 


Wassel and Nicholas Simon. “Plaza 


cellent opportunity to do a promo- 


and easier to cover the floor area 


“At the end of the day, our sales- 


eather, and § heavy flow of traffic. tional job through window and in- men are less fatigued,” he com- 
oned several It was on this theory that the terior display.” mented. 
Master-Simon Hardware Corp. de- Running along the right hand 


as right for 
le this con- 


not be held § Smith Plaza, Buffalo, N. Y., the 
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hat contests § this type. The wide and relatively shallow and fishing tackle. | 

ig range as “Our planning has worked out store has other advantages from an Occupying the center of the floor 

ts. He looks § very well,” said Samuel Master, a operational standpoint, Mr. Master area are nine display islands, sym- 

= his iu- § partner in the firm with Andrew pointed out. Salesmen find it faster (Continued on page 88) 
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His Louisiana store profits from these ideas. 


The proprietors brother, Louis, explains to a 
customer the reason for using the paint agitator. 


small details are the big secrets, says Walter Bartolo. 
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i New visual front store is a corner unit visible from many angles. 


Good Will Builds Good Volume 


| Complete stocks, courteous service, and attention to 


Good will doesn’t just happen— 
you have to work at building it, ac- 
cording to Walter Bartolo, owner of 
Bartolo Hardware at 2709 4th St., 
Harvey, La. When you combine 
complete stocks and courteous serf- 
vice and pay attention to small de 
tails you build good will. 

That his ideas work is proven by 
his recent move to a larger and 
more modern store in Harvey, 4 
town opposite New Orleans and on 
the west bank of the Mississippi 
River. His new quarters were at- 
quired as a result of profitable op- 
eration at his old quarters. 

Says Mr. Bartolo, “You have to 
consider the type of store you are 
running and the type of customer 
to whom you cater, before blue 
printing any program for building 
good will. We sell no big ticket 
items, feature a complete inventory 
of staple hardware items and offers 
line of toys at all times. Our trade 
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is chiefly with residents of private 
homes and we do very little busi- 
ness With contractors.” 

Complete stocks are an impor- 
tant factor in making customers 
like the store, says its proprietor. 
Constant stock check-ups are car- 
ried out by comparing invoices, in- 
ventory records and sales records 
against fast checks of shelves and 
bins. 


Extra Service 


Extra service is not regarded as 
a nuisance at the store. Recently 
one of the firm’s sales clerks short 
changed a customer to the extent of 
23¢. When the customer was gone 
the error was detected and so the 
owner visited the customer’s home, 
after the store had been closed, to 
explain the error and make a re- 
fund. 

The condition of stock is another 
matter about which the firm is very 
particular. One day a customer 
complained of the appearance of 
some chrome stripping and other 
merchandise displayed near it. 
Since then dusting and polishing 
are part of the daily routine at the 
store. 

Making prompt and satisfactory 
adjustments is another key good 
will builder. A customer, who 
bought a door lock, complained that 
it was defective. A visit to-his 
home showed that the customer had 
put the lock together backwards. 
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He was not interested in an ex- 
planation and insisted that the 
merchandise was defective. 

The annoyed customer was 
promptly given another lock of 
An apology was 


identical number. 
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made and he was shown how to 
install the second unit. The first 
lock was sold the next day to an- 
other customer. 

The matter of lost parts or fast- 
eners is solved by showing the cus- 





A woman buying pipe for her husband is uncertain as to 
just what is needed. Mr. Bartolo will spend considerable 
time to assure customer's wants are correctly filled. 


a 








Neat and orderly show room helps pull traffic, build good will and make sales. 











Walter Bartolo making one of his 
periodic stock checks to better 
enable having what people want. 
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Although major appliances are 
not stocked the Bartolo staff will 
tell customers where a particular 
unit may be obtained. If necessary 





they will give complete information 
{ as to how to reach the other mer- 
chant’s business place. The Bartolo 
staff believes that such service has 
; a two-fold purpose—the customer is 
pleased and the other merchant de- 
i velops a friendly attitude toward 
the Bartolo store. 
Even the store’s paint agitator is 
i considered as a good will builder. 
, All finishes which can be treated 
, with the machine are always placed 
/ in it. This has eliminated returns 
and complaints as to paint colors. 
Another small matter is the sug- 
gestion, particularly in the case of ‘ 
the sale of a low priced padlock, No aad 
that extra keys be purchased at the Glen C. C 
tomer all parts when a sale is made. his package. Should the customer same time. This adds profit to the velop pair 
His attention is called to the num- through carelessness lose nuts, bolts transaction and often is the means now his fi 
ber of loose parts and he is shown or screws, replacement is made of saving the customer later incon- Mr. Cr: 
just where they may be found in without cost or criticism. venience and annoyance. think of | 
result of 
hardware 
business 1 
i ago. 
Two yeé 
a e line becan 
Divided Displays Increases Volume he attrib 
one thing 
| When the sporting goods displays too large for its side-of-the-store placed on opposite sides of the store. — 
of the Pocatello Hardware & Can- space, the management split it into Instead of a drop in sales as a 
vas Co., Pocatellg, Idaho, became two parts, the two units were then result of the move a substantial in- One-T 
crease was noted by A. E. Young, 
manager. In — 
“Traffic now moves both ways,” plier, Mr 
Mr. Young explains, “to the left Crandall 
for hunting and fishing equipment rado Blvd 
and related goods, and to the right veloped a 
i side of the store for general sports with the 
and team equipment.” now accoU 
One reason for the sales increase his total v 
has undoubtedly been the expansion Until a 
in the displayed stocks of sports Crandall 1 
equipment as a result of the move. a selectio1 
/ Likewise, it was possible to expand today he» 
, the size of the hand tool depart- ment of 4 
ment. Mr. Cre 
A specially designed wallcase was one of hi 
| built of knotty pine to display the Soaper, sk 
sports equipment on the right side edge abou 
. of the store. The merchandise received v 
i shown in this unit is changed ac- a book, “1 
' cording to the seasons. Adjustable use asar 
: shelving makes this fixture versa He an 
E tile. classes or 
, At one end of this fixture _ staged by 
| : j , is a lighted dressing room, equippe otal 
Adjustable shelving permits display of varied sizes of goods. with : full-length aeaes. eas leases 
\ HARDWAI 
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Sell COLOR 


—and you'll sell more paint 


No one was more surprised than 
Glen C. Crandall that he could de- 
velop paint to the point where it is 
now his first line in sales volume. 

Mr. Crandall was accustomed to 
think of paints as just so-so, as a 
result of his experience with other 
hardware stores and later with the 
business which he started six years 
ago. 

Two years ago, however, the paint 
line became his Number 1 line, and 
he attributes this development’ to 
one thing: selling color rather than 
paint. 


One-Third of Total Volume 


In cooperation with his paint sup- 
plier, Mr. Crandall, who operates 
Crandall Hardware, 3759 E. Colo- 
rado Blvd., Pasadena, Cal., has de- 
veloped a program for selling color, 
with the result that his paint sales 
now account for about one-third of 
his total volume. 

Until a couple of years ago Mr. 
Crandall would offer his customers 
a selection of about 12 colors, but 
today he can give them an assort- 
ment of 412 colors. 

Mr. Crandall decided that he and 
one of his two salesmen, Clayton 
Soaper, should acquire more knowl- 
edge about color and its uses. They 
received valuable information from 
a book, “Paint Power,” which they 
use as a ready reference. 

He and Mr. Soaper attended 
classes on paint color at sessions 
staged by his paint manufacturer 
and distributor. Here they learned 
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A program for selling color to the 
customer has boosted paints 
to the No. 1 sales spot for this firm 
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This colorful and orderly paint section has eye appeal. 


about the use of color from such ex- 
perts as the chief interior decorator 
for Barker Brothers, outstanding 
furniture firm of Southern Cali- 
fornia. 

The two men make constant use 
of literature and color charts sup- 
plied by the manufacturer, and they 
constantly study the home-making 


magazines used by the housewives, 
who they find are their best paint 
customers. 

Almost every day, and some eve- 
nings, Mr. Crandall makes calls at 
the homes of paint prospects, to 
help them with their selection. 

Once in a home, he encourages 
people to try color and to keep an 
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Clayton Soaper, left, and Glen Crandall learned 





how to sell color—and it paid off! 


open mind until their furniture and 
drapery have been replaced. 

Actual examination of the custo- 
mer’s home and furnishings helps 
him to suggest the proper colors, 
after he has first explored his pros- 
pects’ preferences. 

Just as important as this, though, 
is the examination of the condition 
of the walls on which the new paint 
is to be applied. 

“We keep out of trouble by learn- 
ing what had been applied to the 
wall on the previous paint job, for 
the success of the job depends 
largely on the surface to which the 
application is made,” says Mr. Cran- 
dall. 

More and more people are now 
coming into the store and saying, 
“My neighbor told me that you gave 
them excellent service with their 
paint problem.” Every customer 
who is satisfied with Mr. Crandall’s 
paint counselling becomes a poten- 
tial “salesman” for the paint de- 
partment. 

The California dealer has learned 
that color not only sells more paint 
but it puts his paint business on a 
year-round basis, rather than a 
twice-a-year basis. 

“The home magazines are selling 
color in every issue,” says Mr. Cran- 
dall. “Another factor is that women 
are learning that they can do a 
nearly-professional job by the use 
of rollers. Hence, they can do much 
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of their own painting, with less 
time and effort, and can do it any- 
time they want a change in color. 

In December, 1950, for example, 
this store did as much paint busi- 
ness as during the peak months of 
the year. 

What is particularly pleasing to 
Mr. Crandall about his invigorated 


paint department is the fact that he 
does several times as much paint 
business as formerly with the same, 
or even less inventory than two 
years ago. 

Close to his source of supply, Mr, 
Crandall has an inventory of about 
$300 in pigments, and a total in- 
vestment of about $1,000 in the 
makings for 412 colors. Another 
$2,000 covers the inventory of 12 
basic stock colors, varnishes, thin- 
ners, brushes and rollers, and the 
rest of the paint line. 

Increased activity for the paint 
department naturally brings more 
business for the other departments, 

Crandall Hardware also increased 
its paint volume by moving the de- 
partment to a wall section near the 
front of the store, early this year. 
There are now 28 running feet of 
wall space devoted to paints in the 
50 by 66 ft. sales area. Two islands 
in front of the wall display hold 
the stock of other related items. 

To make certain that they do not 
run out of colors, the firm is now 
keeping a perpetual inventory to de- 
termine whith colors and sizes sell 
best. 

During the six years he’s been 
operating this store, Mr. Crandall 
has leaned heavily on direct mail to 
promote paint and other depart- 
ments. He uses wholesalers’ circu- 
lars, manufacturers’ mailing pieces 
and his own advertising pieces in 
the direct mail program. He aims 
to make a mailing once a month. 





Christmas Display Props Draw Interest 





A fireplace and three "carol-singing” dolls were attention getters in this 
Christmas gift window at the Central Hardware, Hollywood, Calif. Designed 


by Betty Lyken, the store's display expert, the dolls "sang" "Merry 


Christmas 


to You." Small kitchen giftwares were hung from silvered tree branches (right), 
while large gift items were placed in the main part of the window. 
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Some People Are Going to 


by Arthur R. Boye 


Howell's Hardware, 


Grand Coulee, Wash. 
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signed 
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Hate 


Why should last minute Christmas shoppers always 
turn to socks, ties and handkerchiefs; why not 
tools or sporting goods from your store? 
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Yes Sir! Some people are going 
to hate me for what I am about to 
say. 

Sure, I’ll tell you right out who 
they are and save you the suspense 
—They are those good and solid 
citizens who manufacture, job and 
retail neckties, socks and handker- 
chiefs. 

For years and years these people 
have sat and smirked in their Tom 
and Jerries, secure in the knowledge 
that in the last days of Christmas 
shopping thousands of customers 
would come to their displays with 
desperate expressions in their -eyes 


and the tag end of the Christmas 
Club money clutched in their hot 
palms. 

Now I’m a sort of an easy going 
individual who is scared senseless 
of breaking the laws of the land, 
and who meekly pays more taxes 
than I consider my fair share, and 
things like that. But I do take a 
fiendish, delight in diverting this 
desperate money into my own 


faintly tinkling till. 
I think that I have fumbled onto 
a few ways to do it, ways born of 
necessity in a small store that has 
(Continued on page 81) 
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Service Sells Appliances 


Many hardware dealers find that 
appliance service helps sell more 
merchandise. 

“The big store on a little street,” 
as Fred Salway advertises his busi- 
ness at 4-6 Exchange St. in Ba- 
tavia, N. Y., has long believed in 
and successfully practiced this 
theory. Complete service and use 
of neat and comprehensive dis- 
plays, plus radio and newspaper 
advertising are the chief reasons 
for big volume in both commercial 
and household refrigerators. 

As we wrote in HARDWARE AGE, 
after our first visit to Salway’s 
hardware store some years ago, 





Part of the store's kitchen equipment display. 


This dealer finds large profits in servicing 
every appliance sold, and everything else 


“Exchange Place is a street so 
narrow that a stranger in town 
could easily pass by without notic- 
ing either the street or the store.” 

Both new and used equipment 
are offered in Salway’s newspaper 
and radio advertising. The firm’s 
Monday through Friday morning 
broadcasts over a local radio sta- 
tion (9.380 to 9.45) often feature 
refrigeration — commercial and 
household—in the commercials in- 
terspersed with musica] numbers, 
weather reports, local news and 
household hints. 

In addition to a complete show- 
ing of electric household refrigera- 


for which he can get parts 


tors, washers, home freezers and 
gas ranges, Salway’s second floor 
display includes commercial re 
frigeration units. The store sells 
and services showcase refrigera- 
tors, a tavern line, a line of beer 
pumps, all types of freezers—walk- 
ins, uprights—and beer coolers and 
milk coolers. 

Some of the outside selling of 
commercial equipment is handled 
by Fred Salway, although Kenneth 
Darch, working on a salary and 
commission basis, is head of the 
commercial refrigeration depart- 
ment. 

Summarizing the firm’s attitude 
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toward refrigerator and other ap- 
pliance service, Fred Salway says, 
“We service everything we sell and 
anything else for which we can 
get parts. We can do a complete 
job on a household refrigerator 
from replacing hardware to in- 
stalling a new compressor. If a 
refrigerator or a cooler is not in 
working order we can put it in 
first class shape.” 

The firm’s reputation for service 
js widespread. Last year its ser- 
yice was one of the reasons for the 
sale of more than 75 domestic re- 
frigeration units, two thirds of 
them for cash and the balance 
financed by a bank. More than 
100 washing machines were sold 
in the same period and in excess 
of $25,000 in super market refrig- 
eration equipment. 


Trade-in Allowances 


Trade-in allowances are made on 
usable and salable equipment. If 
classified advertising does not dis- 
pose of a trade-in unit in a rea- 
sonable period of time it is 
promptly sold to a dealer in used 
equipment. This keeps stocks of 
older equipment at a reasonable 
minimum. 

Where repairs and service are 
of a minor nature the job is done 
at the customer’s home or place of 
business. In all instances every 
effort is made to determine from 
the customer, in advance, just what 
the trouble is. If it is a slight 
adjustment that is needed—one the 
customer can do—he is told how 
to do it and that doing it himself 
will save him the minimum charge 
of $3 per service call. 

When a refrigerator is sold an 
immediate record is made as to its 
capacity, model number, price, date 
of delivery, and the name and ad- 
dress of the customer. When a 
complaint is received this record 
is immediately checked so that the 
firm and customer will immediately 
know the entire story as to the 
unit’s age and previous service 








Although the firm does not in- 
stall or do any plumbing work, it 
will, in the case of a commercial 
installation, needing service, quote 
& price on the repairs and contact 
& plumber. Salway’s quote the 
full price of service and parts in 
such an instance and the contract 
is between the owner and the hard- 
Ware firm. 


Complete parts are stocked for 
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Fig. 1— 

Tells of a call for ser- 

vice, promised date of 

call and the nature of 
the complaint. 


Fig. 2— 

The reverse side of Fig. 

1, outlines the dispo- 

sition of the call, and 
the charges for it. 


Fig. 3— 

Shows the bill for the 

job detailed in Figs. | 
and 2. 
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every make of cooler sold and for 
one line of refrigerators. Parts 
are on hand for all types of re- 
frigerator compressors. 











The sales record card is kept 
with a refrigerator that is being 
serviced, when that unit is on 
Salway’s premises, and a complete 





Fred Salway next to a freezer display 
in his second floor showroom. 


service card is made out at th 
time of a call for assistance. Th 
address, model number, time of 
call, promised time and date for 
serviceman’s visit and a record of 
labor and parts charges, is in- 
dicated. 

Fig. 1 shows the nature of a 
call, who answered the request, and 
what the customer said was wrong 
with the unit. Fig. 2, the reverse 
side of the service card gives the 
entire record of the call, as to time 
spent on the job, materials used 
and a summary of the work. 

In Fig. 3 is shown a copy of a 
bill for service, one copy of which 
is signed by the customer, while 
another is retained by him for his 
record. 


Where Selling Begins on the Front Porch 


In the midst of a modern, thriv- 
ing Miami, Fla. community is 
George Brothers, Inc., a hardware 
store which sells most of the things 
that have helped its community 


grow—and consequently has grown 
with the community. 

“This is probably the only store 
in Miami with a front porch on it,” 
W. J. George points out. 

There’s a reason for it. Almost 


Railroad was moving an abandoned 
freight depot to Miami, the moving 
gear broke down in front of the 
George brothers’ property. They 
bought the depot for $600; had it 
moved onto their property. 

The loading platform became the 
front porch and the porch now 
serves for the store’s window dis- 
plays as well as the entrance to the 
store itself. 
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Did You Know That 


Since it is possible for a dishonest person 
to present and cash fraudulent checks 
which appear to be genuine certified 
instruments, Mr. Beaty tells hardware 
dealers about simple precautions to take. 
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The other day, the cashier of a 
bank in Wisconsin showed me a 
certified check which was fraudu- 
lent but which had been cashed by 
a dealer in Chicago when a dis- 
honest man made a purchase. 


Not Always Safe 


Most people think that all certi- 
fied checks are authentic and that 
itis always safe to cash one. How- 
ever, here is a case in which a per- 
son had a rubber stamp manufac- 





turer make him a certified check 
stamp. He then used the stamp and 
also forged the signature of the 
cashier of a certain bank. He made 
the check look like an authentic one. 

The dealer lost not only the power 
Saw he sold but also the change 
which he gave to his visitor. In 
other words, he lost it all—approxi- 
mately $1,000. The bank cashier 
who told me the story thinks it 
would be unwise to mention the 


HARDWARE AGE, OCTOBER 16, 1952 


Reading this article can well save you 
from loss of both money and valuable 
merchandise 


by John Y. Beaty 


name of the bank, but I think that 
hardware dealers who read this 
article can benefit by knowing, first, 
that a check is not necessarily good 
because it appears to be certified 
and, second, that there are certain 
precautions to take when a stranger 
offers what appears to be an au- 
thentic certified check for a pur- 
chase, especially if the purchase is 
for much less than the amount of 
the check. 

Certification is the act whereby a 
drawee bank obligates itself to pay 
a check according to its terms. It 
is certified by the bank stamping 
across the face of the check drawn 
on itself the word, “Certified,” or 
the word, “Accepted,” followed by 
the name of the bank and the signa- 
ture of the certifying bank officer. 

By certifying a check, a bank 
guarantees that the drawer’s signa- 
ture is genuine and that he has 
sufficient funds on deposit for pay- 
ment of the check. The certified 
check immediately becomes an obli- 


Certified Checks Can Be Forged? 


gation of the bank and must be 
honored when properly presented 
for payment. The amount of the 
check is deducted from the drawer’s 
account at the time the certification 
is made and the amount is then 
transferred to the certified check 
account on the general books of the 
bank, 

In other words, a check which is 
authentically certified is no longer 
an obligation of the drawer of the 
check but rather an obligation of 
the bank itself because the bank 
has already deducted the amount 
from the drawer’s account. 


Two Forms of Certification 


The legal department of the 
American Bankers Association has 
approved the following form of con- 
ditional certification: 


No. 
Certified 
Payable only as originally drawn 
and when properly indorsed 
Date 
Bank 
Address 
Authorized Signature 


Do Not Destroy 


The Federal Reserve Bank of 
New York recommends the follow- 
ing form which includes all of the 
elements in the form just shown but 
the language is slightly different. 
Note that instead of the word “cer- 

(Continued on page 95) 
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A Report of the National 
Builders’ Hardware Convention 


Builders’ Hardwaremen 


Tackle Trade Problems 


Chicago meeting highlights training 

programs, metal door standards, unit 

sales, Federal specifications and new 
product designs 


New products, new problems, 
new solutions to old problems 
new optimism for the future and 
new records in attendance and ex- 
hibits marked the annual conven- 
tion and builders’ hardware expo- 
sition held by the National Contract 
Hardware Assn. and the American 
Society of Architectural Hardware 
Consultants at the Palmer House, 
Chicago, Sept. 28 to Oct. 1. 

This year’s convention showed a 


continuation of the impressive 
growth that has marked this event 
in the post-war years. Registra- 
tions for the meeting totaled about 
3000, including 425 ladies, a new 
record in both instances. 

The exposition also set new 
records, with 83 exhibitors par- 
ticipating this year, as compared 
with the previous high of 70. The 
annual banquet taxed the facilities 
of the ballroom with the 1000 con- 


sultants, distributors, manufactur- 
ers and their ladies who attended. 

Methods of meeting the challenge 
of new trends in distribution prae- 
tices, the training of new men in 
the builders’ hardware field, and 
standards for hollow metal doors, 
were subjects of keen discussion 
at the formal sessions and in the 
exposition hall. 

Among the official acts of the 
convention were the election of 
William Davies of Builders Spe- 
cialty and Hardware Corp., West 
Somerville, Mass., as president of 
ASAHC, and the election of Frank 
E. Eiler of Hardware & Supply 
Co., Akron, Ohio, as president of 
NCHA. A list of the officers of 
both groups is presented elsewhere 
in these pages. 

The manufacturers’ exhibits in 
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convention hall were noteworthy 
for their efforts to pass along, via 
display and printed material, help- 
ful product information of all 
types. The growth of the tubular 
lock was emphasized by the num- 
ber of new and improved designs 
exhibited. Other products in which 
new lines or new models were 
shown were door closers, sliding 
door hardware, push plates and 
pull arms, panic exit devices, over- 
head garage door hardware, mag- 
netic cabinet catches, kitchen cab- 
inet hardware, casement and storm 
sash hardware. 

The business meetings opened 
with ASAHC forums on _ hollow 
metal and kalamein door standards 
and on education and training. 

The session on metal doors was 
marked by a packed meeting room, 
illustrating the wide interest in 
this rather complicated, but very 
important subject. 

I. Stauffer Eshleman of Os- 
trander & Eshleman, Inc., New 
York, who served as moderator of 
the meeting, outlined the problem 
as seen by the Society’s Hollow 
Metal Door Committee, and sug- 
gested some lines of action that 
could be followed to further efforts 
toward standardization. Commit- 
tee members serving on the panel 
with Mr. Eshleman were Al Klasing 
of Niedringhaus Metal Products 
Co., St. Louis, Mo., and G. Leonard 
Lindquist of Lindquist Hardware 
Co., Bridgeport, Conn. 

It was pointed out at the meet- 
ing that the lack of accepted na- 
tional standards poses _ difficult 
manufacturing problems in mak- 
ing the cutouts and tends to cause 
manufacturers to install the hard- 
ware at the factory, rather than 
leaving it for installation on the job. 

It was generally agreed that 
among the steps that must be taken 
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first was to gather and compare 
the various codes and standards 
now in use throughout the country 
and to encourage the participation 
in the program of other interested 
groups, such as architects, ete. 
This would then put the committee 
in a position’/to move toward uni- 
fication of these codes. 

Speakers warned that the over- 
lapping and conflict between Un- 
derwriters’ requirements and state 
and local codes, and even as_ be- 
tween private and public buildings, 
results in an extremely difficult 
problem and one that cannot be 
solved overnight. However, the 
steps taken thus far do represent 
tangible progress. 

Use of fusible links and door 
closers, as well as the new plywood 
fire doors, were also subjects of 
discussion. Much interest was evi- 
denced in the new specifications 
covering metal door locks with % 
in. throws. 

An appeal for more considera- 
tion of how to improve the life 
saving characteristics of fire doors, 


left . . . education and training 

was the subject of this forum 

under the chairmanship of Robert 
O. Butler (standing). 


below ... standing room only was 
the result of the interest in the 
hollow door forum. |. Stauffer 
Eshleman (standing in inset photo) 
served as moderator. Other com- 
mitteemen shown with Mr. Eshle- 
man are, left to right, G. Leonard 
Lindquist and Al Klasing. 





rather than economy of construc- 
tion, was voiced at the meeting by 
Malcolm Fisher, secretary of the 
Metal Clad Door Assn. Mr. Fisher's 
remarks, which were greeted with 
spontaneous applause from the 
meeting, stressed the need for 
scientific investigation of the capa- 
bilities of various designs and 
types of metal door hardware to 
the end that the doors would be 
able to do a better and more com- 
plete job of protecting life and 


property. 

The meeting also heard, from 
the committee, recommendations 
concerning the desirability of 


limiting hinges for fire doors 10 
ball bearing or oilite types. The 
use of concealed door closers, 
spring hinges, etc., as well as the 
use of existing government lock 
specifications in connection with 
the new %-in. throw, were als0 
discussed. 

Another ASAHC forum was de 
voted to Education and Training. 
This session, under the chairmal- 
ship of Robert O. Miller of the 
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Russell & Erwin Div., American 
Hardware Corp., developed a lively 
discussion of ways and means of 
improving and stepping up the 
training of builders’ hardware men. 

It was the consensus that two 
methods are open for use; seminars 
and complete training programs. 
While seminars are very valuable 
under some conditions, they are 
not as effective as complete train- 
ing programs, it was brought out. 
In connection with complete train- 
ing programs, it was indicated that 
there was an urgent need for texts 
to be used in such programs. 

Mr. Miller told the meeting that 
it was his opinion that the new 
hardware clubs offered a most 
valuable means of tackling the 
training program at the regional 
level. He pointed out the serious- 
ness of the need for educational 








programs by observing that the 
lack of training may cause a man 
to underspecify a job, to the detri- 
ment of not only his own firm, but 
also the entire trade. 

The formal opening session of 
the NCHA heard the annual presi- 
dent’s address by Preston Delph 
of Delph Hardware & Specialty 
Co., Inc., Charlotte, N. C. 

Mr. Delph noted the continued, 
healthy growth of hardware clubs, 
with some 26 clubs now active. He 
also said that he felt that there 
was now greater co-operation 





endations 
ility of 
doors to 
pes. The 
closers, 
1] as the 
ent lock 
on with 
ere also 


was de- 
‘raining. 
airman- 
of the 











6, 1952 





among the various segments of the 
trade and urged that this co-opera- 
tion be expanded for it was vital 
to the continued growth of the 
builders’ hardware field. 

The NCHA president told the 
membership that he felt that firms 
should make it a practice to state 
Specifically their sales policies in 
an effort to correct situations that 
had developed in the trade. 

Mr. Delph announced the estab- 
lishment of a new district of NCHA 
covering the Dominion of Canada, 
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left . . . the new president 
of ASAHC, William Davies, 
the youngest man to lead 


right .. . Frank E. Eiler, the 
new NCHA president, and 
A. S. Best, of the U. S. Dept. 
of Commerce, a speaker at 


in order to give this area a voice 
in the affairs of the association. 
In a later action, G. Tudor Davies 
of Canada Hardware Ltd., Toronto, 
was appointed an NCHA director 
for this new district. 

Mr. Delph reported on several 
resolutions: One, that manufac- 
turers adopt a standard for fin- 
ishes; two, that the National Whole- 
sale Hardware Assn. and the 
Southern Wholesale Hardware 
Assn. be asked to co-operate in 
encouraging the use of decimal 
packaging, and, third, that con- 
tract hardware men be treated as 
sub-conractors, and not as material 
suppliers. 

Following Mr. Delph’s address, 
new officers of the association were 
installed. The new NCHA presi- 
dent, Frank E. Eiler, told the 
membership that he felt there were 


the society. 


the opening session. 


three subjects that demanded par- 
ticular attention: Packaged unit 
sales, the study of distributors’ 
profits, and training. 

Too much business is getting 
away from builders’ hardware dis- 
tributors, he warned, through the 
packaged unit sale in which the 
hardware is mounted on the pack- 
aged item at the factory. 

This trend, he said, is not new, 
but has been a long time develop- 
ing. He cited the case of automo- 
biles. Many years ago, automobiles 
were sold bare, and the customer 
would purchase lights, windshield 
wipers, horns, etc., at the auto 
supply store. Now, automobiles 
are sold as a complete, packaged 
unit. 

As a possible means of replacing 
this loss of business through the 
unit sale, he suggested that dis- 
tributors might go into the metal 
door business. His company tried 
this, he reported, and thus far the 


experiment has been successful. 
Other items suggested by Mr. Eiler 
that might be distributed by build- 





ers’ hardware people are lockers, 
sliding doors, medicine and kitchen 
cabinets, sash, etc. 

Turning to the need for profit 
studies, Mr. Eiler said that too 
many firms operate at too low a 
profit margin. He discussed oper- 
ating costs studies of other fields 
and suggested that many builders’ 
hardware firms were not getting 
a large enough margin. However, 
he pointed out, in the absence of 
authoritative data on operating 
cost experience of builders’ hard- 
ware departments, it was difficult 
to make recommendations of any 
real value on this matter. 

As the first step in tackling this 
subject, the association is planning 
to collect data of operating experi- 
ence for builders’ hardware de- 
partments. He asked for co-opera- 
tion in seeing that the survey 





forms are filled out and returned 
promptly when they are distributed. 


Training programs, the new 
NCHA president said, were vital 
to the continued growth of the 
trade. He said he felt that lasting 
benefits would accrue from efforts 
made to improve the knowledge 
and salesmanship of the field. He 
hoped that action could be taken 
in this direction. 

A review of “30 Years of Hard- 
ware Standards” was presented to 
the meeting by A. S. Best of the 
Commodity Standards Div., U. S. 
Department of Commerce. In his 
address, Mr. Best announced that 
several new lock specifications have 
been written and should be avail- 
able in about six weeks. 

Mr. Best, in reviewing his past 
experiences with standards, noted 
that a builders’ hardware commit- 
tee was one of the first groups to 
be active in the development of 
industry standards. It was just 
30 years ago, he noted, that the 
industry first became active in es- 


tablishing a broad type of standard. 
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- Ralph J. Compton who presided 
at the ASAHC general meeting. 


Mr. Best pointed to the need of 
revision of Federal specifications 
for builders’ hardware. He sug- 
gested that the industry should 
take a more leading role in develop- 
ing its standards. He commented 
that, as an example, template hard- 
ware has been only lightly touched. 

Turning to new fields, the speaker 
said that hardware for new low 
cost housing is being developed 
wildly, with little or no thought as 
to how much better it would serve 
its purpose if it adhered to certain 
standards. 

James C. Downs, Jr., president 
of the Real Estate Research Corp. 
and the Chicago Housing Co-Or- 
dinator, who also spoke at this 
meeting, predicted a number of 
years of prosperity ahead, partic- 
ularly for the building trades. 

Mr. Downs foresaw a continuing 
increase in population and a wider 
use of property, an expansion that 
may reach a new peak in 15 years. 
He also predicted a further decline 
in the dollar and an accompanying 
increase in prices. Money, he 
thought, would be more plentiful 
in the future. 

Because of the importance of the 
building industry to the nation’s 
economy, Mr. Downs told the meet- 
ing, that he expects Washington 
to continue to manipulate credit 
and other factors to keep the build- 
ing industry healthy. This tendency 
to control economic processes by 
manipulation will also result in a 
continuation of the present infla- 
tionary trends, he insisted. 

Jno. Worner, Sr., of Jno. Worner 
& Sons, Inc., New Orleans, ASAHC 
president, in the annual president’s 
address at the Wednesday session, 
reported that the society’s member- 
ship was now the largest in its 

(Continued on page 206) 
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President 


Frank E. Eiler 
Hardware & Supply Co. 
Akron, Ohio 


First Vice-President 
J. R. Lowell 


Lowell-Merservey Hardware Co. 


Colorado Springs, Colo. 


Second Vice-President 


Jno. Worner, Jr. 
Jno. Worner & Sons, Inc. 
New Orleans, La. 


Managing Director & Treasurer 


John R. Schoemer 
N.C.H.A. 
New York, N. Y. 


Secretary 


Robert G. Ryan 
N.C.H.A 
New York, = 4 


Asst. Treasurer 
ra i Winters 
N.C.H.A 


New York, mM. ¥. 


Regional Directors 
Frank P. Cook, Jr 


Industrial Hardware & Supply Co. 


Charlotte 1, N. C. 


Officers of the 
National Contract Hardware Assn. 


A. E. Eissrig** 
Joseph Woodwell Co. 
Pittsburgh, Pa. 


Tracy P. Mitchell 
Mitchell Hardware Co. 
Ashtabula, Ohio 


A. F. Woods* 
Wayne Hardware Co. 
Ft. Wayne, Ind. 


C. A. Ranger 
Rayl Co. 
Detroit, Mich. 


Walter E. Howell* 
Howell Hardware Co. 
Chicago 


James C. Carroll 
Union Hardware & Metal Co. 
Los Angeles, Calif. 


A. L. Shields* 
California Builders’ Hardware Co, 
San Francisco, Calif. 


F. A. Haines, Jr. 
Washington Hardware Co. 
Tacoma, Wash. 


Waldo A. Clark* 

St. Petersburg, Fla. 
*Newly elected 
**Re-elected 





Officers of the 


American Society of Architectural Hardware Consultants 


President 
William Davies 


Builders’ Specialty & Hardware 
Cc 


orp. 
W. Somerville, Mass. 


First Vice-President 
Ralph J. Compton 
Ralph J. Compton Sales 
Paramount, Ohio 


Second Vice-President 

John J. Soeffing 
Adolph Soeffing & Co. 

Philadelphia, Pa. 


Executive Secretary-Treasurer 
W. A. —_— 
A.S.A 
New York 


Regional Directors 
John N. Tweedy* 
Bullard & Tweedy 
Boston, Mass. 
Henry Peter* 
Stamford, Conn. 
T. E. Davidson* 
Syracuse, N. Y. 
Christian R. Herr* 
Herr & Co. 
Lancaster, Pa. 
Lloyd R. Anderson 
Bethesda, Md. 
C. L. Kemp* 
Hardware Distributors 
Greensboro, N. C. 
Emerson D. Randolph* 
Pittsburgh, Pa. 
Russell G. Leonard* 
Cleveland, Ohio 


S. O. Brewer* 
Pierson-Lewis Hardware Co. 
Indianapolis, Ind. 


Elrie I. Stevens* 
East Grand Rapids, Mich 


L. Les Casey 
Chicago, Ill 


L. S. Bakken 

Wolff Kubly & Hirsig Co. 
Madison, Wisc. 

John C. Hardy 
Johnson Hardware Co. 
Omaha, Nebr. 

Ed. P. Leathers 
Murray R. Womble Co. 
Tulsa, Okla. 

Jno. Worner, Jr. 

Jno. Worner & Son 
New Orleans, La. 


W. W. Philleaux 

Huey & Philp Hardware Co. 
Dallas, Texas 

Leslie W. Neves 

Denver, Colo. 

Edwin B. Gibbs 
Montgomery Hardware Co. 
Los Angeles, Calif. 


Louis J. Du Fresne 

Schlage Lock Co. 

San Francisco, Calif. 

Victor H. Verby 

Seattle, Wash. 

J. C. Gordon 

Lankford Hardware & Supply Ce. 
Nashville, Tenn. 


*Newly elected 
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Promotion of wallpaper by 
Sharpe Hardware in. Nobleville, 
Ind., a community of 5,600, has been 
instrumental in tripling the store’s 
entire volume since Walter A. 
Sharpe bought the store 12 years 
ago. 

Wallpaper and paint account for 
25 pet of the store’s annual sales, 
yearly sales for these two depart- 
ments exceeding $20,000. Good dis- 
play, newspaper and direct mail ad- 
vertising help push wallpaper. 

Finding that special advertising 
of wallpaper was beginning to pay 
profit, Mr. Sharpe fitted out a 50 
by 20 ft. room on the mezzanine for 
displaying wallpaper exclusively. 

Customers literally sell to them- 





Sells Wallpaper Throughout Year 






Special display ideas and direct mail help 
sell wallpaper for small town store 


selves in the department. They 
choose from 156 full-size samples, 
attractively draped in rows on the 
walls. 

Sample books and rolls of all other 
patterns are shown on tables in the 
room. 


Effective Sales Aid 


An effective sales aid is a stand 
with the top forming a U-shaped 
trough. Lengths of the wallpapers 
are draped on this unit for compar- 
ison. Border papers may be laid 
atop the wall lengths by placing 
them horizontally in the trough. 
This enables a customer to see just 
how the two match or contrast. 


Comfortable divans and chairs 
provide reason for giving the sam- 
ple books and rolls complete atten- 
tion. 

At the beginning of the spring 
housecleaning season Mr. Sharpe 
distributes—by mail and in the 
store—2,500 copies of a wallpaper 
sample book containing 35 samples. 
Each boxholder in Noblesville and 
on the rural routes out of the town 
as well as box holders in the various 
small towns surrounding his com- 
munity receive copies of the sample 
books. 

Made by a wholesaler at a cost of 
$250 these books account for num- 
erous sales, judging from comments 

(Continued on page 80) 








Part of the 52-week mezzanine display of wallpaper. 
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New, more modern and larger quarters help increase 


sales to old customers and attract new trade. 


Increased advertising helps, but better display is 


the key to company’s success 


When the owners of the P. & G. 
Stores, Inc., hardware store at 6204 
22nd Ave. in Kenosha, Wis., moved 
from their 17 by 85 ft. establish- 
ment to larger quarters a year ago 
they did so believing that showman- 
ship and good merchandise would 
bring bigger volume. 

Eugene I. Weaver and Gene Stur- 
zenegger, partners in the firm, 
rented a larger store—35 by 125 ft. 
—a few doors from their previous 
location. 


At the end of their first year in 
their new quarters they had in- 
creased their sales volume by 110 
pet. 





Their new store is equipped with 
islands and other display units built 
by the owners and is lighted by 
fluorescent fixtures installed by 
them. 


Many New Customers 


Says Mr. Sturzenegger, “The en- 
couraging part of this increase is 
that we have won many new custo- 
mers. A slightly increased adver- 
tising program has been a factor in 
the increased volume, but for the 
most part our new and larger store, 
demonstrations and better display 
have been responsible.” 


The firm has departmentalized its 
business as much as possible, witha 
capable employee in charge of each. 
Steve Rudan, manager of the power 
and hand tool section, works on a 
salary and commission and is alsoa 
stockholder in the company. Larry 
Weaver, son of Eugene Weaver, is 
on a similar arrangement. 


The power tool section of the 
store is up front near the angle 
front windows. As Kenosha is a 
highly industrialized city and many 
factory workers pass the store in 
cars and on foot and spot the store’s 
excellent tool display and many 
prospects and customers secured. 


Power tools and 
accessories get 
front-of-the-store 
showing. Consid- 
erable merchan- 
dise is shown in 
limited space 
where it can be 
seen from the 
sidewalk. 
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Exterior of new visual 
front store with two 
angled windows and 
double center en- 
trance. 


Not only do the power tools for 
homeworkshops and small industrial 
shops get up-front showing, but 
many shop accessory tools are 
mounted on black wall panels. These 
panels as well as the tools, can 
easily be seen by street traffic. 

Several power tools are always 
hooked up, for instant demonstra- 
tions. Factory salesmen demonstra- 
tions are scheduled seasonally, but 
Mr. Rudan does not hesitate to 
show prospects how the tools work. 
In fact, he has a number of wood 
samples in the department to show 
what can be turned out with them. 
Mr. Rudan also invites bowlers to 
come in and have bowling pins re- 
fnished. Usually there is no charge 


for this service. Bowlers usually 
stand around and watch while the 
pins are sanded and refinished by 
Mr. Rudan, who meanwhile has an 
opportunity to tell the merits of the 
tools. 

When talking to power tool pros- 
pects, Mr. Rudan always mentions 


Narrow ledge of 
visual front win- 
dow is used for 
power tools and 
other items of in- 





can be 
om the 
walk. 
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terest to men. 
Tool department 
is clearly visible 
from the outside. 
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that the store’s regular lay-away 
plan can also be used on power tools. 
This encourages some factory work- 
ers to select their power tools, make 
a down payment and then call for 
the tools when they are able to pay 
for it. 


The store also encourages custo- 
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Steve Rudan, who manages tool section, shows a power saw to 
a prospect and examples of work that can be done with it. 


mers who have good credit ratings 
to purchase on a deferred payment 
plan. Currently the store carries 
about $18,000 on its books from 
credit purchases. The rate of loss 
is very low. 

If a customer desired credit, the 
sales clerk asks to see credit cards 
from other stores, then telephones 
the local credit bureau for a rating, 
and the credit purchase can usually 
be arranged within a short time. 


Easy to Find Out 


“So many people today buy on a 
credit basis in department and 
other stores,” states Mr. Sturzeneg- 
ger, “that there is no reason why 
the hardware store should not ex- 
tend the same type of buying privi- 
leges. With a good credit bureau in 
a city, the local merchant can very 
quickly learn the credit standing of 
any applicant.” 

In its new location, the store is 
spending between two and three per 
cent for advertising and sales pro- 
motion. Mr. Sturzenegger, a former 
chain store merchandiser, likes 
newspaper advertising because it 
daily reaches the attention of thou- 
sands of readers. He takes sizable 
space two to three times per week, 
and sometimes a half page for a 
special event. 

Followup power tool and appli- 
ance calls are made by one of the 
store’s six-man staff during spare 
hours or evenings. Thus far, this 
method has produced a very good 
sales volume on both lines. 

Last year, in connection with its 
exhibit at the Kenosha County Fair, 
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the P. & G. Stores, Inc., distributed 
County Fair Special cards, num- 
bered serially. Copy on the card 
told the public that they were in- 
vited to come to the hardware store 
before Sept. 8 to participate in a 
“hunt for prizes” promotion. 

When the people got to the hard- 
ware store with their serially num- 
bered card, they were told that they 
should look throughout the store for 
regularly displayed merchandise 
items—in usual stock places—but 
which bore large yellow tickets 
marked “County Fair Special.” 

If the browser found a yellow 
ticketed item whose posted serial 
number matched the number of his 
ticket received at the county fair, 
the prize was his. Fifty prizes were 
given away in this manner, includ- 
ing a range, iron, scroll saw, and 
other valuable items. No purchases 
were required. 


Ticket used to identify one of the 

prizes during the County Fair. A 

person holding matching aaa 

received the item to which this 
was attached. 


COUNTY FAIR SPECIAL 


MATCHING TICKET 








No. 


WINS 
THIS ITEM 
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6140-6200 Twenty-Second Ave. 
KENOSHA, WISCONSIN 














Mr. Sturzenegger states that the 
promotion went over very well, with 
from 50 to 100 people in the store 
at various times during a three-day 
period, trying to match numbers. 

However, exhibits at the annual 
home show in Kenosha, plus thé 
county fair, also produce a sizable 
prospect list which keeps the staff 
busy for months making evening 
calls. Some customers are _ also 
visited in their homes to make cer- 
tain that tools and appliances are 
satisfactory. On such occasions, cus- 
tomers frequently tell of neighbors 
who are interested in certain spe- 
cific items. 





What Is 


What is a tourist? 

What does a tourist want to 
know? 

How can you sell him the idea 
that your home town is a good 
place for shopping? 

Hogan Trammel, secretary of the 
Plattsmouth (Neb.) Chamber of 
Commerce and other officials of 
that group thought that an inten- 
sive study of these and other ques- 
tions and their answers would help 
build greater business with tour- 
ists. 

The Chamber held a training 
course, under the name Tourist 


a Tourist? 


Training School. It studied means 
of serving tourists in a manner to 
make them remember the town as 
a good place to visit and as a com- 
munity whose merchants and other 
businessmen were dedicated to ser- 
vice to the customers who visited 
their stores. 

Employees of hardware and other 
retail stores, restaurants, filling sta- 
tions, motels and hotels attended 
the sessions. Results of the course 
have been an increased level of 
courtesy to visitors and even more 
important larger sales volume for 
participants. 


HARDWARE AGE, OCTOBER 16, 1952 
























Tri 


ORDER N 
specially 
for car o 
watch cu: 
Car Was 
you recei 
you buy 
with each 
ages—hel 


E. 
Spec 


l 


REG. 
E 








HARDWAI 















one of the 
ity Fair, A 
ng number 
which this 


Oy Pot 
SPONGE SPECIAL 


Trial sample of DU PONT CAR WASH given away 
with every 10A or 9T sponge 
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=<! — extra-profit deal 


ORDER NOW from your jobber. Display this Choice of shapes: Large envelope containing enough 
specially packaged Sponge-Car Wash bargain = material to wash complete car fastened to each 
for car owners—and watch sales climb! Then SPonge. ; 








i means § Watch customers come back for more Du Pont Sees = — 
inner to Car Wash and more sponges. And remember 10A Sponge eae Suggested list price 1.00 
“ ba you receive 12 Sponge-Car Wash units when 9T Sponge Foe Suggested list price 85¢ 
‘d other § YOu buy 11. Free Window Streamer packed - 








'to ser- | With each dozen special Sponge-Car Wash pack- 
visited J} ages—helps Du Pont Sponge sell itself! 





NOTE: 







d other E. I. du Pont de Nemours & Co. (Inc.) Car Wash 

ing re Specialty Sales—Wilmington 98, Delaware attached to the 8A S Samples are not 

nude 'S also available on Ponge, but this size 
basis, a 12 for 1] deal 
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BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Large mural map shows visiting 
hunters and fishermen where 
to find the best hunting grounds 


and fishing spots 


Peter Baudino, owner of Baudino 
Hardware in Calumet, Mich., is 
capitalizing on the fact that the 
upper peninsula of Michigan is one 
of the country’s finest vacation and 
sports areas. 

One of the novel ideas he has 
used to acquaint sportsmen, tour- 
ists and vacationists with the ter- 
ritory is a large wall map which he 
had painted on the back wall of the 
store. 

An artist was hired to paint the 
large map of the Keweenaw penin- 
sula on the wall over the store’s 


Hunting and Fishing Services 
Expand Sporting Goods Sales 


Fireplace display 
in one of the 
store's windows 
calls attention to 
sporting goods. 


ee 
ro 


This large mural map is decorative as well as useful in directing sportsmen to good areas. 
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a proved profit item... 



























with definite sales appeal 


With the Coburn #5916 Door Set, you’re able 


to offer your customers Sliding Door Hardware 





that’s attractively priced ...complete in one con- 
venient package for easy handling and quick and 


simple installation. 


More and more, jobbers and distributors report 
that the full line of Coburn Sliding Door Hard- 
ware gives them a wide range of profitable 
business... has definite sales appeal for home 
owners, farmers, builders and industrial users. 
Send for catalog and price list to Sales and 


Engineering, 56 Sterling Street, Clinton, Mass. 





THE COLORADO FUEL AND IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION © Oakland, California 


WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 








| 
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PROFIT-MAKING 


Assortments 
with convenient, attractive 
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EYE BOLT ASSORTMENT 
“12 each of I of 
Hetty tae es Spe tn sr 
ete ea | avail- 


U-BOLT ASSORTMENT 


12 each of 5 popular size U-Bolts in dozen 
“© cartons. 3 color mbtol deapley board ie 14" 2 6" 
_  U-Bolts also open stock. 


a an TURN IT 


“Tebuables 


TURNBUCKLES, INC 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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Fishing tackle is suspended from bamboo poles over tackle display. 


office and facing the wrap counter. 
Concealed overhead fluorescent 
lighting brings out the beauty of 
the colorful map which is noticed 
immediately as one enters the store. 

The background area of the huge 
painting is sea green, to represent 
the cold waters of Lake Superior. 
The peninsula itself is shown in a 
darker green while the edges are 
in marine blue. Highways are 
painted a dark blue and highway 
numerals are in white. Names of 
towns are in black. 

Tourists and townspeople alike 
will stand for a long while studying 
the map and discussing it. Mr. 


Baudino uses a long staff to point 
out map locations to interested cus- 
tomers. 

He keeps a large supply of maps 
of the peninsula region and resort 
folders which he gives away to in- 
terested parties. 

Resort owners, whose literature 
Mr. Baudino is glad to give to out- 
of-towners reciprocate by patroniz- 
ing his store and referring their 
guests to it. 

Mr. Baudino estimates that the 
sign cost $75, plus the time which 
the store staff spent in preparing 
the background. 

Knotty pine lumber was used ex- 

(Continued on page 94) 


Knotty pine has been used extensively in 
fixtures and trim of remodelled store. 
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WITH THIS 







rustproof 
Russwin pressure-cast 
Aluminum ” 


=< 


Builders’ ie 





RUSSWIN  . ; 


PRESSURE CAST ALUMINUM 












Here’s your “come on” line to increase 
sales of builders’ hardware. Let Russwin 
aluminum trim hardware pull in a larger 
share of the business in builders’ hardware 
for new homes. Let it pep up replacement 
sales too. It’s durable and economical ... 
costs no more than old-fashioned cast iron 
hardware .. . yet, is more attractive; has 


AT1181 





a smoother, better finish; and can never 
stain. Available in two finishes — ball- 
burnished brass or satin aluminum. Get 
acquainted with this sales builder of builders’ 
hardware. Russell & Erwin Division, 














SINCE 1839 








SELL-ON-SIGHT DISPLAY 


Ask your Russwin distributor about this attractive 6" x 9" hardwood wire easel 
display finished in RUSSWIN blue with white lettering. Board number 31-AL 
++. includes complete line. 


EXTRA SPECIAL Pressure-cast aluminum hardware weighs approximately 
h of identical pieces in iron. For example, one dozen AT-I10 sash fasteners 
weiglis only 1'/, Ibs. These sales builders save money for you on shipping charges. 


The American Hardware Corporation, 
New Britain, Conn, 
DISTINCTIVE HARDWARE 


RUSSWIN DEALERS ALWAYS HAVE THE EDGE 
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Selling pipe fittings and 
fasteners to farm trade 








Basement Stocks Do 50% 
Of Store’s Volume 


path are EE? RO 


How a Texas dealer gets good turnover on these 
demand lines by keeping well balanced 
stocks on hand at all times 


Lockhart, Tex., is a town of 
5,000 located in a farming area. 
There is big demand for pipe, 
couplings, valves, cylinders, fittings 
and just about every size bolt and 
nut. The Joe Masur Hardware Co. 
meets these demands with base- 
ment stocks in more than 2,000 
bins. 

Owned and operated by four 
brothers—Joe, Ernest, Arthur and 
Gilbert Masur—sons of the founder 
—the store does a big volume in 
pipe and related merchandise. Fully 
50 pct of the firm’s volume is sold 
from the basement. 


Depended on Farm Trade Joe Masur next to a turnbuckle display in a passageway 
“Our dad was best known in this leading to bin displays of fittings. 
area for the number of buggies and 
the quantity of harness he sold,” 
says Ernest. “This meant that we 
have always depended more upon 
the farm trade than on town peo- 
ple.” 
Emphasis on farm trade con- 
tinues to be the situation at the 
Masur store. 
“Under today’s market condi- 
tions,” says Ernest Masur, ‘a 
warehouse can become a business 
hazard. A dealer can lose more in 
this manner than he can save by 
carload buying. We formerly 
bought pipe and wire in carload 
lots. Now we buy these lines, as 
needed, from wholesalers and save 
money by doing so.” 
Continued good service has sold parnds wey ry ag ee 
local farmers and contractors on Section of the bolt and nut department, with its clearly 
the stocks offered at the Masur marked bins. Ernest Masur stands in the center. 


ee Be & ” 
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* there are no “ifs” or “ands” about selling 

Griffin products. You can recommend them with complete 

confidence. The Griffin line of fine builders’ hardware has been 

known for over 50 years as a “quality”’ line. The finest steel, 

carefully rolled, finished by expert craftsmen makes Griffin 
a fast moving line—more sales—more profit for you. 

Sell with complete confidence. Sell the Best . . . Sell Griffin. 


R] FFIN Na Every DOOR NEEDS THREE 
G t ; MANUFACTURING COMPANY 
RIFFIN PRODUCTS ERIE + PENNSYLVANIA 


REPRESENTATIVES 


WILBUR H. DAVIS CHARLES L. LEWIS R. F. BEVERS H. C. GLOVER 
1639 W. Farge Avenue 1355 Market Street 4524 East 60th Street 2611 Garrison Bivd. 
Chicago 26, IIlinois San Francisco 3, Calif. Seottie, Washington Baltimore 16, Maryland 
GEORGE A. GREGG WALTER S. JOHNSON & SONS t. G. FULLER, eR. ROY L. ROGERS 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Road 1620 Garfield Street 
Detroit 21, Michigan Atlanta, Georgia Jackson 6, Mississippi Denver 6, Colorado 
THE B. S. ALDER COMPANY AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS W. C. MEIBAUM & CO. 
45 Warren Street 115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 6954 Oleatha Avenue 
New York 7, N.Y. Boston, Massachusetts Dallas 5, Texas Kansos City, Missouri St. Louis 9, Missouri 
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THE GLYNN-JOHNSON NAME 


is your assurance of 


bh “slimes Paupacion/ 


i oe 
OVERHEAD DOOR HOLDER AND SHOCK ABSORBER 


Glynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 
customers. , 





SECURITY DOOR HOLDER 





DOME TYPE 
DOOR BUMPER 





TWO WAY CATCH 
DOOR HOLDER 
AND BUMPER 

















ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 


Chicago 40, Illinois 





4422 North Ravenswood Avenue ° 
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store. Says Joe Masur, “Our volume 
is greater now, than when we 
bought some of these lines in egy. 
load lots and used ouf,: basemen; 
for a warehouse instead of a dis. 
play room. Our basement is so com. 
pletely departmentalized that we 
can tell at a glance just what we 
have in stock. And we know where 
to find what we have without hay. 
ing to hunt for it.” 

So completely are the bolt stocks 
in the Masur store’s basement that 
it regularly has sizes from one to 
30 in. long and in diameters from 
% in. to 30 in. Large quantities of 
bolts and nuts are sold to both city 
and county agencies. 

The firm does not sell bathroom 
fixtures although it does a big vol- 
ume in plumbing supplies and main- 
tains a large and varied stock of 
such goods in its basement display 
room. 

Although inventories are kept at 
a reasonable figure none of the four 
brothers can recall when it was 
necessary to place a special order 
to meet customer demands for 
items regularly stocked in the base- 
ment. Orders run into good sums 
of money, with many of the small 
orders totaling better than $30. 

As farmers in that area do not 
string much wire during the sum- 
mer months inventories of such 
goods are not usually high at that 
time at Masur’s. All four Masur 
brothers believe that it is not te 
their advantage to buy in carload 
lots because they figure that “there 
is no percentage in buying in quan- 
tity to save a penny when you can 
use that same money to put in 
items to make a quick dollar.” 

The basement departments have 
one full time employee whose job it 
is to keep stock up-to-date and to 

cut and thread pipe. 


Sells Wallpaper 
(Continued from page 69) 


made by the visitors to the store. 

Advertising in the display col- 
umns of the local daily newspaper is 
increased when the spring season 
starts and wallpaper is one of the 
featured items. 

Mr. Sharpe features but one spec- 
ialty at a time in his advertising. 
“Don’t let up when spring is over,” 
he suggests in discussing wallpaper 
advertising. While his wallpaper 
sales reach their peak in the spring 
he finds wallpaper can be sold in 
sizeable volume throughout the 
year. 
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People Will Hate Me 


(Continued from page 59) 





neither space nor customer traffic 
to absorb elaborate displays of 
specialized holiday items. 

Let us all rightly assume that we 
are using to our particular fullest 
advantage, the advertising, the pro- 
motions, the dealer helps, the dis- 
plays of the Christmas season. They 
are our first line of offense to cap- 
ture the holiday dollar. They are 
our bid for sales volume and we 
should use them for all that they 
are worth. 

But before the last bit of folding 
money goes out the door headed for 
another establishment, let us mine 
a field that we may have overlooked 
in the past. I mean our good old 
stock of 365 day per year hardware 
that we may have forgotten to class 
as gift items. 


Suppress That Impulse 


Suppose that you have practically 
cross indexed the stock for some 
member of the so called gentler sex 
who is looking for a small gift for 
“Daddy.” Before she gets away 
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from you, go over to the tool rack 
and get a hammer. But suppress 
that impulse and do not hit her with 
it. Instead, ask her if she has ever 
borrowed her husband’s hammer to 
drive a nail or a tack; remind her 
how heavy it was when she used ‘it. 
Then hand her the hammer and ex- 
plain that this is not a toy, but a 
fine tool, a finishing hammer weigh- 
ing only 12 oz., while the average 
hammer weighs a pound or a pound 
and a quarter. (Word it that way, 
pounds sound heavier than ounces.) | 

By this time, if her imagination | 
has not worked fast enough to make 
the sale, you might add that most | 
men would enjoy having the extra 
hammer of lighter weight, but just 
haven’t gotten around to buying it 
for themselves. 

Hand tool items are a good field 
to fall back on to catch that waning | 
sale. Suppose, as you try to sell a 
roll of wood bitts, you get that old | 
comeback that, “he has those, we 
know.” Don’t just stand there with | 
a blank look like a guy who has just 
won last prize in a quiz contest for 
idiots. 

Dig out those bare footed bitts 
and explain how they will bore al- 
most through a piece of wood with- 
out having a spur to punch a hole 
on through. Old Marmaduke may 
not use them very often, but I’ll bet 
that they will please him more than | 


| 
| 
| 
| 
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SS were telling 
2,300,000 

customers 
every month 


POpy 
MECHANIOR 


to go to your store... 


Yb, 


Tere) 


FOR THIS 
SELF-SERVICE 
DISPLAY 


Your customers are reading about 
Fuller's self-service Satey in top 
consumer magazines, they're pre- 
sold before they step into your store! 
ASK YOUR JOBBER’S SALESMAN 
If you don't have a No. 2160 Fuller 
Self-Service Display, you can get one 
from your jobber. You pay only for 
the merchandise. The $5 metal dis- 
play rack is FREE. 





3522 WEBSTER AVENUE 





Cash in on your full share of this profit- 
able business. Fuller's famous unbreckable 
amber handle screw drivers and chisels 
with hi-carbon steel blades sell on sight. 
Feature Fuller's fine quality tools—a com- 
plete assortment at all times: 

4 dozen screw drivers e 6 sizes 

1 dozen wood chisels {in 3 sizes 


Jobbers: Write today for wide-margin 
catalog sheets. 


NEW YORK 67 


> B orld’s Largest Producers of Unbre akable Amber Handle Tools 
.= Fxport Sales Dept.: John H. Graham Co.. 105 Duane St., \. Y. 
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No stock to buy... 
no charge for display 


Oe as BE lind. dots 


Here are displays which are 
refreshingly different—modern in 
design, traffic-stopping. And you 
pay only the cost of the applied 
hardware (as shown). There’s no 
charge for the display piece, no 
stock to buy. Order your Stanley 
Cabinet Hardware point-of-sale dis- 
play by number from your dis- 
tributor today. 


The Stanley Works, New Britain, Conn. 





Reg. U.S. Pat. Off. 


HARDWARE ® TOOLS ® ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 









the old sock and necktie party that 
he has been subjected to succes- 
sively for the past 12 years. 

Give them the same routine on 
screw drivers. After all, you have 
the cross blade types, the screw 
holders, the offsets, etc., in all the 
different sizes to sell. Same old 
seven and eight on pliers and ad- 
justable wrenches. What if Handy 
Andy does have a pair—it sure is 
swell to have one in the family auto 
and another on the work bench in 
the basement. 

Nothing in the utility line is a 
lost possibility as a gift item. I see 
no reason why a farmer or a poli- 
tician should not get a manure fork 
in his Christmas stocking instead of 
just getting the stocking. 


Interest the Wives 


If the female customer admits 
that the master of their love bower 
enjoys hunting and fishing, you’re 
off to an easy start. You know your 
locality and if the Sass Bass lure is 
a hot plug from June 20 to July 19, 
sell her two on Dec. 20. 

If it is a really dandy lure, Ike 
Walton XVII will probably lose the 
one he has in the tackle box and be 
glad for the spares. If they turn out 
to stink as fish getters he will have 


an open and shut alibi for throwing 
them away, which is more than }e 
would have with a couple of gift 
neckties. 





Opportunity in Housewares 





You have the same opportunity 
in housewares when it happens that 
the male section of the household jg 
buying. You can usually figure 
something out of almost any of your 
standard stock for gift items. Even 
the baby is not a lost bet. 

As a case in point, I have many 
times sold bits of No. 2 passing link 
chain, 12 to 18 in. long as a toy for 
a toddler to drag around in his play 
pen. Adult minds have racked them- 
selves dizzy to devise new toys, yet 
a simple item from a standard hard- 
ware stock is a top plaything for 
spanklings in the crawling stage of 
their development. 

Yes Sir! Some people are going 
to hate me for daring to suggest 
how to skim off some of that des- 
perate Christmas money. 

I’ll tell you why I’m doing it. As 

























I have said before, I’m lazy. I’m 
lazy as the devil. All of that stuff 
that I can sell, I don’t have to count 
when we take inventory just after 
Christmas. It’s so much easier just 
to count the money in the till. 





HARDWARE HUMOR 
By Hardware Age 














"Take my word for it, you won't go wrong in 
giving her a steam iron for Christmas." 


HARDWARE AGE, OCTOBER 16, 1952 





A 


Os 


HARDW 





Demand 


, 





xt \ y by an neh Sah 


Bat 


tems. Even 
fc. 
have many 
assing link 
is a toy for 
in his play 
cked them- 
w toys, yet 
dard hard- 


& stage of National Metal 


ou | Am WAP BRONZE WEATHERSTRIP 


O suggest 
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NATIONAL METAL PRODUCTS CO. 
PITTSBURGH 12, PA. 


Packed To Catch The 
Homemaker's Eye 


17 feet of bright, hemmed bronze in a 
clear plastic case, complete with in- 
structions and nails. Simple, economical 
weatherstrip kit for one door or window. 
A quick, profitable sale for you. Assured 
satisfaction for your customer. 


Available, 
OUT OF STOCK 


in these widths: 
1”, 1%”, 1%” and 13%” 


NATIONAL METAL 
PRODUCTS COMPANY [iiepnaieeibeniaanel 


—~ > 


* Zinc and Bronze We atherstrigping 
* Stampings * Bronze and Aluminum Awnings 
Aluminum Thresholds * Zinc Products 
* Window Guard Units * Quonset Hut Window 
* Special Rolled for Mobile Machine Units 
Mouldings Shop * Industrial Polishing 





* Metal Frame Screens 
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Mrs. Hinz at the 
wrapping table 
preparing a spe- 
cial package for 
which a fee is 
charged. 


Women like shopping in the gift 
department at Hinz Hardware, 
8725 W. North Ave., Milwaukee, 
Wis., because of many extra 
touches given this department in 
display and service. 

Mr. and Mrs. R. H. Hinz, who 
operate the store, stock a wide 
variety of gifts and housewares and 
attractively display them on wall 
shelves and island units. The 
Hinzes are always willing to place 
special orders for gift items they 
do not have in stock. 

When gifts are being wrapped 
for customers, Mrs. Hinz calls at- 
tention to other special gift stocks 
which customers may have missed 
when browsing through the depart- 


84 


Extra Touches Sell Giftwares 


Gift wrapping service, big stocks and willingness 


to place special orders help neat department 


Display of gift 
goods on shelv- 
ing constructed 
from _ structural 
glass blocks and 
wooden shelves. 
No fasteners are 
used on this 
shelving. 
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WITH THE 
DEPENDABLE NAME 
IN 
METAL MOULDINGS 


hae | 
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@ More than 400 shapes available. 
e Dependable deliveries. 
@ Made by the pioneer in this business. 
e Sold through dealers and distributors. 


e Ask for name of nearest source. 


YOUNGSTOWN MANUFACTURING, INC. 
66-76 S. Prospect St. + Youngstown 6, Ohio 


ATLANTA, GEORGIA 
363 W. PEACHTREE ST., N. E 








Black & Decker is spending thousan, 
of dollars on a national promotion ,j 
B&D Utility Tools this Fall and Chris. 
mas. It’s hitting the consuming publi 
with a whale of a wallop. It’s bound ty 
make a lot of people want to buy they 
tools for their homes or give yb a8 
really worthwhile gifts. But you and| 
know that the pay-off will come with 
the selling you do right in your om 
town or neighborhood! 


It doesn’t have to be the rock ’em-sock 
*em selling of the used car dealer . , . or 
the honeyed words of the medicine man, 
Just the common sense kind of selling 
that matches the advantages of the 
products you sell with the needs of the 
prospective purchasers. Here’s how you 
can focus those B&D Utility promotion 
dollars right on your own cash register! 





Large island used to feature aluminum goods, electric housewares, fire- 
place equipment and other gift suggestions. 


ment. These suggestions often lead There is very strong demand for 


to additional sales. 

The fact that Mrs. Hinz keeps 
a record of purchases made for 
wedding and other gift occasions 


specially wrapped packages since 
very few people like to re-wrap 
gifts at home. Men, especially, pre- 
fer to pay for gift wrapping service 


(1) TELL THEM WHERE 10 
BUY— let consumersin your 
town know you are ther 
headquarters for B&D Util. 


ools through news 
paper ads, radio and TY 
commercials. 


(2) CATCH THEIR EYE— 
with B&D Utility displays 
in your window and store 
interior—like those pictured 
on the opposite page. Re- 
member: ‘Displays Get 
Dollars” no matter what 
you’re selling ! 


(3) LET THEM TRY the tools 
you’re selling; see how they 
work; get the feel of them; 
feel the powerful motors in 
action...and demonstrate 
them, yourself! 


at the time of purchase. The firm’s 
regular gift wrappings are of neat 
white paper and a white ribbon. 
This packaging is of sufficiently 
good appearance to meet the needs 
of most gift purchasers. 

“People like to stand and chat 
while a gift is being wrapped,” Mrs. 
Hinz says, “and this is our chance 
to become better acquainted and to 
suggest new gift and housewares 
items in stock. Many customers 
drop into our store several times 
each month just to look over our 
giftwares stock. We tell them they 
are welcome to browse here at any 
time.” 

A green floral design wallpaper 


and the names of the person for 
whom they are intended, encour- 
ages people to consult that list to 
avoid duplication. This is a plus 
service which builds considerable 
goodwill and leads to many pur- 
chases in addition to those which 
the customer originally intended to 
make. 

The Hinz store’s own gift wrap- 
ping materials are provided without 
charge. When a customer wishes 
to have a more elaborately wrapped 
gift, with quantities of ribbon and 
other fancy materials there is a 
charge of 25¢ or more. Special 
wrappings very seldom cost a cus- 
tomer above $1. 


(4) SHIFT INTO HIGH on 

your sales talk. Point out 

the scores of ways it will help 

around the house; the tool’s 

features; the quality con- 
struction; the fact that it’s _ 
made by Black & Decker, builders of 
quality tools for 40 years. The chances 
are good you’ll make a sale... anda 
friend for your store and everything 
you sell! 





It’s as simple as that! The main thing 
is to keep everlastingly at it by using 
good personal selling and the sales tools 
supplied you by Black & Decker. Why 
not send in the coupon on the opposite 
page, today, and get the tie-in help 

ou need. That’s a friendly tip from: 

OB DAVIS, Dealer Service Dept., 
Black & Decker Mfg. Co., Dept. H-653, 
Towson 4, Maryland. 


Black’ Decker 
siaieod 


ELECTRIC 
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Canisters, wastebaskets and related goods took the spotlight 
in this window. 


TOOLS 
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Here's how 
Black& Decker HELPS YOU 
SELL CHRISTMAS GIFTS IN 
YOUR COMMUNITY! 


1. NEW DEALER DISPLAY PROGRAM y 1 
@ NEWSPAPER AD-BUILDER PROGRAM 


gives perfect tie-in with national ads! Authorized 
Dealers will receive display pieces automatically 
in plenty of time for Christmas. Write Bob Davis 
or ask your distributor how you can get yours! 


focuses the power of our national advertising on 
your store through your local advertising. Com- 
plete mats, ad-builder mats, layout ideas, etc.! 








x cg 4 
e@ ATTRACTIVE AD REPRINTS of B&D @HARD-SELLING RADIO.TV SCRIPTS 
Utility consumer advertisements, for window or help those of you who advertise over the air by 
store displays, identify your store as one to which going after the do-it-yourself and gift markets. 
consumers are referred in national magazines. Action photos for TV slides, too! 


BOB DAVIS, Dealer Service Dept. 

THE BLACK & DECKER MFG. CO. 

Dept. H-653, Towson 4, Md. 

Please send me information on the items checked to 
help me tie-in with your Fall-Christmas 

Sales Round-Up: 


ELECTRIC 
TOOLS 


© No. 44 Sander Assortment 

00 Christmas Display Program 

0 Christmas Display Contest 

© Newspaper mat ad-builders OES ee 
0 Radio and TV scripts 
© Consumer ad reprints i nietrnctisttinisame 

t oo oe ee ee et ee oe oe ae oe oe ee ee oe DD hee 
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Another new 


ASBESTOS item 


- that will \s 
walk 
right out 
of your 
store 





A iL. 


It’s another victory for 
Now Sal-Mo takes Asbestos Millboard out 
of the cellar, puts it up ready cut in handy 
24 x 36” panels for quick-selling, profitable 
handling in the hardware store. 


Sabtho 


a PANELS 


preteeeoe 





aati 
won) 





16 pieces Y%" 
millboard, cut to 
4x ” size 

in handy 2” carton. 

@eeeeeoeeedesed? 


How’s your stock of 


Sibtlo 


ASBESTOS PAPER 
in the 
quick 

sale 
household 
size 
package ? 


Hardware dealers, coast to coast, have been 
going to town with this item from the time it 
was introduced last fall. The 18”, 12 ft. long 
roll sells itself, in an attractive display carton. 








ge is all ready for your 
customer to pick up and carry home. 





Both items ready for immediate de- 
livery—order from your jobber today. 


SALL MOUNTAIN CO. 
ROCKDALE LANE, HAMILTON, OHIO 


OTHER SAL-MO ASBESTOS PRODUCTS Paper @ 
Pipe Joint Tape @ Rollboard @ Millboard @ Duct- 
board © Corrugated Air-Cell Paper © Aluminum 
Foil Clad Paper and Board @ Air-Cell Pipe 
Coverings and Sheets ©@ Wool and Sronge Felt 
Pipe Coverings @ Gaskets © Range Boiler 
Jackets © Furnace Cement © Boiler Cements. 





No more measuring, no more cutting, no more | 


| 





covers the wall of the gift section 
| and gives an appealing homelike ap- 
| pearance to the department. 
Showroom displays are supple- 
| mented with a large window, which 
| is constantly devoted to gifts and 


housewares items. Mr. Hinz uses 
a couple of exterior spotlights op 
his windows, at night, to flood them 
in light to take advantage of the 
fact that the store is set back 25 
ft. from the sidewalk. 





Wide and Shallow Store Affords Display Area 


(Continued from page 53) 





Seasonal displays of fishing tackle and garden supplies 
are spotted up front in the store during summer months. 


metrically arranged so as to permit 
easy traffic flow. These islands 
feature housewares, garden sup- 
plies, plastics, electric sundries and 
other hardware. 

Each department has a sign and 
an individual color background 
which sets it off from other sec- 
tions. Spot displays of seasonal or 
promotional merchandise are set up 
just inside the main entrance. 





All screws, nuts, bolts, washers 
and related items are in open dis- 
play, within easy reach of the custo- 
mer. 

There is ample stock storage 
space below all wall and island dis- 
plays. Each department has its own 
stock storage area, making it easy 
for salesmen to fill in stock as 
needed. It’s a system that is a real 
time saver. 


- 


tp. —— 


Tiered island display units do a good self-service 
job, and provide storage space behind sliding doors. 
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THE MOST PRACTICAL DOOR BOTTOM OF 'EM ALL! 


Nu-GARD is the perfect answer for all drafty doors! Just one simple demonstration to your customers 

and your sale is made. Completely solves the old problem of clearing rug or carpet every time door 

washers § °Peas: Nu-GARD is beautifully designed—has smart, stainless steel finish and is easily installed. Will not 
ypen dis- ff must or tarnish. Furnished in 28”, 32”, 36”, 42” and 48” lengths. May be shortened approx. 2”. 

he custo: 1 Packed in individual cartons. Handsome display case and working model furnished free with order of 2 dozen 


storage | ormore. Order your supply today! 
land dis- : 

3 its own 
r it easy 
stock as 
is a real 





.-.and don't forget 


Numetal 


DOOR BOTTOM STRIPS 


Here’s another fast-selling item that’s tops in the 
field! Furnished in standard lengths—28”, 30”, 32”, 
36”, 42” and 48”—packed 1/, dozen same length MADE OF THICK WOOL FELT AND EXTRA HEAVY GAUGE 
to carton. STAINLESS STEEL! 


















MACKLANBURG 
DUNCAN CO. 


OKLAHOMA CITY OKLAHOMA 
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Septic Tank Sales 
Start a Chain of Sales 


Lester Caswell has learned that 
it isn’t the initial sale that’s as im- 
portant as all the subsequent ones 
which can be made by careful fol- 
low-up after septic tank jobs. 

Mr. Caswell, owner of Caswell 
Hardware, Rapid River, Mich., in- 
stalled the first septic tank in that 
small town of about 700 people 
about 18 years ago. Today there 
are about 150 septic tank installa- 
tions in the immediate area, and 


Small town Michigan dealer finds that 
it’s wise to be the first to get to customer 
planning a home improvement program 


Caswell Hardware put in most of 
them. 

Not only that, but in a great 
number of instances, Mr. Caswell 
also sold water systems, bathroom 
fixtures, kitchen sinks and cabinets, 
and many other items which natu- 
rally follow the installation of a 
good water system. 

This hardware dealer explains 
that it’s important to get in early 
on a home improvement program, 


and in a small town or rural area 
this means getting the septic tank 
order. 

Mr. Caswell does not drill wells, 
but refers such calls to a _ well 
driller. Although the driller also 
sells pumps, Mr. Caswell usualiy 
gets the order on jobs which he re- 
fers to the driller. 

The task of getting the first 
septic tank orders and subsequent 
ones was harder for Mr. Caswell 





This model bathroom set-up leads to numerous inquiries. 
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IN COLORS 


FOR DECORATING 


* TREES * BOXES 

* GIFTS * WINDOWS 

* MIRRORS * INTERIORS 
* ANY SURFACE 


* NOW...here is SNOW...in a spray can THAT 
REALLY GLOWS! Dramatic and beautiful ... 

your customers will grab up this fantastic item as fast 
as you put them out! Five FLUORESCENT colors... 
in an easy to use spray can. 


DON’T WAIT SEND IN YOUR ORDER NOW FOR AN ASSORTMENT SO YOU CAN BE 
SURE THAT YOU HAVE SNOW THAT GLOWS FOR YOUR CHRISTMAS SELLING! 


Shettield Zeoreze PAINT CORPORATION 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, OHIO 
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You’Il Ag ree 
HO “UNIVERSAL” 


IS BY LONG ODDS 
THE BEST LINE TO HANDLE! 


A thoroughly complete line for every hand-spraying and dusting 
application. 


Sold only through jobbers — with the same square deal for 
everybody — assures quick delivery and a full 50% mark-up. 





Finest designs and workmanship — products of the 
most modern factory manufacturing sprayers exclusively. 


Backed by sensible and effective merchandising aids. 


* 
Ask your jobber for complete details. You'll 
agree that UNIVERSAL is by long odds the best 
line to handle. 







i 


UNIVERSAL METAL PRODUCTS CO. 


SARANAC, MICH. 








STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washérs are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32’ to 8” O.D., 
gauges No. 28 to 3/8", stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All! 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 






Your emergency re- 
quirements are our 
special concern. 


204 CONNELL AVE. 
\ JOLIET, ILLINOIS 
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than for dealers in most other 


areas. There is a hard rock forma. 
tion a few feet underground 
throughout the area, which means 
that every septic tank hole must 
be blasted. 

This sends up drilling costs and 
thus the home owner who hag a 
well dug, and gets a septic tank, 
pump and bathroom, as well as a 
kitchen sink frequently finds that 
his cost is upwards of $1500. 

“One satisfied customer recom- 
mends us to his friends, and we get 
many of our leads in this way,” ex- 
plains Mr. Caswell. “I spend con- 
siderable time with prospects, in 
their homes, figuring costs and de- 
tailing the job. 

“T try to sell more than the 
septic tank on the first call and 
usually am_ successful, because | 
point out that the customer might 
as well buy everything from one 
firm as from two or three. 


Early Contacts Important 


“That is why the early contact- 
ing of customers is important. Let 
them know that you can do the job 
from start to finish, except drilling 
the well, and you have a good 
chance of getting the complete job.” 

To encourage farmers and resort 
operators to purchase bathrooms, 
Mr. Caswell has a small model out- 
fit set up in his store. He built the 
unit which is complete with bath- 
tub, lavatory, toilet and medicine 
cabinet. 

“Because we get the septic tank, 
bathroom and other orders,” says 
Mr. Caswell, “we also are in line 
to get furnace, refrigerator, wash- 
ing machine, stove and _ water 
heater business a little later. 

“We service every appliance we 
sell and help customers find mar- 
kets for used articles. 

“The principal thing is to satisfy 
every customer so that we are in 
line for their repeat business,”’ says 
the Michigan dealer. “We’ll do the 
entire job or part of it—whatever 
the customer wants. So long as we 
sell the merchandise we can be 
flexible on the installation pro- 
gram.” 


Contests Build Traffic 


(Continued from page 52) 
was $15 in paint, and the third 
prize was a pair of brass lamps. 
Prizes were awarded on the basis 
that the first to send in the proper 
solution, received first prize, and 
etc. Letters and telephone calls 
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Customers are enthused from the start—the 
moment they see the big window display of 
Eagle-Picher’s Giant Paint Color Samples. 
This enthusiasm means more customers in your 
store . . . better business with Eagle-Picher 


wee For Increased Traffic 
Promote Eagle-Picher 
Giant Paint Color Samples 








Eagle-Picher Giant Paint Color Samples end 
the problem of paint color selection. Every 
sample is 14 x 19 inches—112 times bigger 
than the usual tiny paint chip. By arranging 
samples around each room, your customers 
can easily pick the right Eagle-Picher paint 
colors without guesswork. 





For repeat business promote 
Eagle-Picher PRE-HARMONIZED 
PAINT Colors 


You'll agree that these paint colors have what it 
takes to bring customers back for more. They're 
America's most wanted colors—the result of 676,000 
personal survey replies. And they're pre-harmonized 
—to go with popular colors in upholstery, rugs and 
te . : draperies. That's because they were selected in the 
You find the Giant Paint Color Samples same survey used by manufacturers to pick today's 
bring customers back to buy Eagle-Picher ee 
colors for home furnishings. 


Interior Paints as well as other merchandise 

you display. And, in addition to creating im- Remember, Eagle-Picher tells your customers 
mediate sales, the Giant Paint Color Samples to buy a good paint...employ a good painter. 
are good-will ambassadors that bring in the 

friends of your satisfied customers. 





ce cccccees MAIL THIS COUPON TODAY! ++++++ee+ 


9107 West Ogden Ave., Brookfield, Ill. 
Plants and warehouses: Lyons (Chicago), I!!.; New York, N. Y.; 
Oklahoma City, Oklahoma; Atlanta, Georgia 


+ 
e 
e . 
: THE EAGLE-PICHER COMPANY, Dept. HA-1052 ° 
AGLE e 9107 W. Ogden Avenue, Brookfield, Illinois e 
Since 1843 4 Send me full details on the profit possibilities with Giant Paint : 
THE - Color Samples and Pre-harmonized Interior Paints. . 
a . 
J 2 
EAGLE-PICHER © (NAME. ° 
PICHER COMPANY cincinnoti (1), onic : ADDRESS > 
» + 
Paint and Varnish Division General Sales Office: 
ae ie r soar. _ZONE__STATE___ : 
s . 
+ o 
* om 
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What’s the secret of Superman’s 
mighty leaps through space? Obvi- 
ously, it begins with the right spring. 
Frankly, he’s not one of our cus- 
tomers. But, if you want the right 
spring for any other specialized need 
. any size, shape or design, you can 
count on Wickwire to fill the bill. 





If you have a special spring prob- 
lem, let our engineers give it the bene- 
fit of their long and specialized experi- 
ence. Write for free copy of our book- 
let S-500, entitled “Springs and 
Formed Wires.” Address your request 
to the Sales Department, 2 New Bond 
Street, Worcester, Massachusetts. 

THE COLORADO FUEL AND IRON CORPORATION—Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION—Oakland, California 


WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo 
Chicago * Detroit * New York * Philadelphia 


| WICKWIRE SPRINGS 


ee dedetia te on | (EJ 





























were not accepted, the contestan 
having to appear in person. Re. 
sponse totaled 200 entries. 

To reach an audience which 
would respond to the contests, Mr 
Wolfenden maintains a mailing lig 
of 2,500 names made up from a 
address directory rented from th 
telephone company for $3 a month 
And to keep his mailing list up-to. 
date, returns postage is guarantee 
so that he can pull the stencils of 
undeliverable returns. 

By such methods, Mr. Wolfen. 
den has built a solid core of cys. 
tomers, who no longer find it neces- 
sary to travel into downtown Mil. 
waukee for their hardware needs, 
and the same promotions keep wid- 
ening his trading area. 





Services Expand Sales 


(Continued from page 76) 


tensively in remodeling the store. 
Mr. Baudino used like lumber to 
build one of his most prominent 
island display units, currently used 
for the display of electric house- 
wares. 

This fixture is 12 ft long and 5 
ft wide and has three display levels. 
The lower part of the unit is used 
for storage behind hinged doors. 

The store’s fishing tackle is dis- 
played under glass in a cutlery 
case. Additional fishing lures aiid 
tackle are suspended from a ban- 
boo pole held at each end by two 
other bamboo poles fastened to the 
display unit by brackets 

In its main display window the 
firm also has a fireplace which is 
utilized for the display of hunting 
and fishing and general outdoor 
merchandise. Sporting goods are 
grouped around the fireplace which 
has a deerhead and a bearskin on 
the wall above. 

This fireplace display is espe 
cially effective during the Christ- 
mas selling season. 

The Wisconsin store benefits 
from the thousands of hunters who 
flock to the peninsula each Novem- 
ber for the deer season. To en- 
courage business from the hunters, 
Mr. Baudino conducts a Buck Con- 
test annually. Last year $25 was 
offered to the person killing the 
largest buck, and $10 to the person 
killing the lightest buck. Hunters 
from five states registered in last 
year’s contest. 

Indicative of the extent of this 
business is the fact that the store 
issued 450 licenses last year in 4 
two-week period. Many of these 
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men also purchased rifles, ammuni- 
tion and many items for camping. 
Many of these hunters studied the 
large mural for the best roads to 
their hunting grounds. 

Mr. Baudino arranged with a 
local market to dress and skin any 
deer brought in by hunters who de- 
sired such service. 

“Hunters and fishermen from 
other parts of the country who come 
here to hunt and fish always have 
numerous questions and we try to 
be prepared to answer them satis- 
factorily,”” says Mr. Baudino. “This 
builds business and good will. Some 
customers come here to hunt and 
fish each year and because they get 
courteous service the first time 
they remember to come back to the 
store on every trip.” 





Certified Checks 


(Continued from page 63) 
tified,’ the word “accepted” is used. 


Accepted 


issuance and if properly indorsed 
Federal Reserve Bank of New York 
Per 


The phrase “Payable only as 
originally drawn” is a conditional 
form of certification used by banks 
to protect themselves from liability 
on instruments altered before cer- 
tification. The weight of authority 
holds that a certifying bank is not 
liable on a check on which the 
payee’s name has been altered be- 
fore certification. However, at 
least two courts have expressed a 
view to the contrary. They hold 
that the certifying bank is liable 
under such circumstances. 

The details of the fraudulent cer- 
tification which the banker in Wis- 
consin gave me are as follows: The 
customer first opened a small check- 
ing account in the Wisconsin bank. 
Shortly after opening his account, 
he returned to the bank and had a 
small check certified. The check 
was made payable to himself. A 
little later, he went to a dishonest 
rubber stamp maker and had a rub- 
ber stamp made with the same 
words as those used on the certifi- 
cation stamp on the small check he 
had had certified. He then drew 
a check for $1,000 made payable to 
himself and used his fraudulent 
rubber stamp to make it appear that 
the check had been certified. He 
then carefully copied the signature 
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ROUND SEATTLE CHAIN CORP. 
Seattle 8 














THE BRIDGEPORT 
HAIN & MFG. CO. 
Bridgeport | 
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ROUND SEATTLE CHAIN CORP. 
Portland 10 


















THE ROUND CHAIN & MFG. CO. 
Chicege 38 © Te CLEVELAN 

CHAIN & MFG. CO. 

OHIO HOIST & MFG. CO. 


THE PLATING AND 
GALVANIZING CO. 


Cleveland 5 





ROUND WOODHOUSE 
CHAIN & MFG. CO. 
a 








OUND CALIFORNIA CHAIN CO. 


\ So. San Francisco 


Trenton 7 


ROUND LOS ANGELES CHAIN CORP. 
Los Angeles 54 





THE SOUTHERN CHAIN & MFG. CO. 
Birmingham 4 





~~ 


There's a 
_ Kowrd CHAIN company 


right in your territory! 





ROUND CALIFORNIA CHAIN CO.— 


an important link in the nationwide Round Chain 
organization — is under the direction of J. D. 





Cavan, a Round veteran of 15 years. Like all other 
Round Chain Companies, Round California sup- 
plies a complete line of welded and weldless 
chain, slings, chain hoists, electric hoists, trolleys 
and winches. Sold exclusively through wholesalers | 
and distributors. 





J.D. CAVAN 





CHAIN COMPANIES 
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Why ot make 
sales casy by sell-, 
ing your ustom 
ers STAR Hack 
saw Blades. Frames and Metal Cut- 
ting Band Saws 

Here's w/, STAR sales are easy 
to make for over 7O years, your 


ers have been buying 


Ccustor 


STAR Blades with confidence in 
Today. STAR Blades 


are dsvk i for oftener than any 


the it Giailly 


elaetaamalaitere 
With the STAR line 


sale IS CaS), TE PCal iles a 
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CLEMSON BROS., Inc. | 


MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hack 


Saw Blades and Clemson Lawn Machines. 


@ 1628 


& 


Saw Blades, Frames, Metal Cutting Band | 


of the certifying officer of the bank 
as it appeared on the small check 
which the bank had certified. In 
other words, he forged the signa- 
ture. 

He then took his fraudulent check 
to a big hardware store in Chicago 
purchased a power saw and gave 
the check in payment. Inasmuch 
as the saw was quite heavy to 
carry, he asked the hardware dealer 
after he had received the change in 
cash whether he might come back in 
a few minutes to pick it up in his 
car. He explained that he had had 
to park some distance away from 
the store but that now that the pur- 
chase was ready he could stop in 
front of the store just long enough 
to pick up his purchase. 

One of the ideas to be deduced 
from this experience is that it is 
just as dangerous to accept a certi- 
fied check from a stranger as it is 
a check without certification. The 
F.B.I. says: “Not all strangers are 
crooks but all crooks are strangers.” 


Signature the Key 


The real key to an authentic cer- 
tified check is the signature of the 
certifying officer of the bank. If 
that signature has been forged, you 
may recognize the forgery by the 
fact that it appears to have been 
drawn rather than written rapidly 
free hand. The lines may not be 
steadily regular. The forger prob- 
ably was looking at the authentic 
signature as he drew the signature 
on the forged check. 

After you feel sure that the 
signature was written free hand by 
the banker, then take special note 
of the date. If the date is the pres- 
ent day or a recent date, that is, 
not more thdn 15 days previous to 
the time the check is presented, the 
date may be passed over. However, 
if the date is sometime in the fu- 
ture, don’t accept the check. Or if 
it is two or three months old, then 
it might be unwise to accept the 
check. 

Look at the amount of the check. 
Make sure that the amount in nu- 
merals is exactly the same as the 
amount in hand writing where the 
words are spelled out. If there is 
a difference, then you have good 
reason to doubt that the check is 
an authentic one. Also, look to see 
if there is any likelihood that the 
amount could have been raised by 
adding either a numeral or two, or 
extra words. You can usually tell 
a raised amount because one or an- 


other of the numerals will be writ. 
ten with a different ink or with a 
different handwriting. Careful 
study should tell you when this is 
true. 


Ask for Identification 


Carefully examine the name of 
the person to whom the check was 
made payable. Ask the stranger to 
identify himself as that person and 
ask him to show you more than 
one piece of identification, espe- 
cially one or more which bear his 
signature. If he cannot do this, 
then it is quite possible that he is 
dishonest and that the check is not 
good. 

Next, examine the signature on 
the check. If it appears to have 
been written free hand and rapidly, 
it may be authentic. On the other 
hand, if it appears to have been 
drawn by slowly lengthening each 
line, then it may be a forgery; in 
fact, it is almost surely a forgery. 

If all these items seem to be cor- 
rect, it might be well to continue 
to doubt the authenticity of the 
check. Ask the stranger if there 
is someone locally who knows him 
whom you might call or if the check 
is apparently drawn by a local resi- 
dent, ask your visitor if he would 
be willing to let you call that person 
or the bank which certified the 
check. j 

It is possible to lose money by 
accepting a certified check. Be 
cautious. 
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sation 
ne pane of Display space only 16” x 20” enables 
e check was 
stranger to dealers to arouse customer interest in 
person and _— 
more than Lifting of heavy power tool equipment is a thing of the the new Shopmaster gv tilting arbor saw. 
ition, espe- past, according to Shopmaster Inc., Mi lis, national 
ch bear his manufacturers of a new aluminum 8" tilting arbor saw No longer is it necessary for the hardware dealer to 
ot do this, and home power tools equipment. The new, lightweight set aside a large portion of his valuable counter space 
- that he is arbor saw weighs 34 pounds, facilitating handling ease. to display power tools and accessories, according to 
heck is not The arbor saw’s table remains level, the blade tilts or Shopmaster Inc., national manufacturers of power 
raises by a simple turn of handwheels, providing new tools and power tool accessories with headquarters 
gnature on ease in manual operation. "Sealed-for-life" ball bearings in Minneapolis, Minn. 
rs to have are standard equipment on this unit. Shopmaster c= now man ufacturing a new, ligh t- 
nd rapidly, weight aluminum 8’ tilting arbor saw. This unit, 
1 the other measuring 13” x 16”, requires only 16” x 20” for an 
have been attractive counter display. The small counter dis- 
ening each play area taken by the saw facilitates the placing of 
orgery; im accessories around the equipment. 
a forgery. 
to be cor- Commands Attention 
o continue A power tool counter display, according to Shop- 
ty of the master Inc., will command the attention of all that 
r if there pass—customers have an opportunity to actually 
nows him check features and advantages of the equipment— 
the check building their interest for the sale. 
local resi- The Minneapolis firm has found in a recent 
he would survey that a “compelling” power tool counter dis- 
iat person play, regardless of size, will funnel traffic through 
tified the the tool department to generate spontaneous cash- 
; and-carry sales. 
ss b, Booklet Offered 
Interested dealers can secure detailed information on 
the power tool business in a free booklet and 
catalog offered by the Minneapolis firm. The book- 
let contains information gathered over a period of 
years by the company and illustrates proper power 
AOR tool merchandising for the dealer. 


To obtain the booklet, simply clip the coupon 
below and mail to Shopmaster Inc. You’ll receive 
this valuable information by return mail. 





SHOPMASTER, Inc. 
Dept. HA 10 
1214 South Third St., 
Minneapolis 15, Minn. 





Dear Sirs: 

Please send me the following information: 

1. Free booklet “Sales Ahedd.” 

2. Catalog on premimum quality Shopmaster Power Tools. 


3. Folder on the new, lightweight aluminum 8" tilting arbor saw. 


Simple, impressive power tool displays are possible, 














according to Shopmaster, Inc., nati turers of Name 
power tool equipment and power tool accessories. L 
Russ Fernstrom, 4424 Excelsior Blvd., checks the new Firm 
aluminum Shopmaster 8“ tilting arbor saw on display at . 
Minikada Hardware, Minneapolis. The display table in- Address City Zone No.— 
it cludes an arbor saw, power tool accessories and quality _ 
ate 





hand tools for the home workshop. 
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CHECK THE CLARKE SALES AND 


SERVICE NEAREST YOU! 


ALABAMA 
Birmingham 8, 3009 Lomb Ave., W. 


CALIFORNIA 
Los Angeles 15, 536 W. Washing- 
ton Bivd., San Francisco 10, 572 
Valencia St. 


COLORADO 
Denver 2, 2004 Champa St. 


CONNECTICUT 
New Haven, 872 State St. 


DIST. OF COLUMBIA 


Washington 11, 225 
Upshur St., N.W. 


FLORIDA 
Jacksonville 7, 1075 Kings Ave. 


GEORGIA 
Hapeville (Suburban Atlanta) 
3555 Elm St. 


ILLINOIS 
Chicago 22, 1357 W. Chicago Ave. 


INDIANA 
Indianapolis 2, 914 College Ave. 


1OWA 
Des Moines 14, 215 W. 
University Ave. 


LOUISIANA 
New Orleans 19, 2037 N. Broad St. 


MARYLAND 
Baltimore, 4331 York Rd. 


MASSACHUSETTS 
Boston 15, 1352-54 Boylston St. 


MICHIGAN 

Detroit 8, 6055 Linwood 
Grand Rapids 7, 857 
Ballard St., S.E. 


MINNESOTA 


Minneapolis 14, 1826 
Como Ave., S.E. 


MISSOURI 


Kansas City 8, 3003 Main St. 
St. Lovis 18, 3318 Meramec St. 


MONTANA 
Great Falls, 218 27th St., S. 


NEBRASKA 
Omaha 3, 3305 Cuming St. 


NEW JERSEY 
Newark 8, 95 Elizabeth Ave. 


NEW YORK 

Buffalo 16, 1206 Hertel Ave. 
New York 11, 248 W. 23rd St. 
Pleasantville, 42 Guion St. 
Utica 3, 1207 Park Ave. 

at Oneida Sq. 


NORTH CAROLINA 
Charlotte 4, 1940 E. 8th St. 


OHIO 

Cincinnati 10, 1939 Race St. 
Cleveland 14, State 
Chemical Mfg. Co., 

2435 Superior Ave., N.E. 


OKLAHOMA 
Tulsa 5, 14 E. 14th St. 


PENNSYLVANIA 


Philadelphia 30, 718 N. Broad St. 
Avalon, Pittsburgh 2, 
626 Calif. Ave. 


SOUTH CAROLINA 
Columbia, 219 Pickens St. 


TENNESSEE 
Memphis 6, 1226 Williams St. 


TEXAS 


Dallas 4, 2408 N. Haskell Ave. 
Houston 6, 2709 Lincoln St. 


UTAH 
Salt Lake City 1, 530 S. State St. 


WASHINGTON 
Seattle 1, 3218 Western Ave. 


WISCONSIN 
Milwaukee 10, 5412 W. Center St. 
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CLARKE EVEN PUTS SERVIC: 
ON WHEELS! 


The old adage about “an ounce of prevention . 
nothing on Clarke. Here are three of its fleet of servicffhat’s why 
trucks which visit dealers throughout the nation. Manneijfigles and sé 
by skilled servicemen, these trucks bring stores of parts{genuine Clar 
to your very door. The experts make sure your ClarkeMfpy expert se 
rental machines are in perfect working condition. In fact,the ground 
this service makes money for you by insuring maximunfffor long, rv 
profit by preventing on-the-job breakdowns! Such serviceffocasional se 
makes it easier for you to keep your equipment in ty at’s why 
shape in your own shop between visits of the service trucks, when you n 
within hour 
trucks regul 
maintaining 


Look at the CLARK... 
RENTAL THREESOME 


ment. It’s “‘ 
fou can’t g 
maintenance 
like this. 

You’ll want the famous “Clarke Rental Three- 

some” to start your floor care rental department 

or add to your present equipment. They’re built 

to take grueling punishment indefinitely at ex- 

tremely low maintenance cost — built for the 

rental trade! 





MV-8 Sander 


MV-8 SANDER has rugged 
1% h.p. motor, develops 
drum speed of 3,077 r.p.m. 
Guaranteed for one year. 


P-12 Polisher 


any type of floor a pro- 
fessional luster for greater 
beauty, longer wear. 


P-12 POLISHER will give : ad . 


V-5 Edger 
V-5 EDGER is indispen' 
for sanding stair 
landings, closets, nar 
corners. Has headlight 
dark corners. 


PAu 6 


ind you pay no premium! 


ARKE’S “KEEP-’EM-WORKING” SERVICE PROGRAM 
NS ADDED DOLLARS TO YOU! 


ily working machines make you money. You know 

hat when machinery is idle awaiting repairs it’s 

hike snatching dollars from the till. You don’t want 

.” hasfrepair promises when you're crying for SERVICE. 

et of service at's why — from coast-to-coast — Clarke’s 39 

ion. Mannejfgles and service branches are stocked with every 

res of partsfigenuine Clarke part and sandpaper. They are manned 

your Clarkelby expert servicemen who know your machines from 

ion. In fact,fithe ground up. You see, rental machines are built 

& maximunffor long, rugged life but abusive use does make 
Such serviceffocasional servicing necessary. 


— a topimat’s why, with a Clarke, you get skilled service 
ce trucks Brhen you need it, not days from now, but usually 
within hours. In addition, Clarke’s roving service 
tucks regularly prevent on-the-job breakdowns by 
maintaining your rental equipment in your own shop 

at no cost to you! 


How's that for an unbeatable combination? It’s the 
BEST service for the BEST floor maintenance equip- 
ment. It’s “profit insurance” that means whatit says. 
fou can’t go wrong when you demand Clarke floor 
laintenance equipment backed by a service program 
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SANDING MACHINE COMPANY 


3010 EAST CLAY AVENUE MUSKEGON, MICHIGAN 


headlight 


Authorized Sales Representatives and Service Branches in Principal Cities 
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| designed for enduring beauty, volume 





A few years ago, brass or cast iron 
was the only choice of the specialty 
hardware buyer. Today, nearly every- 
body prefers precision-cast zinc spe- 
cialties with their smooth, attractive 
rust-proof finish in brass, chrome, 
bright zinc, or ebony, exceptional 
impact and tensile strength. Your 
jobber can supply you with many at- 
tractive and modern items produced 
by Hall-Wessel . . . if you ask for 
them by name. Each is functionally 


selling, easy storage. Hall-Wessel 
Hardware Specialties are guaranteed 
by a pioneer in casting zinc alloy 
hardware specialties. Tell us your 
jobber’s name and we'll send our new 
catalog. Write today. 














2116-26 W. NICHOLAS ST. 








PHILADELPHIA 21, PA. | | 


Canadian Sales Agents: 


Geo. S. Hall & Co., 9 Wellington St. E., Toronto 1 


100 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 


vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J., Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


Bicycle Industry, Jan. 18-23 at the 


Boca Raton Club and Hotel, Boca 
Raton, Fla. Sponsored by Bicycle 
Institute of America, 122 E. 42nd 
St., New York City 17. 


Industrial Supply Convention, April 


12-16 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburgh 22, 
Pa. R. Kennedy Hanson, general 
manager; the National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary, and the Southern 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


Motor Boat Shows: National Motor 


Boat Show, Jan. 9-17 at Grand Cen- 
tral Palace, New York City; Feb. 
6-15 at International Amphitheater, 


Ace Stores annual convention and ex- 


hibit, Feb. 2-4, 1953 at the Conrad 
Hilton Hotel, Chicago. Sponsored 
by Ace Hardware Corp., 2355 S. 
Blue Island Ave., Chicago 8. 


American Hardware Supply Co., Mer- 


chandise Fair and _ Stockholders’ 
Meeting, Jan. 26-27 at company 
headquarters, 41 Terminal Way, 
South Side, Pittsburgh, Pa. Wm. M. 
Stout, executive vice-president and 
general manager. 


Coast-to-Coast stores annual meeting 


and merchandise exhibit, Feb. 8-11, 
at Minneapolis, Minn. Sponsored 


Chicago, and Sports, Travel & Boat 
Show, March 6-15 at Civic Audi- 
torium, San Francisco, Cal. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 15-22 at Navy 
Pier, Chicago. Sponsored by Na- 
tional Houseware Manufacturers’ 
Assn., 1140 Merchandise Mart, Chi- 
cago. A. W. Buddenberg, executive 
secretary. 


National Retail Hardware Assn., Con- 
gress, July 13-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing Director, Russell R. 
Mueller, 964 N. Pennsylvania St, 
Indianapolis 4, Ind. 


National Sporting Goods Show ané 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. Marvin Shutt, sec- 
retary. 


Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Events 


Stores Central 


by Cost-to-Coast 
29 Main St. 


Organization, Inc., 
S. E. Minneapolis 14. 


Cotter & Co. Spring show and annual 


stockholders meeting, Feb. 2-3, 1953, 
at company headquarters, 365 E. 
Illinois St., Chicago 11. 


Franklin Hardware and Supply Co. 


annual convention Feb. 3 at com- 
pany headquarters, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 
F. Leon Herron, president and gen- 
eral manager. 


Garden Supply Trade Show, Oct. 28- 


30, 1952, at Long Beach, Calif. 
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Sargent Products for 


Extra Cliistmas Potts / | 


ALL NATIONALLY ADVERTISED 
ALL IN BIG DEMAND! 











Make profitable Christmas displays of these Sargent 
products in your windows and on your counters. They'll 
sell themselves for those important “little” gifts that 
people are looking for to complete their Christmas lists. 


SARGENT PARALLEL-ACTION PLIER NO. 102 — A favorite 
tool of mechanics, sportsmen, farmers and handymen. It is 
really 3-tools-in-1 . .. a plier, a cutter, a wrench. Fits into 
Christmas stockings ... hangs from the Tree . .. brightens up 
every tool chest! 


SARGENT PARROT HEAD PRUNER-— A gardener’s Christmas 
joy will burst into full bloom when he or she opens the box 
with a Parrot Head Pruner. Ideal gift for women! Gives greater 
cutting force with less fatigue. 


SARGENT HERCULES PLANE — Here’s a quality gift that 
every man with a work bench wants. It’s a professional plane 
at an economical price. It has 12 certified advantages. 


CHRISTMAS ADVERTISING of Yule-wrapped Sargent 


products will appear in . .. Popular Science, Popular 


Mechanics and Better Homes and Gardens. 
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greatest na -+. backed by 


of New Ha 






Send for reprints of these consumer ads. 
Mail them to your customers. Display 
them! They’ll help you increase your sales 
and profits for Christmas! 






















Order your stock and promotion material 
from your jobber today, or write us for full 
information. Dept. 1K. 





Better tools by 





SARGENT 


AND COMPANY 
Builders Hardware and Fine Tools since 1864 New York « NEW HAVEN, CONN. «© Chicago 
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WHY MAKE ONE SALE 

MAKE TWO - - = = 
While your drill customer is in a buying 
mood—GET THAT EXTRA SALE by tying 
in a Fedco Saw Rite— 
You'll create a more satisfied customer— 
and more profits for you. 


FEOr CQ) Sau-Réite 


Model 605 









FULL ONE 
YEAR GEAR 
GUARANTEE 


Has special chrome nickel 4'' combination 
saw blade. Depth of cut adjustable from 
VYe"* to 1%"". 
0 to 45 degrees. 


Bevel cuts any angle from 


neta’ 10-95 
FEDE]] Sau -Zie 
al 


Model 500 


Sturdily con- 
structed, direct 
drive attach- 
ment with 4°' 
chrome nickel 
combination 
saw blade that 


stays SHARP %,, r 


under continuous use. 75 
Adjustable from '/s"' to $7. 
1¥e'* depth of cut. Retail 


Feero Stanzall Universal 
DRILL STAND 
Model 805 


Fits all /s4"' and ¥%"' 
Power Drills. Adds 
safety to sawing, 
sanding, grinding, 
buffing, etc. 


Retail $9.95 




















REPLACEMENT BLADES 


FEDCO AVAILABLE 


Comb. RIP and for SOFT METALS 











102 


Send for Literature and Dealer Discounts 


FEDERAL ENGINEERING COMPANY 


37 MURRAY ST., NEW YORK 7, NEW YORK 


NOW! : 


Listen to the ‘ ‘FEDCO” Message dally 

n the Red Benson “Take a Number’’ 
Pregram over your local Mutual Broad- 
casting Station. 


| Gift 


| Hardware Wholesalers, 


} 


| 


| 
| 
| 
' 


Sponsored by National Garden Sup- 
ply Merchandise, 1901 St. Paul St., 
Baltimore 18, Md. 


Show, 36th annual California 
Gift Show, Jan. 18-23 at the Mer- 
chandise Mart, Brack Shops, indi- 
vidual showrooms, and the Alex- 
andria and Biltmore Hotels, Los 
Angeles, Calif. Sponsored by Los 
Angeles Trade Fair, Inc., 1151 S. 
Broadway, Los Angeles. 

Inc., annual 
convention and exhibit, tentatively 
Nov. 18-20, 1952, at company quar- 
ters, Fort Wayne, Ind. A. H. Ger- 
berding, manager. 


Lamp and Picture Show, 7th annual 


California Lamp and Picture Show. 
Jan, 25-29, at the Biltmore Hote 
and individual showrooms in Ip; 
Angeles, Calif. Sponsored by Ip; 
Angeles Trade Fair, Inc., 1151 § 
Broadway, Los Angeles. 


Northern Wholesale Hardware (y, 
convention and merchandise exhibit. 
Feb. 15-17, at Portland, Ore., Spon. 
sored by Northern Wholesale Hard. 
ware Co., 805 N. W. Glisan St, 
Portland 9, Ore. 


Rehm Hardware Co. annual conven- 
tion and exhjbit, Jan. 27-28 at com. 
pany quarters, Blue Island Ave. and 
15th St., Chicago 8. J. B. Moore, 
vice-president and secretary. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-7 Frank Nelson Bldg., Birm- 
ingham 3. 

Arkansas Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-23 at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 


Tisdale, 908 Rector Bldg., Little 
Rock. 
| California Retail Hardware Assn., 


| 
| 


convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Kreuger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 3. 

Connecticut Hardware Assn., conven- 
tion Jan. 21 at the Hotel Taft, New 
Haven. Secretary, Ned Russell, 
Southport, Conn. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54, 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis, 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 

Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Utah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 


| Iowa Retail Hardware Assn., conven- 





| 


tion and exhibit, Feb. 10-13 at Des 
Moines. Meeting, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 


Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 
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Michigan Retail Hardware Assn., con- 
vention, Feb. 17-19 at Detroit, 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schmacher, 1916 Olds Tower 
Bldg., Lansing 8. 


Minnesota Retail Hardware Assn., 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 


torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 


Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 


Bldg., St. Louis. 

Montana Hdwe. and Impl. Assn., con 
vention Oct. 30-Nov. 1, 1952, at 
Hotel Finlen, Butte. Secretary, 


Norman O. Blevins, P. O. Box 1152, 
Helena. 


Mountain States Hdwe & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 


Nebraska Retail Hardware Assn., con- 


vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 
torium. Secretary, C. A. McCoy, 


325 Insurance Bldg., Lincoln 8. 


England Hardware Dealers 
Assn., convention and exhibit, Feb. 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary, A. C. MacHardy, 
185 Dartmouth St., Boston. 


New York State Retail Hardware 
Assn., convention, Feb. 10-12 at 
Syracuse. Exhibit, Onondago Coun- 
ty War Memorial Auditorium, Sec- 


New 


retary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 

North Coast Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, at 


Olympic Hotel, Seattle, Wash. See- 
retary, D. D. Stewart, 741 Amer!- 
can Bldg., Seattle 4. 


Ohio Hardware Assn., convention and 


1952 
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High Profits 
FOR + Quick Sales 


TORCH 


WITH DISPOSABLE CYLINDER 





Lights instantly even at 
30° below zero 


et 
Pe 8), 


<_ a 


| APPROVED | 





Lasts up to 15 hours 











FLAME SPREADER 








and insurance companies 


SSS enc Fame 


adapt this torch to: 










steel cylinder 


@ soldering @ metal work 
® tinning © radio work 
© paint burning © electrical work 
and many other uses 4 





PACKAGED TO SELL 


The fast selling BERNZ-O-MATIC torch is pack- 
aged in a handsome, sales appealing, three 
color carton which acts as an extra salesman. 
In addition, you can get many other merchan- 











dising aids. 

BERNZ-O-MATIC is a name to remember. 
You'll be hearing more and more about BERNZ- 
O-MATIC products using this repeat sales- 
building disposable cylinder. Keep up with com- 
petition. Keep in touch with your BERNZ sales- 
man. 

“Always Reliable 
Swace 1876" 


OTTO BERNZ CO., INC. ROCHESTER 6, 
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¢ Repeat Business 


BERNZ-0-MATIC 


moderately priced for quick sale... 


Approved for storage by leading 
fire marshals, laboratories, 


Built to last—ICC approved 





















N.Y. 


103 





























ek eens RN Ke ee 


ee 




























NO WASTE — Gold Seal Friction Tape tears 
evenly, won't ravel, molds to uneven surfaces. 


HIGH DIELECTRIC — Less footage is needed per 
job. No pinholes; one thickness insulates. 


LASTING “TACK” — Gold Seal sticks to the job 
under toughest conditions of cold and moisture. 


EASY HANDLING — Gold Seal does not peel, 
dry out or smear the hands in hottest weather. 


, % ~ FRICTION and RUBBER 
: TAPES — In either 10-roll 
cartons or single rolls. 
Every roll sealed in cello- 
phane, stays fresh. Jenkins 
Bros. (Rubber Division), 100 
Park Ave., New York 17. 


STOCK AND SELL GOLD SEAL TAPE 
for fast turnover — for steady profit 


Jenkins Bros. make Diamond Seal Friction and Rubber 
apes which also meet ASTM Specifications. 
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exhibit, Feb. 2-5 at Cleveland. Ses- 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B. 
Conklin, 198 S. High St., Columbus. 


Oklahoma Hardware & Impl. Assn., 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 


Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 9-11, 1952, 
at the Davenport Hotel, Spokane, 
Wash. Secretary, J. Malcom Smith, 
614 Empire State Bldg., Spokane. 


| 

| Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19, 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 


Pennsylvania & Atlantic Seaboard 


Hardware Assn., convention and 
exhibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3. 


South Dakota Retail Hdwe, Assn., con- 
vention and exhibit, April 7-9 at 
the Sioux Falls Coliseum. Secre- 
tary, O. R. Baily. 1300 S. Jefferson 
Ave., Sioux Falls. 


Tennessee Retail Hardware Assn., 








convention Feb. 22-24, at Peabody 
Hotel, Memphis. Secretary, Mor 
Jones, P. O. Box 784, Nashville 2, 






Texas Hdwe. & Impl. Assn., conve. 
tion and exhibit, Jan. 26-28 at th 
Shamrock Hotel, Houston. Seen 
tary, R. M. Souder, 822-23 Texy 
Bank Bldg., Dallas 2. 


Tri-State Hdwe. & Impl. Assn., em. 
vention and exhibit, Feb. 9.4 
Herring Hotel, Amarillo, Tex. Se, 
M. D. Shepherd, Canyon, Tex. 


Virginia Retail Hardware Assn., con. 
vention and exhibit, March 24-2 
at Roanoke, Va. Meetings, Hota 
Roanoke, exhibit, American Legion 
Auditorium. Secretary, G. T. Omo. 
hundro, Jr., Scottsville. 


Western Retail Impl. & Hdwe. Asm, 
convention and exhibit, Jan, 19. 
21, at the Municipal Auditorium, 
Kansas City, Mo. Secretary, Wil 
liam J. Shaw, 214 Werby Bldg, 
39th and Main, Kansas City 2, Mo, 





















West Virginia Hardware Assn., con 
vention and exhibit, March 16-18% 
at the Daniel Boone Hotel, Charles 
ton. Secretary, James C. Fielding, 
1628 McClung St., Charleston. 








Wisconsin Retail Hardware Asm, 
convention and exhibit, Feb. 3-5 at 
the Auditorium Milwaukee. Secre 
tary, H. A. Lewis, 200 Strong 
Ave., Stevens Point. 
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A Christmas Dinner With Every Range Sale 






SPECIALS - 
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out her own groceries at her own grocer 
bill. Range deliveries before C 


HA 


To stimulate gas and electric range sales as Christmas gifts, Butter Hard- 
ware, Milwaukee, Wis., stopped just short of actually cooking the dinner. 
The store did offer customers free groceries. A large sign in the appliance 
department announced this Christmas special, advising that customers wou 
get up to $15 in groceries’ value. All the customer need do was to pi 


There’s 


store and Butter's would pay the Saha 
itmee were guaranteed. of Owens. 
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Arthur Godfrey is on the air 


America’s hottest salesman— for Dust-Stop Filters 


Arthur Godfrey—is giving your 
customers all the good reasons why CBS TV and Radio 


they should replace dirt-clogged furnace 
filters with Dust-Stop* Air Filters. He’s doing it every — es 
week this month. Be sure you tie in locally with this Tune in “Arthur Godfrey Time 


persuasive salesman by using our free displays and 
promotion material. Ask your wholesaler for the Dust-STop 
Campaign Folder and order blank. Owens-Corning Fiberglas 
Corporation, Dept. 38J,3 Nicholas Bldg., Toledo 1, Ohio. 
+ | e. . . 7 . 
There’s still time for you to get store tie-in material ! (if) 4 7(1) 
*T M. REG. U.S. PAT. OFF 


*FIBERGLAS and DUST-STOP are trade-marks (Reg. U.S. Pat. Off.) Al R FI LT E RS 


of Owens-Corning Fiberglas Corporation for products made of or with fibers of glass. 
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DON'T MISS THIS 


Cash in on the biggest motor-selling BARGAIN eve 


Hundreds of dealers have bought the famous G-E Silent Motor Salesman for $14.95 
IT IS SELLING MOTORS FOR THEM ... right IT WILL SELL MOTORS FOR YOU... now— 


now, these great, proven merchandisers are hard at you, too, can have this traffic builder, customer 
stopper, salesman...and all the new national, local 
and point-of-sale — that goes with it...not 


for $14.95, but for only . 


d. { NO CHARGE 


work selling G-E motors to the vast army of motor- 
hungry home workshop neat farmers, small 
businessmen, hobbyists . . 


°4.95 


if you stock 
an assortment 
of five 





if you stock 
an assortment 
of ten or more 





G-E UTILITY MOTORS FOR SHOP ¢ FARM ¢ HOME 








Model 1£160B 
1/2 hp 
mote! teres macy he motel ve Motel Zin ae 
SPLIT-PHase caPacit OR carat Tor carat Tor SINGLE SHAFT 


SINGLE ‘SHAFT SINGLE SHAFT pouBLe AMAT couBLe SHAFT 


a € 


& 


©: 





¢ 











ne ee “a Model \y hae ~— i Mode! 1£162A 
SPLIT-PHASE SPLIT-PHASE cAPacitfon caraciton _ CAPACITOR Model 1E161A 
1725 RPM 1725 RPM 1725 RPM 3/4h 
SINGLE SHAFT DOUBLE SHAFT SINGLE ‘SHAFT pousLe ‘SHAFT SINGLE SHAFT CAPACITOR 
3450 RPM 
DOUBLE SHAFT 








Gon com pr yous enfin in 
GENERAL ELECTRIC 


GET THE DETAILS ON THIS BIG OPPORTUNITY! CUT OUT THIS COUPON AND MAIL TODAY! 
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GENERAL ELECTRIC CO., P. O. BOX 2406, 


We're certainly interested in making money on easy-to-sell G-E Utility 
Motors and the famous G-E “Silent Motor Salesman.” Send a representa- 
tive to see us as soon as possible. 


FT. WAYNE, INDIANA 


The distributor we usually buy our 
electrical requirements from is: 


DISTRIBUTOR’S NAME 

















MY NAME____ Seeds S25 Fa eee e a 
FIRM OR STORE_ ——— : " DISTRIBUTOR’S ADDRESS_ 
Eanes Cciry__ 
CITY, ZONE, STATE__ STATE__ 
Offer good for limited time only, subject to withdrawal without notice. 674-117A General Electric Co., Schenectady 5, N. Y. 
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Salesman 


SEND IT 





ever 


e « now— 
>» Customer 
ional, local 
ith it...not 


DEAL! 


offered by G. E. 


THIS 5S THE FAMOUS [ 
G-E SILENT MOTOR SALESMAN 


“He doesn’t have to sell...he just 
shows off the G-E motors and the 
motors sell themselves.” 


This TOUGH, TIRELESS SALESMAN is made 
of CHROME AND STEEL... COLORFUL, hic 
excites your customers . . . scientifically de- 
signed, he INVITES YOUR CUSTOMERS to 
touch the G-E motors, twirl their smooth- 
running shafts...slim and compact, he takes 
up VERY LITTLE FLOOR SPACE... and 
while he may not talk, he sells . . . and sells 


eee and SELLS eee and SELLS! 


AND THAT’S NOT 
ALL YOU GET! 


look at all this brand new, pow- 
erful national, local and point-of- 
sale promotion .. . 


YOU’LL GET MORE SALES with the new 
12-PAGE CUSTOMER HANDOUT—( you’! 
want to read it yourself) on how to choose 
amotor... STICKERS, PLACARDS, PRICE 
TAGS—eye catchers, stimulants to the buying 
urge .. . AD MATS—to use in your local 
papers .. . NATIONAL ADVERTISING— 
millions of motor customers are reading 
about G-E motors and the G-E Silent Motor 
Salesman right now! Use the coupon... 


SEND IT NOW! 
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- @ IDEAL. FOR Shop. FARM . 





THE MOST WANTED MOTORS IN AMERICA @ | 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


GRAPHITED 
LOCK FLUID 


Protects 

all kinds 

of locks 

against 

freezing, 

sticking, “Gees 

rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 


staintess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display 
box, as shown, 
or on individ- || 
ual cards. Al- '¥ 
so large 
39c sell- 
er, push- 
bottom 
metal container, 

packed six to display box. 


DOOR EASE" 





Penetrates, 

lubricates, 

rustproofs 

— the finest 

oil on the 

market for 

home and ™ 

shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


AMERICAN GREASE STICK COMPANY 
Muskegon, Michigan 
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NEWS and Views 


Reports on Events Affecting the Hardware Business 





(Continued from page 10) 


Ceilings Boosted For 


Garden Tool Makers 


OPS recently opened the way for 
higher retail prices for hand garden 
tools by issuing SR 34 to CPR-22, 
SR 121 to GCPR, and SR 1 to CPR 
161. 

These actions authorize manufac- 
turers to increase their selling 
prices for the tools by 8 pct. The 
agency said the increase was re- 
quired by the industry earnings 
standard following a survey which 
showed that manufacturers’ earn- 
ings fell below the 85 pct level set 


Wholesalers, Retailers Pricing Under GCPR 
May Add Higher Freight Costs to Ceilings 


Wholesalers and retailers, whose 
prices are controlled by the General 
Ceiling Price Regulation may now 
pass on inbound freight cost in- 
creases. This was authorized by 
OPS in SR 120 to GCPR, effective 
Oct. 1. 

SR 120 permits GCPR wholesal- 
ers and retailers to boost their ceil- 
ings to reflect ICC rail rate in- 
creases and parcel post rate boosts 
occurring in the period from the 
GCPR base period (Dec. 19, 1950 to 
Jan. 25, 1951) to Oct. 1. 

OPS noted that SR 120 was is- 
sued because it believed that GCPR 
distributors would qualify for ceil- 
ing price boosts under the industry 
earnings standard if data were 
available from all _ distributive 
trades covered by the regulation. 

The agency explained that the 
freight relief order provides special 
increase factors for certain com- 
modities to meet exceptionally high 
cost increases resulting from can- 
cellation of exception ratings for 
less-than-carload-lot shipments. 

OPS estimated that the increased 
transportation costs covered in SR 
120 to GCPR for some sellers may 
amount to three-quarters of 1 pct 
or more of sales volume or as much 
as one-third of current net profits. 

The agency said that SR 120 to 


by the OPS industry fair earnings 
standard. 

The increases at the manufactur. 
ing level may raise retail prices of 
garden tools either by the dollar. 
and-cents increase in the retailer’s 
acquisition cost, or by the amount 
reflecting the retailer’s customary 
percentage or  dollar-and - cents 
markup applied to his invoice cost, 
the agency said. 

Manufacturers may apply the in- 
crease to the highest selling prices 
of the industry between Sept. 1, 
1951 and Sept. 29, 1952, the effec- 
tive date of the action. 


GCPR does not affect any commod- 
ity for which uniform wholesale 
price ceilings were set under Sec- 
tion 6 of GCPR, or brand name ar- 
ticles for which uniform resellers’ 
ceilings were set under Section 48 
of CPR-7 or under SR 4 of CPR-7. 

SR 120 provides four methods for 
figuring the inbound freight costs 
adjustment. The first three—meth- 
ods A, B and C, may be used inter- 
changeably and in different depart- 
ments, outlets, warehouses, or ship- 
ping establishments of a seller’s 
business. Methods B and C are the 
only ones for use by sellers whe 
were not in business prior to Jan. 
26, 1951, when GCPR was issued. 
If the fourth method, method D is 
used for any part of a seller’s busi- 
ness, he may not use any of the 
other three methods at the same 
time for that part of his business. 


int 





Here it is! 
Tile! It’s | 
Nairn labs 





Under method A, the seller finds 
the actual transportation cost in- 
creases since the GCPR base period 
and apportions the actual increases 
to each item of a shipment. 

Method B permits a seller to fig- 
ure increased transportation costs 
which can be added to ceiling prices 
by applying factors provided in the 
order to the transportation bill re- 
ceived after Sept. 26. 

Method C makes special provi- 
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high-fashion 





floor covering with 
the clearest, truest 








colors in rubber tile history! 





Here it is! . . . the dramatic new line of Gold Seal Rubber 
Tile! It’s entirely new . . . developed in the Congoleum- 
Nairn laboratories . . . manufactured to the strictest speci- 
fications . . . the finest quality rubber tile on the market! 


Gold Seal Rubber Tile brings you the brightest, clear- 
est, truest colors ever manufactured . . . all the best- 
selling colors in one great line . . . and, for the first time 
anywhere, rubber tile multicolors! Color-correlated by 


For complete information see 
your Gold Seal distributor or 
write direct to Sales Dept 
Congoleum-Nairn Inc 





©KEARNY, N. J. 
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20 patterns 1/8” gauge! 
10patterns 3/32" gauge! 
Competitively priced! 


Gold Seal money-back 
guarantee! 








Congoleum-Nairn style experts, Gold Seal Rubber Tile 
offers you a wide range of color combinations and designs 
especially suited for residential installations. 


There’s greater consumer appeal, greater profit potential 
by far in new Gold Seal Rubber Tile because of its dramatic 
new high-fashion beauty, because of its superlative qual- 
ity . . . because it’s backed by the great Gold Seal name 
and prestige . .. AND the famous Gold Seal guarantee of 
satisfaction or your money back! 


CONGOLEUM-NAIRN inc. 


Makers of Gold Seal Guaranteed Floor and Wall Coverings 
109 








Thal aha Washington 


NEWS and Views 





PROMOTION 






sions for adjusting ceiling prices of 
| commodities listed in Appendix 9 
of the order on which more substap. 


STORE DISPLAY make | tial freight cost boosts have &. 


curred on less-than-carload lot ship. 


| ments. 
| Method D determines the freight 
(4 VOCUS, cost boost to be added to ceiling 
prices by use of factors applied toa 


seller’s total freight to total pur. 


YOUR chase ratio. By multiplying his 


pre-GCPR freight to purchases ra. 


FASTE ST-SELLING | tio by an increase factor, a distrib- 

utor finds the percentage increase 

WH ISK I in the ratio caused by higher trans- 

d portation costs. He applies the re- 

y ’ use sulting figure to current invoice 
_puine Pabbrmalt Fabry everywhere— | costs of his merchandise to find the 
at the office 

in every home 


Ground the shop 
to brush out the car 




















Va we eens ee 






increase to be added to the ceiling 
prices. 


| Offer Price Boost Plan 


a 






*STRONG | For Fastener Industry 
eFLEXIBLE ar ane wel owners | Manufacturers of screws, bolts 
*DURABLE know that Red Breast’s tough, | ang rivets hope to convince govern- 


palmetto fibre has a natural | ment price-setters of their need for 
color that won’t show dirt, and | a horizontal pass-through price in- 


lasts for years of hard use. | crease, effected by a percentage fig. 


They like its full 714” size—its | UT to be used in providing relief 
. from higher metals costs. 

strong, neat, wire-wrapped I oi 7 
ndustry representatives _ base 
handle and handy metal ball their request for relief on Section 
top, with hanging ring. And | 18, General Overriding Regulation 
Red Breasts are priced so/ 35, authorizing pass-through of in- 
reasonably, it’s no wonder they | creased costs of steel, pig iron, 
hang up sales records. | aluminum, and copper. This action, 
| they say, would have industry-wide 
application and _ prevent “tre 


' | mendous” confusion which might 
ATMEL, to your Best OS UT | result from various price-increase 


Red Breast’s consistent advertising in Saturday Evening moves wd age ny perp 
Post and Better Homes & Gardens reaches and sells the Meanwhile, they want the govern 


best customers and prospects in your community. ment to hold in abeyance considera- 
tion of an earnings survey in their 


Packed in display cartons | industry. 


One dozen to a counter display carton—attractive, McDonald Named 


colorful, eye-catching sales stimulator. No heavy 


investment in stock, yet, you profit from quick turnover. New NPA Head 


. j j Richard A. McDonald was re 
NOW _new Self-Service metal display rack eS ee 











Holds 1 dozen Red Breast whisks on a sturdy, one-piece the National Production Authority 
metal rack topped with an attractive sales message. by Secretary of Commerce, Charles 
Entire display takes up only 12 inches of counter space. | Sawyer. At the same time Horace 

At any high traffic spot in your store, it invites self- B. McCoy was appointed to the post 
service, pick-me-up Red Breast sales. of deputy administrator. 


Mr. McDonald, who is on leave 
from the Crown-Zellerbach Corp. of 
San Francisco, succeeds Henry H. 
want list! Your jobber can supply Fowler, who recently resigned to be- 


you from stock—or can get Red come director of the Office of De 
i B f —fast. OX FIBRE BRUSH COMPANY, INC. —aarr 
} asia auctinaes Freoericx olatlished /SS4F MARYLAND fense Mobilization. 

(Resume reading on page 11) 


Put OXCO’S Red Breast on your 
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NEW! EXCITING! fest-repent seller 





QUICKLY 
CLEANS 


Oven interiors 
Grills 
Burners 





» SPECIAL INTRODUCTORY OFFER 
HURRY. .. Expires Election Day 


Two jars FREE in every dozen you order 
Gives you over 48% Discount 


YOU GET: FREE — 1/6 doz. 8-0z. jars... Retail value — $1.38 

\\ wa\ss \ Your standard discount (33 1/3% & 5% on 1 to 3 doz.) —$2.53 

a. \\ ie SELLING PRICE—1 doz.—$8.28 
ess X ) YOUR PROFIT— $3.91 


handy cellulose — f 
sponge applicator. | : On orders of 4 or more cases, this free goods offer gives you a discount of 50% 


G.N. COUGHLAN CO., West Orange, N. J. 
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Automatic Pop-Up Toaster 


Presold as no other automatic toaster is or ever has been. 
Highest in turnover, lowest in sales cost. America’s most- 
wanted gift toaster. The one that stays sold! Backed by 26 
years of unmatched performance, profit opportunity, policy 


fairness. $23.00, retail. 


* TOASTMASTER"™ is a registered trademark of McGraw Electric Company, 

makers of “‘Toastmaster"’ Toasters, ‘“Toastmaster’’ Water Heaters, and other 

“Toastmaster” Products. Copr. 1952, ToaASTMASTER Propucts DIVISION, 
McGraw Electric Company, Elgin, Illinois. 





TROPIC-AIRE 


Automatic Electric Blanket 


New, wide range of fast-selling colors. New, patented 
Comfortrol. New gift case and handy storage container. New, 
practical service plan and guarantee. Backed with big, hard- 
hitting, colorful advertising in leading magazines. From 


$42.95, retail. 





Mc Graw 


ELGIN, 
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stardom. Each brand, ‘‘Toastmaster,”’ 
Everhot, and Manning-Bowman, has 


ALL four lines represented here are capable of sales 
Tropic-Aire, 


proved leadership | 


brand attractive and profitable to the trade, McGraw 
Electric Company expects to do for Tropic-Aire, Ever- 


hot, and Manning-Bowman. 





been a winner independently for many 
years. Now, they team up under the 
McGraw Electric Company banner. 
McGraw Electric Company merchan- 
dising experience has ‘‘coached”’ the 
“Toastmaster” brand into top position 
and kept it there through the years. 
What McGraw Electric Company has 
done to make the ‘“‘Toastmaster’’* 





So let this strong team ‘‘go to bat” 
for you. ‘‘Toastmaster,’’ Tropic-Aire, 
Everhot and Manning-Bowman distrib- 
utors are located in all major markets. 
If you are unable to locate the distrib- 
utor who handles the line you are inter- 
ested in, please write the Sales Depart- 
ment, Toastmaster Products Division, 
McGraw Electric Company, Elgin, Ill, 











De Luxe Roaster Oven 


Exclusive Turn-A-Knob Cover 
Lifter opens, closes, and locks 
cover or holds it in any open 
position. Handy adjustable lift 
rack makes it easy to put in and 
take out food. Cooks a whole 
meal at one time—especially 
popular with working wives. 
Nationally advertised. $44.95, 


retail. 





De Luxe 
Automatic Roasterette 


Favorite of a million homemakers. 
A fine, all-purpose gift. Roasts, 
cooks, bakes—right at the table. 
Thermostat range from 150° to 
500° F. Nine-pound roast; 5-qt. 








liquid capacity. Heavily insulated 
with Fiberglas. Steel body with 
white, heat-resistant enamel. 
Backed with national advertising 


$21.95, retail. 











Manninc-Bowman 


Popcorn Popper 


Best-looking, sturdiest popcorn popper 
on the market. A big demand item. Ideal 
for TV parties, evenings at home. Sells 
on sight. Clear, heat-proof glass cover 
shows corn popping away inside. Pol- 
ished aluminum bowl. Cool handles. 
1%-quart capacity. A top value at only 


$9.95, retail. 





Automatic Combination Grill 


Bakes waffles or toasts sandwiches. 
Interchangeable waffle and smooth 
grids. Completely automatic. Sig- 
nal light shows when current is on 
and when food is ready. Chrome-plated; cool plastic handles. 
Always in demand as a gift item. $19.95, retail. 





Portable Food Mixer 


Unique upright design for easy use in deep pans. Re- 
movable handle fits on top or side. Three full-power 
speeds. Enclosed 1%-qt. bowl prevents splashing, is 
self-sealing to keep out dust when not in use. Two 
easy-to-remove beaters. Stores in small space. Always 
ready to use—so more women want it. $28.95, retail. 





Llectric Company 


ILLINOUES 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 117. 


(Continued from page 13) 
easily reversible for left-hand use. 
Bronson Reel Co., Div. of Higbie 
Mfg. Co. 


For more data circle No. 9 on postcard, p. 117 


Aluminum Pocket Level 


This new aluminum pocket level 
can be imprinted with a company 
name or sales slogan for advertising 
use. Known as No. 556, it is made of 


3% in. hex aluminum tubing. It is 
5144 in. long and is fitted with 
sturdy pocket clips. Available in 
red, blue or gold, the color is ano- 
dized and dyed by the Alumilite 
process, making it an integral part 
of the tubing, and it will not peel, 
chip or craze. For use on the job 
or in the home, it levels stoves, 
refrigerators, radios and other ap- 
pliances. Columbian Vise & Mfg. 
Co. 


For more data circle No. 10 on postcard, p. 117 


Circular Cutting Punches 


Added to the Adco line of custom 
made cutting dies, these circular 
cutting punches are scientifically 





ADCO CUTTING PUNCHES 


designed from high quality cutting 
steel. Set No. 8, shown here, in- 
cludes sizes from 1 in. to 4 in., and 


114 


is complete with a sturdy wooden 
holder in which to keep punches 
when not in use. Sets in other sizes 
range from 2% in. to 44 in. with 
variation to 1/16 in. They make a 
quick, sure circular cut in any 
fibrous material such as _ leather, 
cloth, fibre, ete. Auburn Die Co. 


For more data circle No. 11 on postcard, p. 117 


16-in. Lawn Mower 


This new model Roto-Mower, 
with a full-floating and reversible 
steel tubular handle, mows in either 
direction and trims back, front and 
either side. Called Roto-Cub 16-in., 
it has a chassis of 14-gage pressed 
steel, reinforced, and full axles 
across the body of the machine for 
greater strength. It is easily ad- 


justed for cutting height and the 
wheelbase is of proper length to 
allow cutting over rough ground 
without scalping. Front and rear 
guards are extra heavy. It is 
powered with a 114 hp. four-cycle 
vertical shaft engine. Wheels are 
tired with semi-pneumatics. Moto- 
Mower Co. 


For more data circle No. 12 on posteard, p. 117 


Improved Snow Melter 


A new phosphate type rust in- 
hibitor has been added to Ice Rem, 
ice and snow melting chemical pel- 
lets. Known as Speconite, the new 
inhibitor safeguards against exces- 


sive rust in the deicing of metal 
pipes, drains, downspouts, railway 
switches, etc. In small pellet form, 
it is said to have 30 times the thaw- 
ing capacity of salt and can also be 
used on porches, steps, sidewalks, 
drives, etc. It is also said to be 
harmless to vegetation, rubber, 
asphalt or paved surfaces. Avail. 
able in 10 lb. cans, 25 Ib. pails and 


100 Ib. drums. Speco, Ine. 
For more data circle No. 13 on postcard, p. 117 


Heavy-Duty Cords 


A new line of heavy-duty exten- 
sion cords of types S and SJ is now 
being marketed. These rubber jack- 
eted service cords, called Powr- 
Kords, have molded-on rubber caps 
and connectors, with built-in strain 
reliefs, and are especially suitable 
for use with power tools, lawn 
mowers, hedge clippers, movie pro- 


jectors, floor polishers, industrial 
machines, etc. The line is UL listed. 
Royal Electric Co., Ine. 


For more data circle No. 14 on postcard, p. 117 


New Type Plier 


With this new type transverse 


end cutting plier it is possible to 
reach into confined places and make 
a clean flush cut. A_ replaceable 
tempered steel spring keeps the 
plier in open position without the 
necessity of opening by finger; also 
available without the leaf spring. 
The plier is hammer forged from 
high grade tool steel, individually 
fitted, tempered, adjusted and 
tested. Model No. 204-6L comes with 
leaf spring, No. 204-6 without 
spring. Also offered is a new 
oblique cutting plier without the 
customary top bevel. Available 


with or without leaf spring and in 
5 and 6-in. sizes, the entire length 
of the cutting knives works flush 
against the cutting surface, per- 
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- Guaranteed by help you build sales. Kit includes: Complete ad mat 


PR7S 


Win the Procession to Greater Sales 


ws 4 


SiLieN 
THE apistocrRat oF RE 





Tie-up NOW with 
MATICO’s KING-SIZE 


NATIONAL ADVERTISING CAMPAIGN 
for the Fall of ‘52 


Crown your sales efforts with success! Tie-up with MATICO’S powerful 





Fall national advertising that’s out to build sales for you...help you 
ssresteX earn greater profits. The first full-color MATICO ad in this great pro- 

R 
-~“mz-== gram runs in the September issue of Good Housekeeping. This striking 


ad will tell millions of able-to-buy prospects about Aristoflex, the mir- 


BEze 


ess acle vinyl-asbestos tile flooring that resists grease, acids, alkalis and 
a Y g g 
, fire... is plastic-asbestos throughout... comes in low-cost stand- 


ard gauge...can be installed on, above or below grade. 


Get your share of this business! Send for big FREE 
Aristoflex tie-in merchandising kit today. The result will be 


King Size profits for you! 


MAIL COUPON NOW! 


ARISTOFLEX TIE-IN 
PROMOTION KIT NOW! 


om een This King-Size kit is jammed full of useful material to 


MASTIC TILE CORPORATION OF AMERICA 
Dept. 11-10, P. 0. Box 986, Newburgh, N. Y. 


Rush me full information on MATICO ARISTOFLEX and FREE TIE-IN 
PROMOTION KIT! 

NAME 
COMPANY 
ADDRESS 
CITY ZONE STATE 


ree - service, three window streamers, full-color ad reprints, 
Saoveanste SS radio commercials and publicity releases—all designed 
to help you cash-in BIG on booming Aristoflex sales. 








MASTIC TILE CORPORATION OF AMERICA 


Member: Asphalt Tile Institute 
> 








JOLIET, ILL. e LONG BEACH, CALIF. ¢ NEWBURGH, N. Y. 





WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 117. 


mitting a close, clean trim. No. 
210-L comes with spring, No. 210 
without spring. Mathias Klein & 


Sons. 
For more data circle No. 15 on postcard, p. 117 


Fluorescent Lamp 


This mechanically calibrated 
fluorescent lamp has balanced mech- 
anism and rides smoothly and noise- 
lessly into position at finger-tip 





touch. Every part is die-cast and 
guaranteed against breakage for 
the life of the lamp. Available in 
brown or grey, it has the new poly- 
merin finish. Individually packed, 
all 19 models come equipped with 
GE 8-ft. Flamenol cord, U. L. ap- 
proved, and use 15 watt tubes. Free 
catalog available. Acme Lite Prod- 


ucts Co. 
For more data circle No. 16 on postcard, p. 117 


Razor Blade Scraper 


Plastic holder mounts standard, 
single edge blade for removing 
paint from windows, and cleaning 
hard, smooth surfaces. When not in 





use, blade slides up in holder and 
locks in position. When in use blade 
is locked in “use” position. Holders 
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come in assortment of bright colors 
—red, green, blue, and yellow— 
packaged 36 to a box which also 
serves as a counter display. This 
new No. 25 model retails for 25¢. 
Hyde Mfg. Co. 


For more data circle No. 17 on postcard, p. 117 


Liquid Soil Conditioner 


This liquid soil conditioner is a 
chemical that gives new life to 
plants, and changes dry, hard, 
baked soil into smooth, easy-to- 
work crumbly loam. It lets air, 
moisture and nutrients already in 
the soil get to the plant roots. It 
is not a fertilizer. One application 
will last for years and can be ap- 
plied anytime during the year. It 
changes the structure of the soil 
and greatly increases growth and 


flowering. Rhinehart Chemicals. 
For more data circle No. 18 on postcard, p. 117 


Home Handsaw 


Here is a quality, low priced 
handsaw for home use, called 
Home Owner P4, that is taper 


ground for rapid cutting with mini- 





mum set. Its handle is made of 
durable Tenite plastic and its bal- 
anced blade of special, high quality 
steel, tempered to take an edge and 
hold it. It is priced to be within 
the reach of all handymen who de- 
sire a quality saw. Atkins Saw 
Div., Borg-Warner Corp. 


For more data circle No. 19 on postcard, p. 117 


Table Accessories 


This line of table accessories to 
be marketed under the name Laure- 
line will be launched with a set of 


salad servers. Entirely different jp 
material and type of item from the 
same maker’s Boontonware, it js 
made of a special formulation of 
material having fine modulation of 
color ranging from clear to senj. 
clear to translucent. It is offered jy 
five colors—raspberry, lemon, mint, 
smoke and ice and will be followed 
by other household items related ty 
table use. Boonton Molding Co, 


For more data circle No. 20 on postcard, p, 117 


Rubber Riser Carpetreds 


Akro Rubber Riser Carpetreds, 
which embody the endurance of 
rubber in carpet-like texture, cover 
the back of the step as well as the 
step itself. Protects the entire 
stairway from kicks and scuffs and 
eliminates the clatter and danger 
of bare stairways. Installation by 





tack or paste method is explained 
in instructions. Available in green, 
blue, red, beige and wine, in either 
the 18 or 24-in. widths. Buxbaum 
Co. 


For more data circle No. 21 on postcard, p. 117 


Painter's Guide 


Called Painter’s Handy-Guide, 
this practical painting aid prevents 
smears and streaks. It is easy to 
hold in place by its convenient han- 








dle and it has a supporting leg that 
keeps it from rocking, tipping oF 


(Continued on page 120) 
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Use this card for more 
information. Give Full 


Name and Address 





A NEW 
HARDWARE AGE SERVICE 


A successful hardware dealer 
keeps up to date on What's 
New in merchandise. The new 
Quick Check Card on the 
bottom of this page will help 
you get more information on 
new products described in 
this issue, quickly and easily. 
HARDWARE AGE brings 
you more new product de- 
scriptions than any other 
magazine. The new Quick 
Check Card service will now 
get you all the information 
you need, quickly. 






Mail Card Below Today For Quick Information On New 
Products Described in This Issue. No Postage Needed 


| 
1 
| 
} 
| 








FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 























BUSINESS REPLY CARD — 

No postage necessary if mailed in the United States — 
POSTAGE WILL BE PAID BY prapereeeisi 
HARDWARE AGE —s 
Post Office Box 60 persed 
Village Station —_— 

NEW YORK 14, N. Y. pone ama 
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Here is the new Quick Check Card v 


What it is . . . How it works 


© Each issue brings you dozens of descriptions of new products, 
new displays, etc., in the "What's New" columns. You get more 
of these in HARDWARE AGE than in any other magazine. 


© When you want more free information on any of these prod- 
ucts, simply mark a circle around the same number on the post 
card as appears under the individual item description. 


® Drop the post card in the mail box. No postage is needed. You 
will quickly receive, free, complete details on the product from 
the manufacturer. You may circle as many items as you wish. 
Separate information will be sent you on each item. 





® Be sure to give your full name and address on the post card. 
Print or type it clearly. We cannot service post cards with in- 
complete addresses. 





you | 
who Vv 
Woul 
be a! 
e is avi 


10/16/52 


< 











(Sec. 34.9 P.L.&R.) 
New York, N. Y. 





1 .All 
1 2 3 4 5 6 7 8 9 0 W 2 13 14 15 A big help for busy ” 

16 #17 #18 #+9 20 2 22 «23 «#424 «©2506260627)0 «628 )«629°~«(30 f c : 
31 32 33 «34 «O35 (3687) 389 4044S ~~ ya card 2.Ce 
46 47 48 49 #50 #53 52 53 54 55 56 57 58 59 60 or free information se 
61 62 63 64 65 66 67 68 69 70 71 #72 #73 «+74 75 on new products de- - > 
7% #77 #78 #=+%79 #«+%$80 81 82 83 84 85 86 87 88 89 90 scribed in this issue. oe 
ERE PT aera Per Seen een cai tel 4.0 
th 
airs areca ghd acs. pie a@iad auelped Baca tartw wr eiaieie Fh Aes Swe +See piniela as eee Teen in 
fa 
EER TG cree Re ean EE aera aera TRO m 
~~ ot 

ae Rn NNN 

ve 5.M 
FIRST CLASS AN di 
PERMIT NO. 36 MN 











& 














BUSINESS REPLY CARD —— a ne 
No postage necessary if mailed in the United States eed 

—— HOD 

pon at Be sure to give your ENC 

POSTAGE WILL BE PAID BY i, ce aan your ps 

HARDWARE AGE auto full address. 

Post Office Box 60 ie HARDW 
Village Station _—— 
NEW YORK 14, N. Y. pooenama 


N 


N 


















Are you adding new, inexperienced salesmen? Do 
you have counter men and other inside workers 
who want to learn more about selling water systems? 
Wouldn’t you like to have a basic course that would 
be a big help to you in training them? Such a course 
is available to F-M Dealers. 


What’s in the Sales-Service Course! 


| .All subjects of sales and service covered in 10 lessons. Question and answer 
sheets to be handed in for grading. Everything done by mail. 


2.Course is designed for dealers, salesmen, servicemen. 


3.Sales subjects covered include: basic selling principles; buying motives; steps 


Free by Mail Tiaining Course in Salesiand Service! 


y¥v Complete, all-year line! 

yy Highest quality products! 

yy Guarantees that really guarantee! 

‘> Fast parts delivery! 

Jy Free advice of factory experts! 
National advertising year after year! 
‘: Strong local cooperative advertising! 


\. Attractive point-of-sale aids! 








Then why not mail the coupon today? It will bring 
prompt response . . . by a qualified Fairbanks-Morse 
representative who will give you full information about 
the most satisfying water systems dealership known— 
and all the facts about the training course. 


FAIR 
paurhanhs Warne oN TANS Mons 


in making sale—getting attention; creating confidence; anticipating objections; Water, 
System "alte CONDI TG 
Vite 


handling objections; closing; finding pleasure in your work. 


4.Questions and answers (to be mailed in for correction) include: language of 
the business; types of pumps; their uses; estimating customer's needs; select- 
ing right water system; functions of parts; limits of varigus types of pumps; 


facts about installations; facts about servicing; functions of septic tanks; place- ole 


ment of water systems in relation to septic tanks and seepage lines; and many 
other facts pertinent to the sale, installation and servicing of water systems. 


5.Material, besides course itself which is included in complete course kit: Fair- 
banks-Morse Water Systems Service Manual; Fairbanks-Morse Water Con- 
ditioning Catechism; Fairbanks-Morse water systems accessories; Fairbanks- 


Morse water systems catalogs. 


® FAIRBANKS-MORSE 


/ a name worth remembering when you want the best 





HOME WATER SERVICE AND LAUNDRY EQUIPMENT + 
ENGINES * GENERATING SETS * HAMMER MILLS + 
MAGNETOS * MOTORS + MOWERS + PUMPS + SCALES 


saw Watt Ohm 

foe Batt Hiner POOP 
Beep Oe working Heed 

pong Welt Hester fone 
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Fairbanks, Morse & Co. 

Chicago 5, Ill. 

Gentlemen: We would like to know about the Fairbanks-Morse 
water systems dealership and the training course. 


POE GD inn cesteccvisescs re Ore tae 
Your name 

Address pinpesateess enderden ; ; ‘nba eesseteodeunses 
ee See eee ce cennsesces , a 
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@ For more information on these products and services 
use free post card on page 117. 


slipping. Small pads raise the 
painting edge to keep the paint 
from streaking when the tool is 
lifted off or moved to a new posi- 
tion. Made of resilient plastic, it 
is shatter-proof, chip-proof and 
easy to clean. Designed for use in 
painting or varnishing window 
frames, baseboards, quarter-rounds 
and moldings, size No. 5%, with a 
514-in. painting edge, sells for 65¢; 
size No. 9, with a 9-in. edge, sells 
for 89¢. Thoss Mfg. Co. 


For more data circle No. 22 on postcard, p. 117 


Aluminum Mailboxes 


This new cast aluminum mailbox, 
called the “Rancher,” includes a top 
shelter for weather protection, a 





special lid for mail removal and a 
padlock latch. It measures 12x744x3 
in. and has specially designed news- 
paper and magazine clips. The fin- 
ish is hand-hammered. Packed in- 
dividually, 12 to a carton. Retails 
for $6.95. Federal Engineering Co. 


For more data circle No. 23 on postcard, p. 117 


Closet Light 


Designed for easy attachment tu 
door frame of closet, cabinet or 
stairway, this automatic closet 
light has self-contained push-but- 
ton switch operated by action of 
door. Installed by screwing into 
place and plugging into nearest 
electrical outlet. Assembly is com- 
pletely pre-wired, has 9-ft. cord, 
molded-on cap and necessary wood 
screws. Bracket of heavy gage 
metal holds socket well out from 
woodwork to allow adequate clear- 





ance for bulb. Packaged on display 
card with instructions. Retail price 
is about $1. Monowatt Dept., Gen- 
eral Electric Co. 

For more data circle No. 24 on postcard, p. 117 


Decorated Waste Baskets 


The new line of Colorware fancy 
decorated metal waste baskets fea- 
tures new designs in 7, 12 and 26 
qt. and boudoir waste baskets. 
Housewares Division of National 
Can Corp. 


For more data circle No. 25 on postcard, p. 117 


Pitcher Spout Pump 


This brass cylinder pitcher spout 
pump with an all-brass cylinder 
pump body is adapted for cisterns 
or weils less than 25 ft. deep. Called 
Fig. 20-2, it is simple in construc- 





tion and installation, and it can also 
draw water horizontally for short 
distances. It has a non-drip spout 
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ve Wallace Tableware Line 


CREATED -PACKACEO -PRICEO 70 SéLLI 


#828 —A low-priced yet dur- 
able line of spoons, forks and 
knives in a popular design. Car- 
bon steel base, double coated 
. with pure Malacca tin. Bright 
sand lasting finish. 



















Topping the great Wallace tableware 
line this season are two exciting pat- 
terns of graded stainless — designed 
like sterling by famous Wallace crafts- 
men. “Trellis” and “Fleetline” (shown 
at right) will be advertised in five 
leading national magazines this fall 

s “The Tableware That Needs No 
Care.” It’s the tableware you can fea- 
ture for added volume—added profits. 
Complete display, promotional and 
merchandise details are available 
from your Wallace salesman or 


jobber. 





























FLORETTE—A distinguished 
steel base, silver plated pattern. 
Knives have stainless steel 
blades, silver plated handles. A 
popular seller. 













THE ADMIRAL pattern has a 
lovely, burnished, lustrous finish 
on nickel chrome stainless steel. 
Quality and value are outstand- 
ing in their price class. 



















BONNIE — Allegheny stainless 
with a bright mirror polish fin- 
ish. Dinner knives are two-piece 
all stainless steel. The pattern is 
neat, modern and smartly styled. 








WALLACE BROTHERS 


Division of R. Wallace & Sons Mfg. Co 


WALLINGFORD, CONNECTICUT 
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@ For more information on these products and services 
use free post card on page 117. 


which prevents splashing and keeps 
water from dripping down the 
pump. A cut-away base permits a 
bucket to be placed directly under 
the spout. Suction valve and cup 
leather are made of oak tempered 
leather. It has a 3-in. cylinder 
diameter, a 1%4-in. standard pipe 
tap suction connection and a 34-in. 
stroke. Columbiana Pump Co. 


For more data circle No. 26 on postcard, p. 117 


Cabinet Hardware 


A complete new Americana line 
of wrought hammered steel hinges, 
knobs and drawer pulls is now be- 


i 


@ 
. 


i 


ing offered. The authentic design 
reflects the early American influ- 
ence. The line is finished in black; 
antique, copper and brushed brass. 
Each piece is complete with screws. 
Star Metal Products Co. 


For more data circle No. 27 on postcard, p. 117 


Flake Soil Conditioner 


Made of hydrolized polyacryloni- 
trile, called Aerotil, this soil condi- 
tioner comes in wettable flake form 
which dissolves readily in water for 
quick and easy application to the 
soil. Known as Jiffy Soil Condi- 
tioner, the only equipment needed 
for application is an ordinary sprin- 
kling can. Capable of overcoming 
surface crusting, it loosens and 
lightens the soil to make it work 
more readily. Applied at the rate 
of a pound to 200 sq. ft. Royal 
Home Products, Inc. 

For more data circle No. 28 on postcard, p. 117 
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Kitchen Opener 


Called the E-Z Opener, this handy 
new kitchen opener whisks the lids 
off vacuum sealed jars and bottles 


and leaves the lids in perfect con- 
dition for resealing the jars or 
bottles. Two models are available: 
one fastens on the wall, shown here; 
the other on the under side of a 
cabinet or counter. Both types 
come packed in a counter display 
box. F. D. Kees Mfg. Co. 


For more data circle No. 29 on postcard, p. 117 


Portable Electric Saw 


This new 6-in. portable electric 
saw, Model 586, is compact, light- 
weight and includes a_ die-cast 


aluminum alloy housing. It has 
ball and self-lubricating bearings, 
safety trigger switch, automatic 
telescoping blade guard, guard re- 
tracting handle, built-in depth and 
bevel adjustments and brackets for 


right or left hand rip fence use, } 
is powered by a universal type 6009 
rpm. motor. Cutting capacity js 
adjustable from 1/16 in. to 1 15/15 
in. with a 45 deg. capacity of 1 7/1¢ 
in. Overall length is 10 in. and the 
net weight is only 10 lb. Standard 
equipment includes combination 
blade for all-around cutting, blade 
wrench and 3-conductor rubber coy- 
ered cord. Skilsaw, Inc. 


For more data circle No. 30 on postcard, p. 117 


Picnic Snack-Toter 

This portable picnic refrigera- 
tor, called the Snack-Toter, has 
been added to the Carlco line. De- 
signed for use of one or two per- 
sons or for a small family, it has a 
4 gal. capacity and can be carried 
in one hand. Fully insulated, it 
has a water-tight, rustproof gal- 
vanized inner lining. The box is 
made of heavy gage steel through- 
out and finished in golden tan or 
green with a yellow handle. It has 


heavy-duty, non-breakable clasps 
that snap on and off. Box mea- 
sures 9x10x1034 in. Carlisle Mfg. 
Co., Ine. 


For more data circle No. 31 on postcard, p. 117 


Ironing Board Combination 


A combination ironing clothes 
rack and cord holder, called Sav-A- 
Step, eliminates walking to and 
from closets while ironing. With- 
out moving from her ironing pos! 
tion, a housewife can put each 
finished piece on a hanger and 
place the hanger on the horizontal 
rod, which holds 12 pieces without 
sliding or crushing. The cord holder 
reduces cord wear and keeps the 
cord from wrinkling the ironing. 
It fits any standard ironing board. 
The clamp is of buffed aluminum 
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Concenmvare on 
nationally known lines like Green Spor 


THAT’S THE PROVEN WAY TO MAKE MORE MONEY 


Now Scovill makes it possible—and profitable— Take advantage of this opportunity to sell a 
to concentrate on the most wanted line of nationally prominent line of garden hose acces- 
garden hose accessories ...GrEEN Spor!  sories—just as you sell well known lines of tools. 


/ 


. 
’ 


N 
0] 


@ Concentrate on GREEN SPOT — the complete quality line 
of watering devices and garden hose accessories that sells 
faster and nets more profits than miscelianeous, mismatched 


merchandise. 


ee ee 


@ Concentrate on GREEN SPOT — simplify ordering, stock- 
ing, inventory control by handling one complete line of 
watering devices and accessories. 


Oe ~ oem w ww wee ne 
Sec 


Y 


@ Concentrate on GREEN SPOT — take advantage of your 
wholesaler’s interesting propositions and traffic-building plan. 


@ Concentrate on GREEN SPOT—compelling point-of- 


purchase displays, plus an impressive line you can feature 
to advantage. Make this an important addition to your gar- 
den department. 
th 


@ Concentrate on GREEN SPOT — in 1952 high-powered aas 
in magazines with a combined circulation of 138 million, and in 


WIT 
This Week Magazine in 31 major market areas did the spade- Si 
work for 1953's EXPANDED NATIONAL ADVERTISING! TECH port 


The e Green Spot line has everything your . 

cu rs want for watering lawns and gardens 

Automatic sprinklers in a complete price range, including the famous 
WEATHER-MATIC with twin dial power heads . . ..Special purpose and 
standard sprinklers and nozzles . . . Convenience items — new Quick Connector, 
free-swiveling gooseneck, Y connectors . .. New Dura-Seal couplings for plastic 
hose and Dura-Seal clincher couplings and menders for rubber hose . . . Hose 
repair items — couplings, hose menders, clamps, nipples, washers. 


For 1953 — every attractive GREEN Spot box on your shelf 
Way or counter packs the selling power and punch of THE 
buy SATURDAY EVENING POST’s Seal of Recognized Value 
wrth Compdemce Q and the GREEN Spot seal for healthy lawns and gardens. 
‘The Seturday Evening GREEN Spor products are made by Scovill Manufacturing 
POST Company, world’s largest independent fabricator of brass 
Wy goods, who for 150 years has been noted for its traditionally 
RECOGNIZED } fine metal craftsmanship. 

VALUES Write for booklet describing Green Spo7 line, end name 

Sc of your nearest wholesaler. 


SCOVILL MANUFACTURING COMPANY 
A PRODUCT OF SCOVILL 36 MILL ST., WATERBURY, CONN, 














Nice Lines 
= Heads 


SHOP KING 


Built wy WILTON 













Its Value Clinches The Sale! 


Trim, smart lines by a top industrial 
designer give SHOP KING aa sstrik- 
ing beauty that lures the shopper 
for a close-up look. That look sells. 
SHOP KING’s removable pipe jaws 
and quality vise features plainly 
give the customer more for his money. 


these 
Features 


1. Heavier body 
for greater 
strength 

2. Removable 
pipe jaws cannot drop out accidentally 

3. Larger, brightly polished anvil 

4. Body design covers and protects spindle 

5. Removable and Replaceable hardened 
steel jaws 

6. Positive locking swivel base rotates 200° 

7. Hardened steel cut-off tool 

8. Precision cut Acme spindle 


Shoppers Like Shop King Prices 
MOST COMPLETE SIZE RANGE 











Catalog Width Shipping List Price 
No. of jaws weight 
33 3° 14 Ibs. $ 7.50 
63314 3%" 18 Ibs. 9.00 
634 4 30 Ibs. 13.00 
635L $° 34 Ibs. 15.00 
35 ad 44 Ibs. 26.00 
Prices slightly higher in Far West and South 
Ask your distributor for details 


WILTON 


MFG. CO. 


Chicago 14, Illinois 


TOOL 


925 Wrightwood Ave. — 
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WHAT’S NEW 








@ For more information 
on these products and 
services use free post 
card on page 117. 





and can be left on the board. Rods 
and cord holder are steel with a 
silvery finish and are easily at- 
tached or removed. Large, color- 





ful point-of-purchase display with 
initial order for 12 or more units. 
Retail price of unit is $3.98. J-K-I 














Products, Inc. 


For more data circle No. 32 on postcard, p. 117 


Vernier Height Gage 

A new 12-in. gage has been added 
to line of No. 454 vernier height 
gage. Bar has 13-in. scale to per- 





. 


mit taking accurate measurements 
over a full 12-in. range in thou- 





sandths of an inch. New gage is 


SANTA SAYS: 


= “GET SET FOR 
SURE-FIRE 
PROFITS!" 







NEW Waren 


DADO SAWING WASHERS 
Be sure you can handle the big Christmas 
demand for this best seller with a popu- 
lar price and tremendous appeal. Retails 


at just $4.95—makes smooth dados, (in 
40 different widths) quickly and easily 
with regular saw blade! Warren national 
advertising reaches 16 million people- 
it’s the “best seller” in the field! 


SEND TODAY FOR TRIAL ORDER! 


Send for just 6 sets at your dealer’s dis- 
count of 3314%-—receive absolutely free 
colorful working counter display and 
descriptive literature! 


WARREN DADO SAWING WASHERS CO. 
DEPT. 110, BOX 98, NORTH END STA., DETROIT, MICH, 


GTEELGRI » 









PACKAGES 
For the small user, STEELGRIP 
Belt Lacing is now conven- 
iently packaged —1 set of 
12” lengths of STEELGRIP 
complete with hinge a and 
gauge pin to the Lacing 
can be easily broken re ‘sizes for 
narrower belts, if desired. Econ- 
omy packages are convenient 
for dealers too because it is no 
longer necessary to break large 
boxes for small sales. 








ARMSTRONG-BRAY & CO. 


5348 Northwest Highway, Chicago 30, U.S.A. 
Write for Catalog 






Carton of 

single or 

assorted 
sizes 
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UTICA S ue 


RIB-JOIN 


Pliers + 507-10 


With FOKGED rib-joint 
for added strength 
exactly where you need it. 

















FULL FORGED RIBS 
CAN TAKE IT! 
AND HERE'S WHY: 


\ CROSS SECTION VIEW OF FORGED RIBS 
SHOWING STEEL FIBRE STRUCTURE 








ee OO 














STRON BECAUSE STEEL FIBRE STRUCTURE IS COMPRESSED 
AND FORCED TO FOLLOW CONTOUR OF RIBS 


EACH RIB SHARES THE SINEW-LIKE 


STRENGTH OF THE ENTIRE JOINT MEMBER 





Full forging of the rib joint is the secret of this no weak point, likely to break, with this method 


new Utica pliers.. Forging makes the steel fibre of manufacture. 


structure follow the contours of the ribs as shown Be sure you see these new pliers! One look, one 
in the diagram above. Hence, each rib shares the “heft”, and you'll know that they live up to the 


sinew-like strength of the entire joint. There is standard of Utica quality. 























sy GAS marae a and the world’s best 
It pays to use quality tools tools are made in U.S.A 
GORPORATION In Canada: ADLAM TOOL & SUPPLY CO., LTD., 


UTICA 4, NEW YORK 
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. WHAT’S NEW 
a4 @ For more information 
on these products and | 
services use free post 
) card on page 117. 
> made of fine steel throughout with 
t fi} UE 7 =" ao a fine ground finish on all surfaces. 
ita i | Scriber is easily removable for 
ily | ry : | sharpening or for substituting at- 
A PATTL i" | i i) } | tachments or a dial indicator. Ver- | 
mtnae | f p | nier plate is adjustable to maintain 
at en j A, | j | zero point in event of wear. L. S. 
Ooi ii! if} ME | Starrett Co. 
Cle tit a ly P. ' a tie For more data circle No. 33 on postcard, p. 117 
oe aM Toe TUB? B 
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Gas WALL 
HEATER 








Cz 

























your sales. 
@ 25,000 BTU Size, single unit. 
@ 50,000 BTU Size, dual unit (heat 
outlets for two rooms are on the 
Adjustable to fit opposite sides of the wall). 
‘ @ Entire unit above floor level for 
any size space easy cleaning below. 
@ Adaptable for use with Robert- NEW EC! 
You can sell Shelby Closet Hanger h P 6 | 
Bars to every renter, owner, or build- shaw or General controls. Complete 
er of home or apartment. They're ’ ° Royaltex finish is designed to popular 
space savers and keep closets neat chimney. Made of sturdy metal, blend with any color. Dealer's Cos 
—clothes easily accessible. Every it can be used mn garden, yard OF | @ Has famous lifetime Royal cast Western Pri 
et iia i on lawn. Called the IDA, it retails iron burner with drilled raised 
for $4.95, without seed. Hyde Bird ports. This colo 
Strong and easy to install—only four Feeder Co. @ AGA approved for Nat. Mfg., Defiance 
screws—thus, easy to sell. For more data circle No. 34 on postcard, p. 117 or LP Gas ony stan 
” vr, , 36” high, 
Four sizes for spaces 18” to 126”. long. Sel! 
ages: ayo oe a . . See the Royal line of heaters ar on 
omecraft power tools with woo ‘ 710 
THE SHELBY SPRING HINGE CO. top and wood shelf can be made eee ve ee a bape er 
SHELBY, OHIO easily portable with adjustable steel AMA not take 
bench legs. Individual legs are G ( 
packed in sets of four with top : ‘ ‘ 
bracket and shelf bracket, all pieces | Convention, Atlantic City | 
formed of heavy gage steel and fin- | If you 
ished in gray baked enamel. Six | CHATTANOOGA IMPLEMENT from y 
bolts or screws per leg will rigidy | AND MANUFACTURING CO. 200 El 
attach legs to top board and shelf | Chattanooga 6, Tennessee 
board. Steel feet have three holes, | | QUALITY SINCE 1891 NAIL 
CLOSET HANGER BARS one to anchor stand to floor and two | 
HARDWA 
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these Modern Tool Salestmén® 
7o Work Tor you./ 


TOOLS... Tne) O 





















NEW STANLEY TOOL STATION 


Complete with stock of 247 
fast-selling Stanley Tools 
Dealer's Cost — $398-39 

Western Price Slightly Higher 


Here’s a complete self-service 
tool department that pays for 
itself in the first turn of the 
stock ... and continues to pay 
you in extra sales and profits. 
Think of it! A select yet com- 
plete stock of 247 most wanted 
Stanley Tools — displayed in 9 
square feet of floor space. 
Customers like its handy con- 
venience. Dealers like its flexible 
design. A spot for everything 











and each tool clearly priced and 
numbered — saves time, makes 
re-ordering easy. 







NEW ECONOMY TOOL TABLE 


Complete with stock of 335 
popular Defiance Tools 
Dealer's Cost — $253-95 

Western Price Slightly Higher 


This colorful merchandiser for 
Defiance Tools fits on top of 
any standard island table — 
36” high, 22” wide and 57” 
long. Self-selling fixture arrives 
completely assembled with price 
cards numbered and priced. 

A compact unit that gives tools 
full display value, yet does 

not take up precious wall space. 


Ger the Derails 


If you haven’t already had full information 
from your wholesaler, write to Stanley Tools, 
200 Elm Street, New Britain, Connecticut. 





THE TOOL BOX OF THE WORLD 


[ STANLEY ] 


Reg. U.S. Pat. Off. 
HARDWARE * TOOLS + ELECTRIC TOOLS + STEEL STRAPPING * STEEL 












AWLS + BIT BRACES + CHISELS * HAMMERS * HAND DRILLS + LEVELS * GAUGES + MITRE BOXES 
NAIL SETS * PLANES * PUNCHES * RULES * SCRAPERS * SCREW DRIVERS * SLEDGES * SOLDERING IRONS * SQUARES * VISES 
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WHAT’S NEW 





@ For more information on these products and services 
use free post card on page 117. 


to attach rubber feet, supplied at 
slight extra cost. Easy to assemble, 
only tools needed are \% in. drill 


and screwdriver. HD 20, for 20 in. 
height, sells for $5.95; HD 24, 24 in. 
high, $6.45; HD 28, 28 in. high, 
$6.95; HD 32, 32 in. high, $7.45; 
FT 4, four rubber feet with bolts 
and nuts, 85¢. J. N. Mackenzie. 


For more data circle No. 35 on postcard, p. 117 


New Screwdriver Handle 


Fist-Fit handle of this Multigrip 
screwdriver has new design to 
make it easy to loosen tight or 
frozen screws. Blades are only 212 


in. long to enable mechanic to use 
them in close quarters. Available in 
two sizes of Phillips screws and two 
sizes for slot screws. Herbrand 
Division, Bingham-Herbrand Corp. 
For more data circle No. 36 on postcard, p. 117 
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Cellar Drainer 


Here is a new type of submer- 
sible sump pump or cellar drainer 
that has no protruding floats or 
rods and allows the complete unit 
to be installed in the sump pit, 


with no extended shaft above the 
floor level. The motor and operat- 
ing switch are completely enclosed 
in a stainless steel housing which 
keeps electrical parts clean and 
dry, even if the pump becomes sub- 
merged. Installation is simple; the 
operating range is set at the fac- 
tory and no float adjustment is 
necessary. Fairbanks, Morse & Co. 
For more data circle No. 37 on postcard, p. 117 


Power Leat Mill 


This 30-in. leaf mill eliminates 
raking, hauling and burning leaves. 
Leaves are brushed into hopper and 
ground into small particles and 





dropped back on the ground ag g 
mulch. Sticks and stones do ng 
damage machine. Jacobsen Mf 
Co. 


For more data circle No. 38 on postcard, p, ft 


Lamp Converter 


Any bottle or vase can be com} 
verted into an attractive lamp with | 
this Bottle-Vase Lamp Converter, 
consisting of a Push-Thru Type 
socket, 6-ft. cord, clamp and at 
tachment cap. No tools are needed 


in operation, which is completed in 
a matter of seconds. Clamps are 
vinyl coated to protect bottle or 
vase. Approximate retail price ig 
$1.50. Cable Electric Products, Ine, 


For more data circle No. 39 on postcard, p. 117 


Lawn Sprinkler ” 


This square pattern spike lawn 
sprinkler, No. 99, hits four corners 
and distributes water evenly 
throughout 800 sq. ft. Its heavy 
spray saturates the ground quickly 
and it will cover sideyards and 


parkways in a single operation. 
The Zamak heads are plated and 
the 12-in. spike is painted greet. 
It has virgin metal castings and 
no moving parts that can get out 
of order. Retails for 69¢. Glenway 
Products. 

For more data circle No. 40 on postcard, p. 117 


(Resume reading on page 13) 
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Whether you sell BPS Flatlux alone or 
give your customers the benefit of the 
full Patterson-Sargent line, you enjoy 
the rare benefits of protected territory 

. . protected profits. And today, with 
Flatlux offering those customers high- 
quality interior paint colors at a cost 
less than other type paints, those profits 
are heavy and steady. Specifically 
formulated for lasting beauty and 
permanence, BPS Flatlux is a big seller, 
preferred by those who want the best. 
Join up today with BPS... the line with 
your future in mind! 


| —a— eee hl OrhlUlClC OC Ee 
The Patterson-Sargent Company 


1325 East 38th Street 
Cleveland 14, Ohio 


Please make available to me the facts contained 
in the 1952 BPS Paint Survey. 





Name 
Title 
Address 





NOW 









there 
are two 


/ 
JON-E 





Giant Jon-e’ G. I. Standard size 
Everyone’s a prospect! 


Servicemen, Hunters, Fishermen, Newsboys, 
Outdoor sport spectators. 
Both models beautifully chromium plated and 
highly polished—made of special steel rare for 
long heat retention and durability. The GIANT 
JON-E’ G.I. was designed for servicemen and 
others exposed to extreme cold for long periods. 
Heats for 2 days on one filling of Jon-e’ Fluid, 
Energine (naphtha) cleaning fluid, Naphtha, or 
“stove and lamp ’ gasoline. Famous STANDARD 
JON-E’ gives comforting heat for 24 hours on 
each filling. American made. 
Both attractively packaged. Soft flannel bag incl. 
Counter display card packed with each 6 warmers. 


Giant Jon-e’ G. I. sells for.... $495 


Famous Standard size Jon-e’.. $95 
Exclusive, patented Jon-e’ Burners 


Only the Jon-e’ hes this 

durable patented platinum 

heating element. 

Giant G.I. size. . .75¢ 

Standard size... .50c 
ft t 


JON-E/ FLUID 


@Sell this fast selling repeat 
sales companion. For both 
models. Fast heating, long last- 









ing. 
8 oz. can retails........45¢ 
16 oz. can retails....... 75¢ 












e America’s top selling 
outdoor item now adver- 
tised in True, Sports Afield, 
Field & Stream, Outdoor 
Life, etc. TV and radio is 
booming the JON-E’ 
new sales records. 

ORDER NOW! If your job- 


ber can't supply you, write... 


ALADDIN LABORATORIES, INC 
Minneapolis 15, Minnesota 
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TO HELP YOU SELL 








@ For more information on these products and services 
use free post card on page 117. 


(Continued from page 13) 


behind Silex name cutout at top of 
board. Side panels are hinged to 
give access to storage area in back 
of display. Special feature is re- 





movable back panel to permit use 
of display in windows. Dimen- 
sions are 24 in. wide, 25 in. high 
and 14 in. deep. Silex Co. 

For more data circle No. 41 on post ard, p. 117 


Rock Salt Poster 


Designed to boost sales of Ster- 
ling Action Auger Rock Salt, this 
red, blue and white poster tells cus- 
tomers, “We keep our sidewalks 
safe and clear with Sterling Action 
Auger Rock Salt. Why don’t you?” 


yA | 
Bags 


We keep our sidewalks 
sofe and clear with 





The rock salt helps to melt light 
snow falls and freezing rains and 
makes it unnecessary to. shovel 
snow. It also prevents a heavy 
snowfall from packing and freezing 
to the surface, and makes it easier 
to remove. Posters are available 
free. International Salt Co., Inc. 

For more data circle No. 42 on postcard, p. 117 


Plier Display 

Display for parallel action 
Mechanical- Hand plier line jg 
pilfer-proof. It holds three No. 
102 pliers, one each 41%, 5% and 
6% in. A concealed rod passes 
t=rough the open throats of the 
three pliers and anchors them to 
the display, preventing theft. The 
rod is removable so the pliers can 
b2 demonstrated. The display is 
the central] feature of the “Buy-A- 
Plier” merchandising kit, which 
also includes two each No. 102 
pliers, 44%, 5% and 61% in., and 
one 8-in.; and a mounted ad re 





“PARALLEL ACTION PLIERS 


The Mechanical Hand with the Vise-Like Grip 


nm 3 roots im ont 






oA PLIER ,. 
’ * A CUTTER 
* A WRENCH 





print from a national magazine, 
and a quantity of consumer litera- 
ture. Pliers shipped before Christ- 
mas will be Christmas wrapped, 
and will come with a_ holiday 
banner. No charge for display 
and other promotional material. 
Sargent & Co. 


For more data circle No. 43 on postcard, p. 117 


Screw Catalog 

A new list price catalog in color 
on a complete line of steel and brass 
wood screws, in slotted and Phillips 
head styles, is now available. It 
lists new sizes added to the com- 
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Fair Trade 
Price 98c 









® Exclusive patented safety ringed 
Kant-Kut-Korners gives smooth 
rounded edges that can’t cut or 


Quick, easy volume sales and fast turnover with these new ARISTO- 
Appliance-MATS, in a dramatic, colorful Blue and Yellow counter 


: ees display package of 1 dozen, size 9 x 11 inch mats. ARISTO-Appli- 
agazine, © Asbestos padding prevents metal ance-MATS protect fine surfaces from heat burns, nicks, chips and 
, litera- from touching surface. stains when you: use electrical appliances on tables, buffets and 
; hrist- cabinet tops. Heat protection up to 500°F. Heavy gauge chrome- 
tie f © Chrome plated on heavy gouge plated steel. Heavy insulated asbestos back. Non-slip ribbed sur- 
pee steel for greater durobility. face. Packed 6, 1 dozen packages in a master carton, shipping 
aterial Aristo-Mats are easy to sell because weight 42 Ibs. 


they are nationally advertised. 


SEE YOUR JOBBER or write for your nearest distributor. 


rd, p. 117 
, 6 PHOENIX TABLE MAT CO.,  chicaco'ss, tunis. 
| brass Manufacturers of the world’s finest quality all purpose stove and utility mats 
hillips 
It 
com- 
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for bath scale sales 
and profits! 


You know it’s true—your cus- 
tomers prefer to buy products they 
have confidence in. That’s why 
your first choice in bath scales 
should be Health-o-Meter. 


Consider the extras you get 
with Health-o-Meter, too: Amer- 
ica’s original bath scale, America’s 
best-known bath scale, a 33-year 
reputation for dependable accu- 
racy, consistent national advertis- 
ing. Add it all up and you’ll know 
why Health-o-Meter Bath Scales 
are your best bet. 


Nationally Advertised in 


Good Housekeeping, Ladies’ Home 
Journal and 
Better Homes 
and Gardens. 








CONTINENTAL SCALE CORPORATION 
5701 S. Claremont Avenue + Chicago 36, Illinois 











pany’s line, which now includes 
wood screws from 3/16 in. long by 
No. 0 diameter to 6 in. long by No. 
30 diameter. Also many new sizes, 
formerly considered special, have 
been made standard, and all sizes 
are in flat, round and oval head in 
both head styles. A_ centerfold 
spread of pictures shows how wood 
screws are made. The back cover 
has a full scale size chart of the 
actual screws which can be used by 
the customer for measuring. Cata- 
log is free upon request. Southern 
Screw Co. 

For more data circle No. 44 on postcard, p. 117 


Hand Tool Assortment 


Six each of the five hand tools 
shown here are offered with the all- 
steel display stand at no extra 





charge. Called the HTA Assort- 
ment, all tool handles are shaped 
and fire hardened to resist weather 
and wear. All tools retail for the 
same price. True Temper Corp. 

For more data circle No. 45 on postcard, p. 117 


New Type Displays 


Two new free type point-of-pur- 
chase displays, called “displayettes,” 
for use with R-V-Lite and Vimlite 





window materials give unusual 
three - dimensional realism, utiliz- 
ing small, non-competitive space not 
ordinarily devoted to other display 
use. Backed wih self-sticking ad- 
hesive that adheres to any smooth, 
hard surface, they are clean and 
easy to put up, and stay up until 


| removed. Pop-Outs fit narrow hori- 


etait 


@ For more information on these products and services 
use free post card on page 117. 


zontal wall spaces or shelf edges, A 
die-cut tab-and-slot arrangement 
makes the display literally pop out 
as the tabs are pulled. Stand-Outs 
fit any narrow vertical space, form- 





ing a two-way traffic stopper with 
colorful display printed on both 
sides. Arvey Corp. 


For more data circle No. 46 on postcard, p. 117 


Vacuum Cleaner Promotion 


Fall and winter Jet 99 campaign 
promotes the role the vacuum 
cleaner plays with health in the 
home. Universal stresses the health 
angle with its special Health Pac- 
Kit, which consists of four indi- 
vidual cleansing and germ destroy- 
ing kits plus a hair dryer, total 
value being $39.98. The kit may be 
gotten by any customer trading in 
an old cleaner for a new Jet 99. In 
the kit are a set of six pillow puri- 
fiers with germicide liquid to pro- 





vide a permanent method for sani- 
tary pillow treatment; a Foamaster 
set for simple cleaning of rugs, up- 
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lly pop out 
Stand-Outs 





Seasonal displays of products for the 


clean-up jobs around the home... 





card, p. 117 laundry work ... window washing 
otion ... trash, garbage, and ash disposal, 
ampaign etc... . Should take advantage of the 
vacuum é 
in the famous J&L name on galvanized ware. 
h , 
ad _ It’s a name that stands for leadership 
r indi- and high standards of manufacturing. 
destroy- 
r, total J&L Ware is a smooth line to handle. 
may be ' r ‘ ; 
ding in It sel/s with little time and effort on 
99. In 
ve the part of your sales people... and, 
to pro- it’s priced to cover the big volume 





market with a healthy 





profit for the dealer. See 
your local Hardware 
Jobber. He will provide 
you with prices and in- 
formation on delivery 


schedules. 


JONES & LAUGHLIN STEEL 
CORPORATION 
CONTAINER DIVISION 

NEW T@@e +t ;, 8 ew YOR K 


galvanized ware plants; TOLEDO, OHI ana ATLANTA 
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DOUBLE SALES PULL 


Doubly popular because it 
combines the strength of a 
wire centre with the clean- 

ness of a plastic coating. 
Wipes clean at the 
whisk of a damp cloth. 
No breaks, stretch or 
rust. Tested over 300 
pounds strength. The 
best of its kind on 
the market. 


Guaranteed by 
d Housekeeping 
\) 


Goo 
or 


4) 
AS Apyernisen WES 





Nationally advertised in 


The Saturday Evening Post 
and Good Housekeeping. 


Ask your jobber for samples. 


Or write us for complete in- 
formation on Tite-Rope and 
also Whale, the finest solid 
braided cotton clothes line 


you can stock. 


Sameon 


CORDAGE WORKS 


| 
Boston 10, Massachusetts | | 








TO HELP YOU SELL 


ncaa 





@ For more information 
on these products and 
services use free post 
card on page 117. 


holstery, mattresses, woodwork and 
walls; a Germaster guaranteed to 
reduce germ-bearing bacteria in the 
home; and a Jiffy home hair dryer, 
Landers, Frary & Clark. 


For more data circle No. 47 on postcard, p, 117 


Price Calculator 


Available free, this price caleu- 
lator is designed to give quick and 
easy access to prices for the manv- 
window 





facturer’s materials. It 











carries the same prices that are 
shown in all ads this fall and win- 
ter. The device is also a footage 
computer. Warp Bros. 

For more data circle No. 48 on postcard, p. 117 


Pressure Pan Display 


Featuring the theme “Cooking 
Without Looking,” this motion dis- 
play card to merchandise the Mirro- 
Matic pressure pan has a small bat- 
tery - operated mechanism _ that 
moves the blindfold up and down 
over the woman’s eyes. This mo- 
tion calls attention to the impor- 
tance of the pan’s audible pressure 
control. The attractive four-color 
beater, one knife sharpener and 
one ice crusher. Display board is 
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play carton, 

6 cartons per 
Shipping case. 
Available in 
white only. 
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PROFIT MAKER ! 


ANOTHER SEAL-RITE 














Here’s a product that has one of the biggest quick profit-potentials 
on the market today! A “must” for every home with tile. 
Tile Fix, the amazing flexible rubber plastic sealer that 
makes chipped, cracked or marred tile look like 
new. Easy to apply, positive in results. . . . Tremendously 
popular with home owners across the nation. 


@ Full Seal Rite Guarantee 


@ Usual large dealer mark-up 


Packed | @ The ideal tile repair unit 
doz. to dis- Hand licator le 
play carton, & y applicator nozz 
6 cartons per 
Shipping case. 
Available in 
white only. 


Sold through distributors only Reqular Seal Rite Discounts 


Seal Rite CAULKING CO. 


192 Green Street, Brooklyn 22, New York © HOME OFFICE: 6335 Lyndon St., Detroit 21, Mich. * 6001 So. Gramercy PI., Los Angeles 47, Ca‘if. 
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MI LHIONS 7O HELP YOU SELL] 


laugh and play with @ For more information on these products and services 


use free post card on page 117. 
SouTH BEND Croquet! 





sheet, and a supply of booklets, 
“Lawn Sprinkling is Fun” and 
“Make Your Lawn the Best on the 
Street.” H. B. Sherman Mfg. Co. 


For more data circle No. 51 on postcard, p. 117 


Palmetto Whisks Display 


This all metal counter display for 
Red Breast palmetto whisks occu- 
pies only 9 in. of counter space and 
is offered free with an order for 1 
doz. whisks, specifying Display 
Rack Pack. The whisks are made 



































HOLID/ 
free with purchase of the mer- 
chandise contained on it. Dazey 
Corp. 
r a o. card, p. 11 
For more data circle No. 49 on postcard, p. 117 The Kil; 
. tic holst 
Tool Display Ideas ihe 
This bulletin gives a brief re- dn 
port on the best way to display sets are é 
power tools for producing volume shooters, 
sales. Gives examples of displays shot toy 





for various types and sizes of 


stores. Shopmaster, Inc. 
The one game the whole For more data circle No, 50 on postcard, p. 117 








family can play 
Lawn Accessories 
Called the No. 53 Rocket Pack- 


age, this unit offers an attractive 
display of lawn sprinklers, nozzles, 


Inexpensive 





12 models meet every family 


of tough, resilient fibre and con- 
structed for durable service. Oz 
Fibre Brush Co. 


For more data circle No. 52 on postcard, p. 117 


requirement 


Satisfies increased interest in 


oS O06 


family recreation 


1952-53 Hunting Schedule 


A summary listing the 1952-53 
open seasons for ducks and geese by 
Flyways is offered free upon re- 
quest. The listing includes the At- 
lantic Flyway states, Pacific Flyway 

34th Street, New York City states, Mississippi Flyway states 
SOUTH BEND TOY MFG. CO. ; fone and the central Flyway states. 
sours SENn® 23, INDIANA Animal Trap Co. of America. 
so couplings and accessories. The For more data circle No. 53 on postcard, p. 117 
package, 20x14x8 in., includes a 


colorful free display stand and a ° ° 
carefully selected assortment of Tool Selling Aids 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bidg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
Calif, & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.-Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Ex orien, Inc., 10 East 

















* dh, Adu merchandise in colorful cartons. A full-color, 30-minute sound 
AMERICA’S FAMILY GAME Also furnished are a large window movie for sales meetings, and & 
ue poster, newspaper ad-mat proof 12-page, multi-color brochure, 
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Kilgore! 


HOLIDAY MERCHANDISE 
THAT CAN’T BE BEAT! 








The Kilgore line of tough, pliable plas- 
tic holsters — offers ideal possibilities 
for gift and holiday merchandise. These 
sets are available with your choice of six 
shooters, 50-shot repeaters and single- 
shot toy pistols. 


WILD WEST OUTFIT 


Includes wide belt, two 
holsters, two toy cap 
pistols, set of spurs and 
set of cuffs. A wonder- 
ful present for any 
youngster and repre- 
sents a‘‘big ticket” sale 
for the retailer. May be 
had with our Grizzly, 
Bronco, Eagle, Kit Car- 
son or Buck cap pistols. 


7 INC, WESTERVIL 
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U.S.A 























The double holster set above includes 
highly decorated 3” wide belt, two hol- 
sters, two Bronco pistols — each hol- 
ster equipped with thigh thongs. Kil- 
gore plastic holsters are molded in one 
piece, practically indestructible. 

All holsters illustrated, either single or 
double, or with wide or narrow belt, 
are available with or without pistols. 








New York Office  Chicege Office 


LE, OHIO room 751 Room 14-102 


Fifth Ave. Mdse. Mart 








Mw 


on these 
SURE-SALE 
FEATURES 





| HEAVY STEEL guaranteed to 
hold any pressure the hose will 
stand. Can be removed and 
re-used indefinitely. 


2 PERFECT CIRCLE grips the 


hose at every point. 


NO RUST. All parts are seova- 
rately galvanized after forming. 


4 FIRST QUALITY BOLT AND 
NUT, with cut threads and sep- 
arately galvanized to prevent 
rust inside threads. 


5 NO RAW EDGES. Galvanized 
after all manufacturing opera- 
tions are completed. Smooth, 
cannot cut or pinch hose. 


With the guarantee that a Sure Grip 
will hold any pressure any hose 
will stand—with sizes to fit any 
hose, domestic or foreign, you don't 
have to stock more than this one 
line of hose clamps. You KNOW 
that the clamp you sell will meet 
the needs of any clamp purchaser. 


For 54 years, Sure Grip hose 
clamps have been the standard of 
the industry—used on every kind of 
hose, on land- and sea. For 54 
years, Sure Grip hose clamps have 
been sold only through the legiti- 
mate hardware trade—no chain- 
store or cut-rate competition. 


ORDER FROM YOUR JOBBER 


If he does not carry 
Sure Grips, write us 


J.R. CLANCY, INC. 


1011 W. Belden Ave., Syracuse 4, N. Y. 
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TO HELP YOU SELL 








seems 


@ For more information on these products and services 
use free post card on page 117. 


shown here, that reviews what is 
shown in the movie, are now 
available. Titled “PROTO means 
PROfits TOo,” the 16-mm. movie 





portrays the advantages of selling 
PROTO tools and presents many 
merchandising and selling ideas. 
It has a sequence of manufacturing 
scenes and sections which cover 
design, completeness of line, mar- 
kets, advertising, sales promotion; 
tool merchandisers, representatives 


and other services. Plomb Tool Co. 
For more data circle No. 54 on postcard, p. 117 


Holiday Flashlight 


A Burgess Baby Flashlight has 
been packaged in a colorful Christ- 
mas stocking of clear plastic and is 





one of two special Burgess Christ- 
mas gift offerings. Burgess Battery 
Co. 


For more data circle No. 55 on postcard, p. 117 


Tile Flooring Guide 


Dealers who may be called upon 
to specify an appropriate type of 
resilient tile flooring for any spe- 
cific installation will find much 
valuable information in this 4-page 
reference guide which is now avail- 
able. It covers in detail all uses 
for which each type of resilient tile 
is recommended and for which it is 
not recommended. It covers the 
right and wrong uses of each tile in 
every room of the house. Charts 
show the light-reflecting qualities 
and approximate installed cost 
prices for all the manufacturers’ 


floor coverings. Kentile, Inc. 
For more data circle No. 56 on postcard, p. 117 


Fish Hook Dispenser 


A new  dispenser-display for 
Pflueger Pelican Curved Point 
Snell hooks, consists of 1%4-gross 





each of sizes 1, 2, 3, 4, 6 and 8 
snelled hooks. Available with long 
or short shank, single or double 


nylon. Hooks mounted three to a 
card. Enterprise Manufacturing 
Co. 


For more data circle No. 57 on postcard, p. 117 


Strapping of Athletes 


A revised booklet, “The Strap- 
ping of Athletes,’ has just been 
published and is available upon re 
quest. Edward D. O’Donnell, super- 
visor of athletic conditioning at 
Yale University, has revised and 
added to his former booklet. Con- 
taining 48-pages, it includes prac- 
tically all the accepted methods of 
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UTILITY has a new and interesting meaning in» 


EXTENDO-BAR... Hall-Mack’s latest creation 
for modern living. 


At first glance it’s an attractive, conventional- 
looking towel bar, but there’s more! Almost like 
magic...by pulling the knobs at each end... 
EXTENDO-BAR becomes nearly twice its orig- 
inal width, providing extra space for drying hose, 
lingerie, children’s clothing, guest towels and 
other things usually fast-dried in the bathroom. 


Wl EXTENDO-BAR is a new and 
exclusive Hall-Mack product that’s styled 





to bring exTRA convenience and utility 


to modern bathrooms. Hall-Mack bathroom 


accessories are made in four popular 


lines... Coronado, Crystalcrome, 


Tempo and China Vogue... for /ALL-MAG, 


every bathroom style and budget! ZA - 

: Cz 

ACCESSopies 

HALL-MACK COMPANY 


1344 W. Washington Blvd., Los Angeles 7, California 
7455 Exchange Ave., Chicago 49, Ilinois 


for 
SVy/ hvery 
vw Gnd Lage “thro 








139 














140 


4800 square inches 
of working surface 
in every package! 


TOP QUALITY plus BIG VALUE! 


Sun Ray Steel Wool quality and value keep customers coming back. 
Long, strong, precision-cut steel wool strands make up these big, 
cushiony layer-built pads. Each pad contains 300 square inches of 
top quality working surface. Simply fold back used surface exposing 
fresh, clean layer. All grades from 0000 to 3 are available and 
are packed sixteen pads to a package. 


Sun Ray one pound bulk tubes for home, 


lll shop and general use contain only top 
BULK quality steel wool. Seven grades are avail- 
TUBES able, from 0000 to 3, also fine, medium 


and coarse shavings. 


JEX HOUSEHOLD PADS 


Economical Jex steel 
wool scouring pads are 
favorites with house- 
wives everywhere. 
| Hh Packed twelve full- 
Ne “J bodied pads to the carton, they are ideal for household 


GG cleaning, scouring and gg “Use one a day, then 
A 





throw away” sells Jex for you 
ORDER SUN RAY STEEL WOOL PRODUCTS TODAY! 








TO HELP YOU SELL 


ic, 





@ For more information 
on these products and 
services use free post 
card on page 117. 





preventative support and corrective 
taping used by physicians and 
athletic trainers. Athletic Div, 
Seamless Rubber Co. 


For more data circle No. 58 on postcard, p. 117 


Ironing Table Sales Kit 

A new Met-L-Top ironing table 
sales promotion kit, to augment the 
fall magazine campaign, is now 
available to dealers. It contains 
window streamers, counter cards, 
envelope enclosures, newspaper ad 
mats and electros, and radio spot 


. Nol 5g any of ear ita 


Fr Rs when you ron with ¢ 












announcements. Free to dealers 
upon request. Geuder, Paeschke & 
Frey Co. 


For more data circle No. 59 on postcard, p. 117 


Paint Brush Displays 


Two new attractive three-color 
metal displays for counter use are 
available at no cost to Baker deal- 


eT j £ 
Sw 


ee < 









ers. Built to house both varnish 
and wall brushes, the displays fea- 
ture Bak-O-Plast Smoothies, 
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“PICK T THE | 
WINNER’; 


Just look at the wealth of 
timely Election-Flavored, 

Point-of-Sale Display Material 
As the presidential campaign heads into 


the homestretch, Westinghouse advertis- 
ing and promotion also swings into 






» dealers 

eschke & high gear. 

— * Once again, Betty Furness, America’s 
champion saleswoman is carrying the 

banner in the great series of “Pick the 

wee-coles Winner” political debates that Westing- 

- use are house is sponsoring on TV and radio. 

ker deal- Backing up this powerful promotion 
is the full kit of timely point-of-sale 

Bi. | material shown above. As ‘you can see, 


it all blends into a selling center that is 


‘ , already rolling up a landslide of sales for 
Westinghouse Sales Gal, Betty Furness Says: Wectinaivoaen sontins, 


“I'll help carry the women’s 
vote for you .. . and a lot 
of the men’s, too.” 


you CAN BE SURE...1F ITS Westinghouse 


WESTINGHOUSE ELECTRIC CORPORATION 


Electric Appliance Division ° Mansfield, Ohio 














te 24] 

: => 
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For Bigger HOLIDAY Profits... 
ez uve: Master 
Portable 





Become An Accredited MALL 
” Dealer By Stocking These 3 Tools 

—Nationally Advertised In The 

“Saturday Evening Post’’: 


POWER TOOLS 











Model 149-B 
 Drill—Cap. %4” 
metal i ar 
9 BOOST Holiday Gift Sales . . . promote famous 
MALL “Guidemaster” Home & Hobby Power 
Tools, MALL Floor and Furniture Polishers, Sand- 
ers, Buffers, Portable Saws. A wide range of 
useful attachments and accessories. Every sale 
you make sparks a continually expanding tool 


and accessory market for your store! 


SEND TODAY for Bulletins showing MALL Port- 
able Electric Power Tools and Attachments. 


Model 71 Saw 
25/4" Cap. 4" 
Min. Cut. $49.50 


Model 128 Drill ’ . ° 
\." Cap. Power- 
ful — Economical 40 Factory-Owned Service Warehouses, Coast To Coast, 


To Service Our C s and Th ds of Dealers. 





Profit Through Mali Direct Factory-Dealer Distribution Plan. 





Clip and mail this CHECK LIST for details 
[laa 





7702 $. Chicago Avenue 
Chicago 19, Illinois 

























2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


—/ to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 


SCREW HOOKS 


238 electro galvanized screw 

hooks .. . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 

















Yes, we now have 62 Assortments 


... AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes .. . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


Sharon Bolt aul Shed Co. 
Sa Ga 







stoke de}. 
MASS. 
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TO HELP YOU SELL 


a 





@ For more information 
on these products and 
services use free post 
card on page 117. 





brushes with plastic handles. Mea- 
suring 13 in. wide and 14 in. high, 
the displays are compact, sturdy 
and will hold 1 doz. wall brushes, 
four each of the 3, 3% and 4-in, 
sizes. The varnish brush unit, 
shown here, holds 4 doz. brushes, 
1 doz. each of the 1, 1% and 2-in, 
sizes and % doz. each of the 2% 
and 3-in. sizes. Baker Brush Co., 
Ine. 

For more data circle No. 60 on postcard, p. 117 


Tub-Caulk Bonus Offer 
Miracle Tub-Caulk new bonus 

package offer contains a display of 

six 4-oz. ($1 retail) tubes of Tub- 











Caulk plus two extra 4-oz. tubes 
free. The eight-tube package cost 
the dealer $3.60 and it has a retail 
value of $8. Additional features 
are the new, easy-to-use tube nozzle 
for neater, faster application, and a 
new counter display carton. Miracle 
Adhesives Corp. 


For more data circle No. 61 on postcard, p. 117 


Metal Display Fixture 


A new metal fixture to increase 
the versatility of perforated display 
panels is now being marketed. 
Known as Space-Klips, they are de- 
signed to provide a maximum of 
efficiency on % in. and ¥% in. per- 
forated panels. They can be used 
in both horizontal and vertical posi- 
tions and for a great variety of 
items. They are made in an Eng- 
lish silver finish. Reflector-Hard- 
ware Corp. 

For more data circle No. 62 on postcard, p. 117 

(Resume reading on page 14) 
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Two Candidates 


acclaimed 
by ALL Parties 









Balanced-Flow 
Bala eT 





for shallow wells 





Here are two running (water) mates that are winning 
the popular vote all over the country! The sensa- 
tional Balanced-Flow tankless jet (Figure 3680) has 
and for 





no competition in the shallow-well field 
depths just beyond shallow-well limits, the Goulds 
tank-mounted deep-well unit (Figure 3681) is your 
sales answer. 


They're both brand new in the Goulds line—and 
already setting new sales records! We're backing 
‘em up, too—with aggressive selling and promo- 
tion plans. Better get on the bandwagon—ask your 
Goulds distributor, or write: 


GOULDS PUMPS INC. ° 








Corrosion-resistant Seneca Falls, N.Y. 


Selt-adjusting capacity 
Only one moving part 


if 
Priced low for volume and turnove 






WATER SYSTEMS 
» = 1848 _/ 


Since 
FOR EVERY FARM AND HOME NEED 
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propellents. 





“*Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








DU PONT 





E. I. du Pont de Nemours & Company (Inc.) 





Inside Story of 
Aerosol Products 


Aerosol pressure-packed products 
consist of a solution of active ingre- 
dient and a propellent (usually a 
Du Pont ‘‘Freon” propellent) in a 
sealed container with a specially de- 
signed valve. Part of the ‘‘Freon”’ 
propellent remains in solution while 
the rest changes to gas and fills the 
head space in the metal container. 
Controlled pressures, supplied by 
the vapor pressure of the ‘‘Freon’’ 
propellent, serve as the propelling 
force. As the valve of the container 
is opened, the solution is pushed up a 
standpipe (see diagrammatic sketch) 
through the valve and out a dis- 
charge nozzle. 
rs 


CROSS-SECTION OF TYPICAL SPACE OR 
SURPACE-COATING AEROSOL PACKAGE. 


Fe: ae 
OPERATES piers 











As the material passes through the 
nozzle, the “‘Freon’’ propellent, still 
in solution, instantly changes to a 
gas and literally blasts the active in- 
gredient into millions of minute par- 
ticles. These finely divided units, in 
the case of a space spray, are less 
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* 


“Snow” Business Booms! 


*‘Snow’”’ in aerosol containers first put 
in appearance last year. It clicked right 
from the start. Sales boomed. Here 
was a new, really fast-selling item. And 
a good money maker. 

Among several aerosol ‘‘snows’’ on 
the market is Aero Snow, manufac- 
tured by Boyle-Midway Inc., New 
York, and shown above in an inviting, 
traffic-stopping display on an end 





counter in a metropolitan store. Note 
that the dealer used some of the prod- 
uct, to show its realistic effect ona 
decorated miniature tree and sample 
window. Manufacturer’s literature on 
the counter also helps sell the product. 

Now’s the time to set up a selling 
display of aerosol-packaged ‘‘snow.” 
Try one in your own store and watch 
your “‘snow”’ business boom! 


4 
9 





than 20 microns in diameter. They 
float in the air for long periods of 
time and, for this reason, the insect- 
killing or deodorizing efficiency of 
the spray is superior to any other 
known type of spray. 

Surface-coating aerosol sprays, 
such as paints, and foam-product 
aerosols, such as shave creams and 
shampoos, operate in much the same 
way. The significant difference is in 
the pressure of the ‘‘Freon”’ propel- 
lent used in the formulation. 

Du Pont “Freon” propellents are 
ideal for use in all types of aerosol 
products because these propellents 
are safe. They are nonflammable, 


HARDWARE AGE, OCTOBER 16, 1952 


nonexplosive; virtually nontoxic... 
harmless to fabrics, furs and finishes. 
That’s why most aerosol-packed 
products on the market contain 
“Freon’’ propellents. 


Read the Label 


Descriptive labels often contain hints 
that help increase sales. They fre- 
quently suggest new applications 48 
well as give directions for using the 
product. 

So read the label! When salespeo- 
ple know the product they’re selling, 
they can easily point up its utility, 
convenience and value to customers. 
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Aerosol 








NEWS 


080% Anniversary 


BETTER THINGS FOR BETTER LIVING 


- ++ THROUGH CHEMISTRY 





“Kinetic” Chemicals Division, Wilmington 98, Delaware 





Demonstration on 
Purchased Item Leads to 
Extra Sales 


Whenever customers buy a product 
with which another product can be 
used, K. C. Silver, of the Tioga Hard- 
ware Store, 3422 Germantown Ave., 
Philadelphia, Pa., quickly suggests 
the second item, demonstrates its 
application and often winds up mak- 
ing an extra sale. 

Good example is seen in Krylon 
Acrylic Spray, a protective aerosol 
plastic made by Krylon, Inc., Phila- 
delphia. As Mr. Silver explained: ‘“‘If 
Ihave Krylon on the counter .. . it’s 
easy to sell for many jobs.” 

Photo shows Mr. Silver ‘‘Krylon- 
izing” a sample doorknob similar to 
one his customer has just purchased. 
The buyer is impressed . . . appreci- 
ates the convenience and utility of 
the product . . . its neat, easy appli- 
cation . . . and can readily visualize 
how this plastic coating will keep his 
new doorknob shinier and brighter. 

But Mr. Silver doesn’t stop there 
... he continues suggesting other 
protective uses for Krylon .. . and, 














“How much.do we need for coasting 
down Main Street Hill?“ 
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the idea of rustproofing car chrome, 
lamp bases, TV antennae and metal 
furniture often appeals to the prac- 
tical consumer. Mr. Silver’s smart 
suggestions and the eye-catching 
counter display help build up the 
buyer’s interest . . . the demonstra- 
tion clinches the sale. 

Tioga Hardware stocks five aero- 


SUGGESTING PRODUCT US 





sol products and has shown steadily 
rising sales of these products for the 
past four years. Repeat sales in all 
seasons prove aerosols are fine profit 
builders. So why not feature pres- 
sure-packed aerosols in your own 
store now? You'll find they have the 
kind of sales appeal it takes to ring 
the register. ‘ 


2 
— 
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List of Aerosols Climbs Upward 


Consumer acceptance of pressure- 
packed (aerosol) productsis wellillus- 
trated by the steadily increasing 
number of these items appearing on 
the market. 

At first, following World War II, 
only aerosol insecticides were avail- 
able to the public. These, in fact, 
were developed during the war for 
use by our troops in overseas jungles. 
The early aerosols proved highly suc- 
cessful in combating tropical insects 


of all kinds, and when they were in- 
troduced at home, they also met with 
instantaneous success. 

Soon, other aerosol products ap- 
peared. Room deodorants, waxes, 
paints, lotions, personal deodorants, 
shave creams, hair lacquers, rug 
shampoos, plastic coatings, and even 
artificial “snow”! It’s now a long list 
and a fast-growing one. And sales 
continue a steadily upward climb, 
as well. 
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Sporting Goods Dealers Open 
Western Market Week Nov. 16 


An outstanding list of ex- 
hibitors, plus entertainment, 
clinics, industry cocktail 
party, and the Western 
Sporting Goods Dealers As- 
sociation business meeting 
and luncheon will feature the 
West’s biggest sporting goods 
trade event—the Fifth An- 
nual Western Market Week, 
to be held Nov. 16-18 at the 
Biltmore Hotel in Los An- 
geles, Calif. 

Dealers, jobbers and other 
industry representatives from 
all of the 11 western states 
are expected to attend the 
three-day show, staged jointly 


by the National Sporting 
Goods Association and the 
WSGDA. 


Last year a record regis- 
tration of 1,100 was set at 
the western show, and an 
even greater turnout is ex- 
pected this year. 

The growing exhibit list 
reached 60 last month, repre- 
senting over 200 lines of mer- 
chandise. Exhibit space may 
be obtained by contacting G. 
Marvin Shutt, NSGA, 1 N. 
La Salle St., Chicago 2, III. 

The WSGDA luncheon and 
business meeting will begin 
at 12 o’clock noon on Monday 
and will be held in the Bilt- 
more’s Renaissance Room. 
President Rex Wilson will 
preside at the luncheon, in 
which new WSGDA officers 
and directors will be officially 
announced. 

The brief business session 
is also expected to include 
talks by NSGA president C. 
L. Higgins, NSGA secretary 
G. Marvin Shutt and WSGDA 
secretary William M. Manley. 

Final feature of the trade 
event will be a promotion 
clinic conducted by secretary 
Shutt. This clinic proved ex- 
tremely popular with dealers 
at the show last year, who 
asked that a similar session 
be held again this year. 
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There is no registration or 
admission fee. but attendance 
is limited to the trade. Sleep- 
ing room reservations may be 
obtained by writing the Bilt- 
more Hotel, Los Angeles, 
Calif. 


Record Attendance At 
Hibbard 3-Day Show 


Chicagoland hardware 
dealers, beginning prepara- 
tions for a_ record-breaking 
holiday season, attended the 
annual gift show held in the 
auditorium at Hibbard, Spen- 
cer, Bartlett and Co.’s Evans- 
ton, Ill., headquarters Sept. 
8. 9 and 10. 

The record attendance at 
the three-day exhibit was re- 
warded by expertly prepared 
coffee, tea, donuts, popcorn 
and orange juice, and an op- 
portunity to examine new 
items, redesigned lines, spe- 


cial holiday packaging and 
many attractive price deals. 

Also on display in another 
showroom was_ Hibbard’s 
1952 toy line, which is one of 
the largest and most com- 
plete lines to be offered by 
the company in many years. 

Outstanding demonstra- 
tion-selling jobs were done by 
leading appliance represen- 
tatives. Hibbard’s expanded 
lines of dinnerware, some 
with matching oven-proof 
kitchenware, others with co- 
ordinated glassware designs, 
were given extensive space 
at the show. 

Also highlighted were the 
hand tools and the power 
tools. The packaging of hand 
tools for Christmas selling 
has been outstanding this 
year and their importance as 
gift items was not overlooked 
by: the dealers always on the 
alert for good selling aids. 

The stage of the Hibbard 
auditorium was set aside for 
display of the merchandise 
selected for the company’s 
1952 Christmas Gift Book, 
a 24-page direct-mail catalog 
prepared especially for deal- 
ers. 











Graduates of the Retail Hardware Training Course offered 


by the City College Midtown 


Business Center, New York, 


recently attended a graduation day dinner at the Hotel 


Statler. 


Shown here is Sydney Atkinson, National Retail 


Hardware Association representative to the course, as he 


hands a gilded saw to Marvin Salant, Plainfield, N. J., for 


special merit. 


Expenses for the affair were underwritten by 


Hardware Mutual, Yale & Towne Mfg. Co., Henry Disston 
& Sons, Inc., and Utica Drop Forge & Tool Corp. 


Ls 


Morels Celebrate 60th 
Wedding Anniversary 


Mr. and Mrs. Louis George 
Morel, Sr., Lake Charles, La,, 
will celebrate their 60th wed- 
ding anniversary on Oct. 25, 
Mr. Morel is a salesman for 





LOUIS G. MOREL, SR. 


the Shapleigh Hardware Co., 
St. Louis, Mo., wholesaler. 

Mr. Morel, who covers the 
Lake Charles territory for 
Shapleigh, has traveled for 
the firm since 1925. He has 
an enviable record in the 
sales field, having been King 
of Diamonds, the top honor 
attainable by Shapleigh sales- 
men, in 1937. 

Before coming to Shap- 
leigh, Mr. Morel was em- 
ployed by the Simmons Hard- 
ware Co. for 18 years, and 
prior to that he was with 
Stauffer-Eshleman & Co. of 
New Orleans, La., for 21 
years. He has a total of 66 
years in the hardware busi- 
ness and is still going strong. 





Bigelow & Dowse Adds 
Truck, Expands Area 


Bigelow & Dowse Co., Bos- 
ton, Mass., hardware and ap- 
pliance distributor, has ex- 
panded its delivery area to 
include southern Maine and 


southeastern New Hamp- 
shire. 
The addition of another 


truck to service this area 
makes a total of eight Bige- 
low & Dowse trucks now 
serving 219 cities and towns 
in New England. 
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Name Bradley Assistant 
Buyer at Tracy-Wells 


The Tracy - Wells Co., 
wholesale distributor, Colum- 
bus, Ohio, has appointed 
George J. Bradley assistant 
hardware buyer in its mer- 
chandising department. 

Mr. Bradley will assist H. 
K. Armstrong, buyer, in the 





GEORGE J. BRADLEY 


merchandising of the com- 

pany’s extensive line of hard- 

ware, hand and power tools, 
(Continued on page 150) 


Amarillo Hardware Co. 
Publishes New Catalog 


The Amarillo Hardware 
Co., Amarillo, Tex., whole- 
saler, has published a new 
general catalog for dealers. 
Of loose-leaf type construc- 
tion, the catalog will be sup- 
plemented by the company 
periodically, at which time 
the new sections can be easily 
inserted. 

In order to keep the catalog 
up-to-date, the firm has in- 
stalled a printing department 
at an approximate cost of 
$15,000. 





Sathmary Appointed 
By Edw. K. Tryon Co. 


Edw. K. Tryon Co. an- 
nounced the appointment of 
Julius Sathmary of New 
Brunswick, N. J., as its rep- 
resentative in northern New 





Jersey and metropolitan New 
York. 

Mr. Sathmary has trav- 
eled, selling tackle and sport- 





JULIUS SATHMARY 


ing goods, in this territory 
for many years. He is an 
ardent sportsmar. in both 
hunting and fishing. 


Segal Lock Co. Gets Option 
To Purchase Arrow Lock Corp. 


The Segal Lock & Hard- 


ware Co., Inc., New York, 
has obtained an option to 
purchase the Arrow Lock 


Corp., manufacturer of cyl- 
indrical, tubular and other 
locks for light construction, 
according to an announce 
ment by Meade Johnson, 
Segalock president. Mr. 
Johnson made the announce- 
ment at the recently con- 
cluded National Contract 
Hardware Show. 

Arrow Lock Corp. was 
formed in 19419 and success- 
fully engineered and mar- 
keted a series of key-in-knob 
locks, the principal lock used 
in residential construction. 
It is also engaged in defense 








Second Annual Retail Hardware Sales 


Clinic Held at University of Florida 


The second annual retail 
hardware sales clinic of the 
Georgia-Florida Retail Hard- 
ware Associations was held 
on the campus of the Univer- 
sity of Florida at Gainesville, 
recently with the University’s 
General Extension Div. as- 
sisting with the planning and 
administration of the clinic 
program. 

Georgia - Florida owners 
and managers of retail hard- 
ware outlets enrolled 51 of 
their salespeople for this an- 
nual college training course. 
One man, Ed Maura of 
Maura Lumber Co., Ltd., 
traveled more than 700 miles 
from Nassau in the Bahamas 
to be present for the 1952 
sessions. 

University instructors as- 
sisting in this year’s program 
were Dr. J. Frank Goodwin, 
who discussed the role of the 
retail salesman, the effects of 
needs versus wants in the 
selling situation, and _ the 
techniques of handling com- 
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plaints as well as the impor- 
tance of personalizing each 
sale; Dr. Lester L. Hale, who 
emphasized the importance of, 
the salesman’s voice as being} 
the sharpest tool in the sales- 


man’s kit of tools; Dr. Barry}?, 


Fagin, who pointed up over 
simplifications given to the 
age old quest of discovering 
what it is that makes people 
tick; Dr. C. William Emory, 
whose outline of the steps of 
the sale and answers to the 
question of “What Do People 
Want?” helped to graphically 
illustrate the problems of the 
selling situation. 

Each student enrolled had 
full opportunity to be heard 
during discussions of case 
studies involving certain 
aspects of the selling situa 
tion which were aimed at de- 
veloping lecture material and 
placing the sales situation on 
familiar ground for each 
student. 

One of the highlights of 


(Continued on page 152) 


production of metal items re 


lated to the hardware and 
lock field. 
The Arrow Locks would 


continue to be manufactured 
in the Arrow factory in 
Brooklyn, N. Y., and would 


not conflict with Segal se- 
curity locks or the door 
closers, night latches and 


builders hardware produced 
by the 96-year-old Norwalk 
Lock Co., another Segal sub- 
sidiary. 

According to Mr. Johnson, 
“A well-rounded lock line 
must include key-in-knob or 
tubular locks. For us to 
have engineered and tooled 
and field tested these locks 
would have meant an unusual 


development expense, equal 
to or greater than the ac- 
quisition cost of Arrow Lock 
Corp. 

“From the hardware trade 
standpoint, there would be 
special significance in our 


purchase of Arrow. It means 
that for the first time in the 
recent history of the lock in- 
dustry, it will be possible to 
launch a new line and a new 
company sales policy at the 
same time. The Arrow line 
will be sold on a protected 
basis nationally through 
wholesalers with territories 
carefully allecated.” 

Mr. Johnson, formerly gen- 
eral sales manager for Yale 
and Towne, became presi- 
dent of Segalock in May of 
this year. The Arrow pur 
chase would be the first ma- 
jor move in the program 
which he has projected for 
the company. 

Arrow’s’ key-in-knob lock 
was put on the market in 
July, 1951, and within one 
year it had established a 
significant place for itself in 
the field. A new Arrow line 
stressing a simplified me- 
chanical construction was in- 
troduced at the National Con 
tract Hardware Show. 
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Exclusive case design 


measurement reading 


“Anti-Pop-Out’’ blade 


Easily read white blade 


Inside measure — merely 
add two inches to reading 
clearly seen at points. 


for easy inside 


Ball Bearing” like push-pull action 


Blade stays at length — no creeping 


Guaranteed best workmanship and material 


Replaceable biade — 


Available in all lengths 


change blades in 5 seconds 


| Six Foot $1.25 
Eight Foot $1.50 
| Ten Foot $1.75 





rue rue wirn HU | Ufo) )) Salil J 


In addition to pace-setting performance, the NEW DART is a pace-setter 


in sales appeal. 


That pleasing price, eye-catching design ond national 


advertising will spell sales for the profit-wise retailer. Talk to your job- 
ber now about meeting the demand for the new “sell designed” DART. 
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Customer's wandering eye 
can't miss striking display 
box. Six rules — any 
length — per display. 


National publicity and 
advertising program 


Free advertising mat service 


mason, mich. 











News of the Trade 





Yale & Towne Starts Program to Expand 
Production, Restore Products to Line 


To meet the demand of the 
heavy construction market 
for quality locks and hard- 
ware, The Yale & Towne 
Mfg. Co., Stamford, Conn., 
has started a program of ex- 
panded production which in- 
cludes the restoration, to its 
lines, of several hardware 
products suspended during 
the recent period of severe 
metal shortage. The pro- 
gram also involves the con- 
struction of new manufac- 
turing facilities. 

The company’s plans were 
announced by Leo J. Pantas, 
general manager of Yale & 
Towne’s Stamford Div. 

Mr. Pantas said his com- 
pany expected “high level 
construction in the United 
States during 1953 and there- 
after, especially of schools, 
hospitals, and _ institutional 
and commercial buildings.” 


He also said that the nee 
for “residential building eon. 
tinues to be very strong, and 
1953 should have at leagt 
1952’s number of new starts 
in small homes, apartment 
houses and hotels.” 

To serve the demand for 
Yale locks, door closers, and 
finishing hardware, Yale @ 
Towne, according to Mr, 
Pantas, is hastening the com- 
pletion of a new plant at Gal. 
latin, Tenn., which will be 
devoted exclusively to the 
production of builders’ locks 
and hardware. 

Mr. Pantas also revealed 
that several new products 
“now well past the develop- 
ment stage” will be added to 
the Yale line and “will be 
placed in production at the 
new Gallatin plant early next 
year.” 








Bradley Promoted By 
Plymouth Cordage Co. 


Edwin G. Roos, president 
of the Plymouth Cordage Co., 
Plymouth, Mass., announced 
that, at a recent meeting of 
the board of directors, B. B. 
Bradley, general sales man- 
ager, was elected vice-presi- 
dent. Mr. Bradley is in 
charge of all sales of the 
parent and subsidiary com- 
panies in the U. S. and 
Canada. 

Mr. Bradley, widely known 
throughout the cordage trade 
and consuming industries, 
spent two years in the indus- 
trial sales department of the 
Valspar Corp., New York, 
and then joined the Plymouth 
Cordage Co. on May 1, 1931. 

Shortly after joining the 
company, he became the first 
resident Plymouth Cordage 





B. B. BRADLEY 


Co. sales representative on 
the Pacific Coast. Two years 
later, in 1933, he established 
Plymouth’s Pacific Coast dis- 
trict office. 

After seven years on the 
West Coast, Mr. Bradley was 
transferred to New York as 
eastern district sales mat- 
ager, where he remained un- 
til called into the Navy in 
1943. 





A New Service For 
Hardware Dealers 


A new service for helping 
hardware dealers obtain de- 
tailed information on _ the 
many new products and sell- 
ing aids described in the 
“What’s New” section of each 
issue of HARDWARE AGE is 
the “Quick Check Card” on 
page 117 of this issue. 

Use this card to keep your- 
self abreast of the new profit- 
making merchandise avail- 
able for sale in your store. 





Named by Duo-Therm 


Ralph Redmond, Jr., of 
Dallas, Tex., has been ap- 
pointed Duo-Therm district 
manager for Texas, Okla- 
homa and New Mexico, it was 
announced by Karl Egeler, 
vice-president of Motor 
Wheel Corp., Lansing, Mich., 
in charge of sales Duo-Therm 
Div. Mr. Redmond’s head- 
quarters will be in Dallas. 
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make every inch of window area available for ventilation 















Operator 4703W 
for wood casements 
is a precision-built instru- 
ment with the exclusive 
internal gear. It operates 
through screens, on all 
wooden casements equipped 
with butt or extension hinges. 








etty operators 





Operator 4715 
for wood casements 


is an inexpensive worm and 
gear angle-drive operator 
that functions through 
screens on casements car- 
rying butt or extension 
hinges. It is precision-built, 
easily installed (2 measure- 
ments, 6 screws), lubricated 
for life. 

































3348 NORTH 10th STREET 
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At the touch of a finger, Getty-operated case- 
ments make every inch of window area avyail- 
able for fresh air, or lock securely at any 
opening desired. Getty operators are ready to 
go to work in any weather, in any season— 
and render long, troublefree service. 


That’s why architects, builders, contractors, 
casement manufacturers, hardware wholesalers 
and dealers, and building material dealers 
specify, use and carry the Getty line. That’s 
why Getty operators are found on more casement 
windows than all other operators combined. 


Write for our descriptive brochure G. It 
contains complete information on our three 
operators (internal gear, external gear, hori- 
zontal drive) and our specialty hardware for 
every type of wood and metal casement. 


J 3 Co., Inc. 


PHILADELPHIA 40, 


PA. 
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. Why Skilled Workmen 


In gi ct On | Cory, Fresh’nd-Aire Sales Forces Joined: 
| Wallace, Crawford Named T. erritory Head 






Union Ha 


| acl 

=a Sip J. W. Alsdorf, president products of Fresh’nd-Air J 
| of Cory Corp., Chicago, Ill., as well as all commercial anj Appointm 
manufacturer of Cory, domestic products of the gional sale 


and Nicro 





Pipe Cufters 









4 i 21 ee folel E 


make good workers 
better 


Fresh’nd-Aire 





Cory and Nicro home appli. 
ance lines. 

Edwin M. Crawford, Jr, 
has been appointed new ter. 
ritory manager of northern 
Texas and the complete state 
of New Mexico for Cory, 
Nicro, and _ Fresh’nd-Aire 
products. After undergoing 
extensive training on the 
sales, manufacturing, and 
service aspects of all Cory, 
Nicro and_ Fresh’nd- Aire 
products, he will headquarter 
in Dallas, Tex. 

Also announced was the 
acquisition by long term 





handle sales 





JOHN WALLACE lease of an additional manu- IRVIN 
household appliances, has £@¢turing plant in Grays 
announced plans for the im- lake, Ill, and the entrance ware Co. 
mediate consolidation of the of the company into the East, the m 
Cory and Fresh’nd-Aire na- volume manufacture and and the We 
tional sales organizations. ‘le of electric room alr T the country 
The sales of resh’nd-Aire ©°Mditioners and electric de } ty yilton G 
air treatment products were humidifiers for home, indus: | of merchan 
previously handled through trial and commercial use. for Union 
manufacturers sales repre- ries. 
ates oategl In pnt hy “ Dunthorn Is Promoted oo I 
‘resh’nd-Aire products wi with offices | 
be sold by the Cory full time BY R- D. Werner Co. be Irving 
national field selling organ- The R. D. Werner Co., Inc, § New York 
ization. New York, has appointed § tative for ‘ 
6 sizes for pipe %4”’ to 6”? “The consolidation,” ac- Cyrus D. Dunthorn as »°s- § ware Co. 
4-wheel cutters to 4”? cording to Mr. Alsdorf, “was sistant general sales man- § Shoe Div., 
prompted not as a reflection ager. Mr. Dunthorn has been § buyer for I 





Popular FRIE2E21E> Heavy-Duty Cutters 
assure you steady profitable sales 


* Your customers prefer them because high alloy 


of activities of any previous 
action by sales representa- 
tives, who handled Fresh’nd- 
Aire—but because the recent 
expansion of the Fresh’nd- 
Aire line and entry of the 
company into the field of air 


associated in a_ sales ¢a- 
pacity with the Werner or- 
ganization for several years 
and is well known by most of 
the leading wholesalers of 
floor covering, hardware or 
building materials. 


thin-blade cutter wheels roll quickly through | conditioning and dehumidi- . Mt. Dunthorn will direct 
pipe with least effort—clean almost burrless cuts. | fication requires the atten- field selling on all bes 

‘ tion of full time employees. aluminum resale products 

* Special malleable housing guaranteed warp-proof, | The Cory organization al- Which ree ._ Mer 
assures perfect tracking of cutter wheel—every | ready consists of five sepa- cl a gaa tg an 


tool factory tested. 











rate sales divisions and ap- 
proximately 50 men covering 


frames, clothes dryers, and 
a complete line of aluminum 








* Efficiency-balanced design for quick easy work— territories throughout the extensions, singles, steplat- 
made for long hard service. United States. ders and step stools. 
John Wallace, formerly 
* Don’t miss the easy profits on RIEBQID cutters | sales manager of Fresh’nd- és - 
order today! Aire Co., has been advanced Bradley Assistant Buyer 
to the position of midwest (Continued from page 147) ges 
THE RIDGE TOOL COMPANY © ELYRIA, OHIO division sales manager of steel goods and allied proé emine ¢ 
sory Corp. ucts. 
In his new position, Mr. Mr. Bradley has recently 4 the bs 
Wallace will supervise the completed a six-year tour § po ""Weat 
activities of the Cory re- duty in the Army and Air manager 
gional sales force people Force. He held the rank of cael 
headquartering in Detroit, captain in the Air Force Toga se 
| Chicago. Milwaukee, Minne- Transport Command. He 3s was respc 
apolis. St. Paul and Omaha. married, has three children vents ep 
He will manage all activities and will reside in Whitehall . ihe ict 
of the Cory midwest sales upon completion of a home ma outet 
division in respect to the there. tail hardvw 
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Appointment of four re- 
gional sales managers to 
handle sales of Union Hard- 





IRVING SWIRNOW 


ware Co. products in the 
East, the midwest, the South 
and the West coast areas of 
the country, was announced 
by Milton G. Meinig, director 
of merchandising and sales 
for Union and its subsidia- 
ries, 

Eastern regionai manager, 
with offices in New York, will 
be Irving Swirnow, former 
New York district represen- 
tative for the Urion Hard- 
ware Co. and its Athletic 
Shoe Div., and previously a 
buyer for Davega stores. 





GEORGE FOX 


George Fox, for the past 
25 years in charge of the 
sporting goods department 
of the Hoffman Hardware 
Co. in Los Angeles, is the 
new West Coast regional 
Manager. With Hoffman 
Hardware since the start of 
his business career, Mr. Fox 
was responsible for the 
growth of its sporting goods 
department to one of the 
most outstanding in the re- 
tail hardware business. He 





——_Newss of the Trade 





Union Hardware Appoints Swirnow, Fox 
Jackson, Stull Regional Sales Managers 


will establish regional sales 
headquarters for Union 
Hardware in Los Angeles. 
James Jackson, with Union 
Hardware the past five years 
as Chicago district represen- 
tative for its Athletic Shoe 
Div., has been named man- 
ager for the Midwest region 
and has established his head- 
quarters office in Chicago. 
Roscoe Stull, with Union 
Hardware the past quarter 
century as a special repre- 
sentative, will be southern 





JAMES JACKSON 


regional manager with his 
headquarters office in At- 
lanta, Ga. 

The four regional man- 
agers will be in charge of 
sales operations in their re- 
spective territories for Union 
Hardware fishing rods, roller 
skates and ice skates; Joseph 
T. Wood Athletic Shoe Div. 
bowling shoes, baseball shoes, 
roller skating and ice skating 
outfits; T. H. Wood Co. fish- 
ing lines; Springfield Co. 
baseballs and softballs, and 
Bristol Horton, Ince., golf 
clubs. Bristol Horton fishing 
rods will be handled by inde- 
pendent sales representatives. 





ROSCOE STULL 
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TURNER 











/ 


A QUALITY TORCH AT A \ 


COMPETITIVE PRICE... | 
\ Well hnown to the hardware trade! / 


es cee ee ee 


lei 


This moderately priced blow torch is powerful, depend- 
able, safe! Ic has been honestly engineered to give the 
user maximum service ...is backed by more than 80 
years of manufacturing experience with liquid fuel 
appliances. The massive cast bronze burner with wind- 
shield produces a hot blue blast in any weather. It will 
handle the heaviest kind of a job. The improved valve 
eliminates orifice enlargement. The larger undervein 
means longer service without necessity of 
cleaning. The cool composition valve wheel 
has a deeply corrugated never-slip grip. The 
pressure pump is effective and blow proof. 
Tank is Terne plate stee] with sprayed bronze 
finish ... one-quart capacity. Get complete 
details now on this quality torch at a 
competitive price; be sure you have full 
information on other Turner torches, 
too, as well as on Turner’s popular 
line of fire pots.... 








XQ, 
“ SEE YOUR JOBBER 


THE TURNER BRASS WORKS 


sh 





151 








IT’S EASY TO SELL 
THIS KIND OF SAFETY 





Feature Fast-Moving U. S. 
Neoprene Coated Canvas Utility Gloves 


Your customers know “‘U. S.”’ quality; that’s why 
they’ll buy these Utility Gloves with full confidence 
in them. In knit wrist or gauntlet style, they are / 
perfect for all sorts of indoor or outdoor work. 
Flexible and comfortable; curved fingers. Made of 
full cut, eight-ounce canton flannel inserts, dipped 
in Neoprene latex, specially compounded for extra 
wear and comfort. 

Stock these profitable gloves. Other styles and 
weights are also available. Ask your U. S. Rubber 
Branch for descriptive folder and prices, or write 
to address below. 


U. S. Industrial 
Gloves 


© 


UNITED STATES RUBBER COMPANY 


Providence 1, R.|I. 
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Renshaw Smith Joins 
Boston Varnish Co. 


The Boston Varnish Co., 
Everett, Mass., has elected 
Renshaw Smith, Jr., to the 





RENSHAW SMITH, JR. 


newly created office of execu- 
tive vice-president and gen- 
eral manager. His 30 years 
in the paint business brings 
to the Kyanize line an ex- 
traordinary knowledge of 
every phase of the paint 
manufacturing business. 

He was originally a sales- 
man in the New York City 
sales force of Devoe and Ray- 
rolds. He rose to be sales 
manager of that group, and 
later held executive sales po- 
sitions in various parts of 
the country, especially Chi- 
cago. 

When Devoe and Raynolds 
acquired the Wadsworth 
Howland Co. of Malden, 
Mass., in 1925, Mr. Smith 
was appointed its general 
manager. He directed all ac- 
tivities of that company for 
a period of 16 years, before 
returning to the Devoe and 
Raynolds management group 
in New York as a vice-presi- 
dent and director with par- 
ticular responsibility for all 
trade sales. During his ca- 
reer Mr. Smith served as 
president of both the New 
England and the New York 
City groups of the Paint, 
Varnish and Lacquer Asso- 
ciations. 





Retail Hardware 
Clinic Held 


(Continued from page 147) 
the clinic was the sales dem- 
onstrations put on by the 
students. Actual merchan- 
dise was used to help with 
illustrations of good and bad 
selling techniques. 

Another phase of the 1952 


HARDWARE AGE, OCTOBER 16, 1952 


—News of the Trade—_. 


clinic featured a custome, 
relations panel discussig 
participated in by thy 
Gainesville consumers gy 
three hardware  salesma 
This was a very demonsty, 
tive part of the progry 
which uncovered the oy 
standing complaints of ead 
group. 

Industry executives wh 
participated in the clini 
were: Marvin E. Allese, 
vice-president, Dormeyer 
Corp.; James R. Caldwell, 
president, Wooster Rubber 
Co.; Elmer J. Murray, vice. 
president, Peck, Stowe & Wil. 
cox Co.; V. A. Snow, special 
sales manager for Belknap 
Hardware & Mfg. Co.; and 
M. J. Walker, general sales 
manager, Jacobsen Mfg. Co, 

Proceedings for the 19%? 
clinic are being printed and 
copies may be obtained fora 
nominal charge by writing 
Frank T. Adams, Jr., Hard 
ware Sales Clinic Director, 
707 Seagle Building, General 
Extension Div., University of 
Florida, Gainesville, Fla. The 
proceedings will be ready for 
distribution on or about the 
first of the year. 





S. A. McClung Promoted 
By National Metal Co. 


The National Metal Prd- 
ucts Co., Pittsburgh, Pa. 
through its president, B. M. 
Rodenbaugh, has announced 
the appointment of Samuel 
A. McClung to the position 
of assistant vice-president. 

Since his release from mil- 
itary service with the Air 
Corps in World War II, Mr. 
McClung has been connected 
with the firm as sales man- 
ager. 

Prior to the war Mr. Mce- 
Clung was a member~of the 
sales staff of the Gulf Oil 
Corp. 





8. A. McCLUNG 
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SELLS ON SIGHT -- A NEW MONEY-MAKER 













SOAKS ! ITS Guanaitee4! 


Jnagine! IT SPRAYS ! IT 
a oa so 





ie 


RESINITE 
VINYL-PLASTIC 












Each Soaker-Spray is attractive- 
ly mounted on a colorful, eye- 
catching card with hand hole 
for easy carrying. 


THE HOTTEST ITEM IN THE 
GARDEN-SUPPLY FIELD 
A continuous length of Resin- 
ite vinyl tubing spirally perfor- 
ated to permit proper seepage of 
water for soaking — or by a slight 
turn of the faucet it becomes an amaz- 
ingly efficient portable sprinkling system! 
Comes in 20 ft. and 35 ft. lengths with 
standard coupling for attaching to garden hose. 
List price $2.75 and $3.85. Guaranteed not to 
rot or mildew. 


AVOID DISAPPOINTMENT — 

ORDER NOW FOR SPRING DELIVERY 
Your wholesaler can give you spring dating and show 
you the wide profit margin on this fast-selling, indis- 
pensable garden aid-— or mail coupon for further infor- 
mation, or sample. 


MANUFACTURED BY RESIN INDUSTRIES 


RESINITE SALES: CORPORATION 
' SANTA BARBARA CALIFORNIA 
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THE NEW DUAL-USE SENSATION 
FOR GARDEN AND LAWN 


Comes packed in self-selling 
display carton. Six to carton— 
one size to carton. 


| RESINITE SALES CORP. 

Box 1257 

Santa Barbara, California 

Pleaes send me further information on the: 


(] Resinite Soaker-Spray 
C] # enclose $1.00 for sample for my personal use. 





My Wholesaler is seineniiniaia 


Signed — 





Address —— 




















For 
“Push Button” 
Soft Water 


Mote Buyers Want Myers? 
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AUTOMATIC SOFTMASTER 


You just 
push this button 


(which can be locatcd any place in the house) 


and the Myers Softmaster completely regen- 
erates itself without interruption of 
water service. 


Now is a good time to add water softeners to your line 
of appliances or water systems because more home 
owners are now buying softeners as a basic appliance. 
Alert dealers sensitive to this trend are identifying 
themselves with the complete Myers line of softeners 
in territories where it is still available. 


There are many good reasons why you should investigate 
Myers Softeners with a view to carrying them in your 
store. Myers offers a dependable automatic softener 
unit in line with today’s trend to “automatic” appliances. 
Myers offers a quality product you as a dealer can sell 
with confidence. And Myers softeners are backed by 
national advertising heavier than that of other softener 
manufacturers. 


It is estimated that only 5% of the potential water ' 


softener prospects in the U. S. have been sold. Why not 
investigate the interesting profit possibilities of the Myers 
line by writing today for complete information. 


Top: Myers Softmaster. 
Appliance style automatic 
water softener. Push button 
convenience. Easy to install. 


Left: Myers Avuforinse. 
Simple semi-automatic oper- 
ation. Also available for 
manual operation (Myers 
Hydrochief). 





THE F. E. MYERS & BRO. CO, 
Dept. P-119, Ashland, Ohio 











Gartner New President 
Of Minnesota Paints 
Lawrence T. Gartner, ex- 


ecutive vice-president and 
treasurer of Minnesota 





LAWRENCE T. GARTNER 


Paints, Inc., Minneapolis, 
Minn., has been named presi- 
dent of the company. He suc- 
ceeds Valentine Wurtele who 
has retired from that office. 

Mr. Gartner joined Min- 
nesota Paints in 1940 as con- 
troller and was elected as- 
sistant treasurer that same 
year. In 1941 he was named 
treasurer. He was elected 
vice-president and treasurer 
in 1946 and in 1950 was 
named executive vice-presi- 
dent and treasurer. He has 
served as a director since 
1943. 

He is also secretary and 
treasurer of Minnesota Lin- 
seed Oil Co. 

Mr. Wurtele had _ been 
president of Minnesota 
Paints since 1931 and direc- 
tor since 1923. He will re- 
tire to the newly created of- 
fice of chairman of the board. 

Mr. Wurtele is also vice- 
president and director of the 
Minnesota Linseed Oil Co. 
He is a national vice-presi- 
dent of the National Associa- 
tion of Manufacturers and a 
member of the executive com- 
mittee of the National Paint, 
Varnish and Lacquer Asso- 
ciation. 

The Minnesota Paint com- 
pany has factories located in 
Minneapolis, Fort Wayne, 
Ind., Atlanta, Ga., and Dal. 
las, Texas. Its products are 
distributed in 38 states. 





Hurd, Curtiss Promoted 
By Buffalo-Eclipse 


Rudolph B. Flershem, 
president of the Buffalo- 
Eclipse Corp., N. Y., an- 


nounced two promotions for 
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the Buffalo Bolt Co., Div, of 
the Buffalo-Eclipse Corp., ty 
be effective immediately, 

Lawrence L. Hurd, for. 
merly assistant general sales 
manager of the Buffalo Bolt 
Co. has been promoted to the 
position of director of publie 
relations of the Buffale 
Eclipse Corp. 

Colman Curtiss, Jr., for. 
merly assistant to the vice- 
president in charge of sales 
of the Buffalo Bolt Co., sue- 
ceeds Mr. Hurd as assistant 
general sales manager of the 
company. 





Nadeau Vice-President 
Of Rogers Plastic Corp. 


Russell Nadeau has been 
named vice-president and 
general manager cf Rogers 
Plastic Corp., West Warren, 
Mass. 

Mr. Nadeau, previously as- 
sistant general manager, has 
been with the Rogers’ con- 
cern two years. 

Another promotion an- 
nounced in the Rogers’ or- 
ganization was that of Rob- 
ert Campbell to the office of 
vice-president and_ general 
manager of the Canadian 
plant at Rawdon, Quebec. 





Langford Made Area 
Manager For Hoover 


Appointment of William D. 
Langford as area manager 
for the special products divi- 
sion of the Hoover Co., North 
Canton, Ohio, was announced 
by Wm. H. Bond, manager. 

Mr. Langford will make 
his headquarters in Kansas 
City, cooperating with distri- 
butors in selling Hoover 
steam or dry irons, floor 
polishers, dustettes and 
Hoover “Specials,” vacuum 
cleaners which have been re- 
constructed at the factory. 





WILLIAM D. LANGFORD 
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FOR EXTRA CHRISTMAS PROFITS 


Cash-in on this special promotion of 


WELLER GUNS 


National advertising in 6 
BETTER HOMES AND GAR- 

DENS’ and POPULAR 
MECHANICS’ November 
ond December issues pro- 
motes Weller Guns asideal 
Christmas Gifts and directs 
customers to you. 


Special Christmas car- 
ton display fits the 
Weller carton and is 
designed for your 
Christmas Tool Bar or 
counter. 



















Christmas orders are factory-shipped in gift wrappers 
of holiday design. These moke Weller Guns even 


more inviting to Christ- 










mos shoppers 





Bright poster for your win- 
dow or wall tells and sells. 
Accordion - folder counter 
give-away shows the doz- 
ens of household uses for 
Weller Guns. 









HOMECRAFTERS 
MOST USEFUL TOOL 


For any job requiring instant heat the 
Weller Electric Gun is the most helpful 
tool a mechanic or homecraftsman 
can use. Weller Guns do dozens of 
household jobs—plus all 

types of soldering. 


Be prepared for this Christ- 
mas promotion. If Weller 
Guns are not available 
from your regular Distrib- 
utor, write for the name of 
the Weller Distributor near- 
est you. 


+ 


\ 


BETTER FROM GRIP TO Ti 





&  @ ] L >] & ied H Be €s 3 u + s 802 Packer Street, Easton, Pa. 
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ock TODAY 
HECK YOUR ST 7 
‘ MUSTS 


THESE ITEMS ARE 


GRIES WING NUTS 
Exclusive “finger-grip” Design 


Brightly finished; clean threads; 
strong, durable, depend- 
able. All popular thread 
sizes, 100 per box. 


COMPACT COUNTER DISPLAY 


Wing Nut Assortment =: 
#1 Self-selling counter Me, 


display holds the four s 
fastest selling sizes. VS 


GRIES ONE-PIECE 


E-Z CUP HOOKS 


ly packaged, 6 to the card, 


in bright kitchen colors: white, 
yellow, red, blue, green, nickel, 








brass. Also in nickel or 


CUP MOOKS 


ONE-PIECE 
é- brass, | gross per 


YAO) 
ae, 


Lid 


The nut with 1001 uses! 
All finishes 
thread Bright, smooth 


economical, 


popular and 


sizes. 








bi ve 


GRC GIVES YOU GOOD PROFITS 
All GRC hardware counter essentials are die 
CONTACT YOUR JOBBER TODAY! 
& JOBBERS: Write for details and 
prices on these profitable items. 


cast in RUSTPROOF zinc alloy for strength and 
GRIES REPRODUCER CORP. 


durability. Profitable every day in the year! 
789 E. 132nd St., New York 54 Phone: MO 5-7400 
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| of tight materials. 


| will 





Yale & Towne Executive Urges Increased 
Research, Development for Lock Maker; 


Unless manufacturers of 
locks and builders’ hardware 
expand their activities in 
product research and devel- 
opment and new inventions, 
they will risk loss of their 
markets to other industries 
or foreign competitors, Fred 
Dunning, executive  vice- 
president of the Yale & 
Towne Mfg. Co., Stamford, 
Conn., warned during an in- 
terview at the National Con- 
tract Hardware Exposition, 
held recently in Chicago. 

Recalling the origin of the 
lock and hardware industry, 
Mr. Dunning said, “It grew 
in response to a great public 
demand for secure locks of 
good design and high quality 
at reasonable prices. 

“Consumers deserve to 
have good appearance and 
security in the locks they 
buy, for that is why they 


buy locks,” Mr. Dunning 
said. 
“If lock manufacturers 


themselves do not serve this 
need,” he continued, “other 
metal fabricating industries 
or foreign manufacturers 
move in to fill the 
breach.” 

Mr. Dunning also revealed 
the likelihood of greater 
availability for lock making 
He cited 
a statement sent him by 


| Charles Sawyer, U. S. Secre- 


tary of Commerce. 

“We are now reaching a 
point in the defense effort,” 
Secretary Sawyer _ said, 
“where it is possible to free 


| increasing amounts of ma- 


| terials for normal peace- 
| time uses. 
“A brighter future for 


your industry seems to be 
indicated not only by the 
easing of materials, supplies 


| and construction in general, 


but also by other factors, 
such as the relaxation of 
credit restrictions on hous- 
ing, continued large scale in- 
dustrial and commercial ex- 
pansion, and by the imminent 
easing of limitations on such 
less essential construction as 
entertainment facilities,” 


| Secretary Sawyer concluded. 


Mr. Dunning, the Yale & 
Towne executive, also said 


| that in the last several years 


“Too many lock manufac- 
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turers have tried to cut thei 
costs by diminishing lock 
security and watering out 
quality. 

“The price of a cheap lock 
is alluring to consumers who 
know little of what factors 
will achieve lock security, 
but who nevertheless expect 
security in any lock they 
buy,” Mr. Dunning said. 

“Tt is only when a bur- 
glary is committed against 
a home or business,” he con- 
tinued, “that a consumer 
learns and he learns the hard 
way, that some locks are 
locks in name only.” 





Hronek Marks 50 Years 
With Huenefeld Co. 


Robert Hronek, salesman 
for the Huenefeld Co., Cin- 
cinnati, Ohio, recently cele- 
brated his 50th year with 
the manufacturer of kero- 
sene heating and cooking ap- 
pliances and other hardware 
products. Officials of the 
firm marked the occasion 
with an engraved gold watch 
presented to him at a lunr- 
cheon in the Cincinnati Cluwv. 

Mr. Hronek’s long record 
of service is exceptional 
since he is not yet 65 years 
old. He started with the 
Huenefeld Co. at the age of 
14 and rose from a stock 
room boy to his present posi- 
tion. He has no plans for 
retiring and intends to pur- 
sue his hobby of “keeping on 
working while able.” 





ROBERT HRONEK 


Active in trade associa- 
tions, Mr. Hronek is a past 
president of the Cincinnati 
Hardware Club. 
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ne to Stock... 


PORCH SWING CHAIN SETS 


Hodell Porch Swing Chains, in the favorite 
Bulldog pattern, are now available for 
immediate delivery, These good-looking, long- 
lasting chains are standard equipment with 
over 60% of swing manufacturers. Order them 
soon through your jobber, for spring and 
early summer selling. 





Each set includes two complete Y-type chains and a pair of 
ceiling hooks—everything needed to hang a swing. Packaged 
one set to a carton, clearly and colorfully labeled. 
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ANIMAL CHAINS 


Stock enough Hodell Cow Ties, Tie-Out 
Chains and Halter Chains for the season 
ahead—order them now through your 
jobber. Hodell Animal Chains also include 
Kennel and Exerciser Chains, Anti-Cow 
Kickers, Dog Couplers and Chain 
Choke Collars. 





Hodell Halter Chains are strong and light, 
available in either welded or weldless types, 
in most popular styles and lengths. Completely 
assembled, packed 6 or 12 to a carton accord- 
ing to size. 








Sel WODELL 222, 
HODELL CHAIN COMPANY 


Cleveland 3, Ohio 
Div. of The National Screw & Mfg. Co. 





Neti [ 
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Drape “Mayr +! 


SPORT SETS 


D & M Gift Sets are designed to sell in sets 
instead of individual items. There are nine dif- 
ferent sport sets, attractively packaged, with a 
special appeal for the youngsters. 

Write your wholesale distributor for the latest 
D & M catalog illustrating and describing the 
complete line of gift sets. 







THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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W. W. Wood Retires As 
Wood Shovel Co. Head 


The Wood Shovel and Tool 
Co., Piqua, Ohio, announced 
the retirement from owner- 
ship control of William Wil- 
son Wood 3d, co-founder and 
chairman of the board of the 
company. William B. Wood, 
president, and Britton B. 
Wood, vice-president, affili- 
ated with the company since 
1929 will continue in active 
management and have ac- 
quired ownership control of 
the company. 

Mr. William W. Wood 3d, 
retires to Florida, where he 
has recently acquired a home. 
He will serve in a consulting 
and advisory capacity for the 
company. 

The company, throughout 
its history, has been actively 
directed by members of the 
Wood family. H. K. Wood, 
who founded the company, 
served as its president until 
his death in 1922. He was 
succeeded as president by W. 
W. Wood 3d, his son and co- 
founder of the company. The 
latter, in turn, served as 
president until Oct. 7, 1941, 
when he was elected chair- 
man of the board. He was 
succeeded as president at that 
time by William B. Wood. 

The period during which 
Wm. W. Wood 3d, has been 
principal executive has been 
notable for improvements 
made in the company’s prod- 
ucts. Exclusive, patented 
construction features have 
been pioneered and developed 
which have made hand 
shovels more serviceable and 
durable. 

The company’s policies and 
methods of doing business 





News of the Trade———. 


have been firmly establish 
over the last 50 years and y 
changes are contemplate 
but new products are being 
given consideration with th 
necessary expansion for th 
manufacture of the items p 
be added. 


Carborundum Elects 
Martin Vice-President 


Harry C. Martin, Director 
of research and development 
of the Carborundum (o, 
Niagara Falls, N. Y., has 
been elected a vice-president 
of the company, it was an- 
nounced by Clinton F. Robin. 
son, president. 

“Mr. Martin will continue 
active direction of Carborun- 
dum’s research and develop. 
ment activities and_ will 
serve as principal advisor to 
the president on all technical 
matters,” said Mr. Robinson. 

Mr. Martin joined Car. 
borundum’s research labora- 
tory in 1918. He was ap. 
pointed assistant technical di- 
rector in 1944 and later pro- 
moted to technical director. 





A New Service For 
Hardware Dealers 


A new service for helping 
hardware dealers obtain de- 
tailed information on_ the 
many new products and sell- 
ing aids described in the 
“What’s New” section of each 
issue of HARDWARE AGE is 
the “Quick Check Card” on 
page 117 of this issue. 

Use this card to keep your- 
self abreast of the new profit- 
making merchandise avail- 
able for sale in your store. 








Pa. 


lished in 1949, 





Entrance to the new quarters of Chambers Bros., distributors 

of builders’ hardware, at 3364-78 Braddock St., 

A private parking lot is located on the premises. 

the business is managed by Albert a 
Chambers. 


Chambers Bros. New Quarters 






Philadelphia, 
Estab- 
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This little guy means [== rm me ial 0.8, 
business! HF . 
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LAST YEAR, AMERICANS INVESTED MORE tig eo 
THAN $5,000,000 IN DOG ACCESSORIES! , sc ON 
DID YOUR STORE GET ANY 

OF THIS BUSINESS? 


HERE'S YOUR 52 SALESMAKER! » 


CHROME-ALUMINUM DISPLAY RACK .. . FREE! with Your Order! 


@ Complete Essentials for Every Breed! 
@ Insures Self-Service and Easy, Quick Turnover! 
@ Rack Sizes: 32" x 24", compact 23 Ibs. 


YOU GET 168 Items for $48.80 
SALES VALUE: $100 


More Reliance Volume Products: 


CHROME CHAIN COLLARS 


Chrome Choke Chain, fine jewelry type welded 
links. Sizes: 12"-14"-16"-18"-20"-22", 






















Chrome plated Choke Chain, heavy gauge, welded 
chain. Sizes: 18"-20"-22'-24". 


Chrome Choke Chain, medium jewelry type welded 
links. Sizes: 14'-16"-18"-20"-22"-24". 


PE desaccccesan $9.00 doz. 


Chrome Chain Lead, fine jewelry type 
welded links, leather handle. 


Chrome Steel Lead, heavy chain, welded 
links, ¥g" leather handle. 


Chrome Chain Lead, heavy welded me- 
dium jewelry chain, ¥¢" leather handle. 







Send for Complete Catalogue Today! 
See Your Jobber, or write: 


RELIANCE INTERNATIONAL MFG. LTD. 
Manufacturers of DOG FURNISHINGS relate! ACCESSORIES 
y. i ke Tn : ae I Mew York (3, Ma - 
Subsidiaries RELIANCE SALES CO. and RELIANCE PET SUPPLY co. 
159 
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> GAUGE 
SLIDE ACTION 
REPEATING 


SHOTGUN 
MODEL 


HAMMERLESS 
22 CAL 
ACTION 
REPEATING - RIFLE 


SLIDE 


Prices of most things are pretty 
high today and all shooters are 
searching harder than ever for 
better gun values. YOU can give 
it to them with these two great 
NOBLE guns! They’re “cash 
drawer plums” for you; real 
shooting values for your customers. 
They're economical to buy and 
their performance is outstanding. 
Nationally advertised and 
WANTED—everywhere! See 
your jobber, 
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Lowe Bros. Appoints 

Six to New Sales Posts 
Six sales officials of the 

Lowe Bros. Co., Dayton, 

Ohio, paint and varnish man- 


| 
| 
| 
| 





Cc. C. SATMARY 


ufacturer, have been ap- 
pointed to new sales posi- 
tions, according to R. L. 
McPherson, general sales 
manager of the firm. 

C. C. Satmary has been 
named to the newly created 
post of sales promotion man- 
ager; Richard Butler was ap- 
pointed as a trade sales rep- 
resentative; Warren Sackel 
has been elevated to branches 
division manager; Russell 
Lanich has been appointed to 
the newly created post of 
branches division coordina- 





tor; Emerson E. Livingston 
was named supervisor of 
branches in the north central 


| district, and Daniel Stanley 





was given the same position 
in the southern district. 

Mr. Satmary, with the 
company for 24 years, has 
been branch division man- 
ager for the past eight years. 
He will direct the firm’s 
dealer industrial and sales 
promotion activities. 

Mr. Butler, a representa- 
tive with the company for 12 





RICHARD BUTLER 


News of the Trade———______ 


years, will cover the Tam, 
Fla., area. He will make his 
headquarters in Tampa. 

Mr. Sackel, former}; 
branches division merchap. 
dise manager, joined the firp 
as a branch salesman an 
later served as a_ brane 
manager in Marion and (Cp. 
lumbus, Ohio. He will direct 
all branch sales operations 
through district headquar. 
ters. 

Mr. Lanich, who started 
with the firm in 1919, will eo. 
ordinate branch operational 
functions through district of. 
fices. 

Mr. Livingston, who served 
the company as trade sales. 
man in central Ohio, will 
make his headquarters in the 
district offices in Chicago, Ill. 

Mr. Stanley, who was 
branch manager in Jackson- 
ville, Fla., for nearly two 
years, will be headquartered 
in Atlanta, Ga. 


Seamless Rubber Names 
Watson to Sales Post 
The Seamless Rubber Co, 


New Haven, Conn., has ap- 
pointed Mare J. Watson as 





MARC J. WATSON 


sales representative for the 
Seamless Athletic Div. 

Mr. Watson comes to Seam- 
less with a sporting goods 
background extending over 
the past 25 years. He has 
previously been employed as 
team sales division manager 
of Dowd Sporting Goods Co. 
and sales representative for 
Gantner of California. 

Mr. Watson’s territory will 
consist of the states of West 
Virginia, Indiana, Ohio, Ken- 


tucky, Missouri, Michigan 
and parts of Illinois. He will 
make his headquarters Mm 


University City, Mo. 
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OCEAN CITY-MONTAGUE 
DEALER NEWS 


PHILADELPHIA, PA e MONTAGUE CITY, MASS. 





WHAT? NO STREAM? 


Heads are due to roll at Ocean City- 
Montague. In the preparation of the 
all-new, COMPLETE FISHING 
OUTFITS, somebody forgot to include 
a trout-filled stream! 


Company officials are embarrassed 
by the affair, so certain were they that 
everything a fisherman needed had 
been included in each of these Outfits; 
From Rods and Reels, to plugs, line, 
knife and bait, not one basic item had 
been omitted. 


“It’s a darn shame,”’ says Ed 
Maguire, general manager for Ocean 
City. ‘“‘We spent months researching 
the market for top brand-name items 
to offer in our new Fishing Outfits; 
well-known names like our own and 
Heddon, Newton and Barracuda that 
are already pre-sold to customers. And 
then, when we had everything we 
needed, and each item a top seller in 
itself, we put them all together in one 
individual, self-displaying package. We 
even put a dust-proof, cellophane 
cover on top, so that customers could 
see into the package, and then, sud- 
denly, it happened . . . one of our em- 
ployees got so enthusiastic he grabbed 
the equipment right there in the factory 
and started to fish on the floor. It was 


’ 





This unfortunate omission, say com- 
pany officials, is made up for, how- 
ever, in other ways. The Outfits are not 
only COMPLETE in every detail, and 
ALL NEW from top to bottom, and 
crowded with TOP BRAND-NAME 
items, but they give dealers a 100% 
mark-up! 

The Outfits are ideal for gift-giving, 
for the new fisherman, and for eliminat- 
ing those difficult related-item sales. 
Even a non-fishing salesman can’t go 
wrong when he recommends one of the 
Fishing Outfits. There are fifteen Out- 
fits, for every type of fisherman from 
6 to 60. A broadside is now being dis- 
tributed to dealers to bring them the 
full story on the season’s best—by far 
the best—opportunity for extra dealer 
profits. 

In the meantime, Ocean City-Mon- 
tague is consulting with salt and fresh- 
water authorities about the buying up 
and packaging of you-know-what. How 
do mistakes like that happen, anyway? 
Get out the pink slips, Al! 

And while you’re at it, Al, dig up 
some of those handsome, chrome, 25- 
inch high reel stands that hold salt and 
fresh-water reels. We’ve been selling 
em, but let’s go berserk and give them 
away free for nothing to the first 100 
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MAKE EXTRA MONEY 
ON AUTOMOBILE DOORS! 


It’s 4:30in the morn- 
ing. You’re heading } 
for_LakeGoodstock. | 
You haul out your { 
rod, toss it into the | 
car, slam the door 
SOO 
there cracks another 
rod! 


The moral, of 
course, if you’re a 
dealer, is to cash in 
on all the broken 
rod business by 
carrying a couple of 
sets of Montague’s 
new Universal Fly 
Tips that can be 
fitted to broken rods, 
using the old male 
ferrule, so that it fits 
the joint correctly. 
These tips can be cut 
down in length— 
whatever the repair 
job calls for. 


Universal Fly | 
Tips, which are sold | . | 
6 to a display box 
and cost you, the dealer, only $7.17, 
mean extra repair profits for you, hap- 
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PROFIT 


FROM 
ROLLING DOOR 
HARDWARE, WITH 











WASHINGTON LINE 


AND THE NATION’S 
NO. 1 SELLING AID! 







The No. 600 
Demonstrator 

Is A Complete 
Department 

That Displays, 
Stocks, And Sells 
Residential 
Rolling Door 
Hardware 


FOR FURTHER INFORMATION, SEE 
YOUR JOBBER OR WRITE TO: 


WASHINGTON STEEL PRODUCTS, INC. 


1940 East 11th Street, Tacoma 2, Washington 





News of the Trade ail 





Savage Arms Corp. Adds Savage sales representative 


in that area. 
Three to Sales Staff Mr. Love, assigned to the 


J. V. Falcon, sales man- southwestern area, formerly 
ager, Savage Arms Corp., was connected with the Dow 
announced the addition of Chemical Co. 




































LOUIS L. LOVE 


three new representatives to 
the sales staff: Louis L. Love, 
Lake Jackson, Tex.; W. Tut- 
tle Sherrill, Greensboro, 
N. C.; Donald C. Craig, Port- 
land, Ore. 





W. TUTTLE SHERRILL 


The new men, each with 
considerable firearms experi- 
ence, are completing an in- 
tensive training program at 
the Savage factory in Chico- 
pee Falls, Mass., prior to as- 
signment to particular terri- 
tories where each will work 
under the supervision of the 





DONALD C. CRAIG 


Mr. Sherrill will work ip 
the southeastern section of 
the country. He brings ga 
wealth of sports background 
and experience to his new 
position. 

Mr. Craig will travel in 
some of the mountain and 
Pacific states. In his pre 
vious work as a_ sporting 
goods buyer, he has had wide 
firearms experience and is 
acquainted with many dis- 
tributors in the northwest 
area. 





20th Century Paint 
Names Jackson-Dobbins 


The 20th Century Paint & 
Varnish Corp., Brooklyn, 
N. Y., has named the Jack- 
son-Dobbins Paint Co., Balti- 
more, Md., as distributors for 
northern Maryland and the 
Eastern Shore. 

The announcement was 
made at a sales meeting, held 
recently in Baltimore, at 
which George Dobbins was 
host to David F. Lifson, ex- 
ecutive manager of 20th Cen- 
tury Paint, Ben Weinstein. 
20th Century district man- 
ager and the Jackson-Dob- 
bins sales force. 

The meeting was key- 
noted by 20th Century’s new 
sales program which was dis- 
cussed at length. It was also 
pointed out that the company 
was 50 pct ahead in sales for 
the first seven months of this 
year as compared to the 
same period of a year ago. 





Licenses Granted tq 44 
By Libbey-Owens-Ford 


Royalty-free licenses to 
manufacture glass fishing 
rods under its Dubois patent 
have been granted by Libbey- 
Owens-Ford Glass Co., To- 
ledo, Ohio, to 44 manufac- 
turers of sporting goods and 
equipment. 

The offer made a few weeks 
ago to clarify a confused 
patent situation and broaden 
the selection of the popular 
rods available to fishermen 
was quickly accepted by 
manufacturers, it was re 
ported by J. M. Johns, gen- 
eral manager of the Fiber 
Glass Div. of LOF Glass. 
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FOR MORE 
SATISFIED CUSTOMERS 


SELL WOOD SCREWS 


THAT MEET 


FEDERAL 
SPECIFICATIONS 


LOOK FOR THESE FEATURES WHEN 





CLAIMS FOR OTHER TYPES 


Your customers want wood screws of the type that has been 
Government-tested and proved to have the strongest con- 
struction and greatest holding power ...screws with husky, 
full-size shanks, sharp gimlet points and clean, keen 
edged, cut threads. 

Manufacturers of items using wood screws want fasten- 
ers made in accordance with Federal Specifications, so that 
they can qualify for Government orders. 

Only screws with rugged single-thread construction meet 
all these requirements. 



























YOU ORDER WOOD SCREWS 





J 





PRECISION MILLED SLOT. Milled slots with 

parallel sides mean safe starting and driving. 
* Other methods of making slots, such as strik- 
ing the slots when cold heading, result in 
tapered sides, causing screw driver to slip. 


FULL-SIZE SHANK, of equal diameter to 
threads. Federal Bureau of Standards tested 
10,000 individual wood screws in 7 different 
kinds of wood, concluded full shank has far { , 
greater holding power. Full-size shank re- 
quired by Government Specifications. e 



















THIN, SHARP, CYLINDRICAL, NON-TAPERING 
THREADS. Cut through wood cleanly, without 
tearing fibers. Only cut threads can provide 
this sharp cutting feature. 


GIMLET POINTS. Sharp gimlet points bite into 
wood and hold on, resulting in much easier 
handling and faster starting. Other types of 
points require greater pressure to start, are apt 
to slip more readily. 
















































14,000,000 screws per day! Sizes range from %4” No. 0 to 6” 
No. 24 in both steel and brass, slotted or Phillips heads. Pack- 
aging is modern... bulk screws are shipped in hermetically 
sealed steel containers, with easily removed and replaced 
covers. You’re safe when you sell Southern! They're top 
quality, precision-perfect products, meeting Federal Speci- 
fications and bringing you bigger sales, more repeat business ~ 
and greater profits. Write for our catalogue today. 


You'll find precision-milled, single-thread Southern wood 
screws provide all these advantages. And that’s not all! It’s 
important to you to know that your orders will be filled 
promptly, accurately, and that your supplier has full stocks 
in a wide range of sizes and types. 

Southern delivers promptly from its warehouses centrally 
located in all sections of the country. Our factory stock is 
currently 534,000,000 wood screws...production capacity 


280 DECATUR S.E. 
ATLANTA, GEORGIA 


325 WEST OHIO STREET 
Y CHICAGO 10, ILL. 


4100 DELL AVENUE 
NORTH BERGEN, N. J. 


FACTORY WAREHOUSES: 


104 RICKERT ST. 
STATESVILLE 
NORTH CAROLINA 
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Kuenn Made Sales Head 
Of Owens-Corning Div. 
Appointment of W. Whit- 


ney Kuenn as sales manager 
of the newly created Air 





W. WHITNEY KUENN 


Conditioning Products Div. 
of Owens-Corning Fiberglas 
Corp., Toledo, Ohio, has been 
announced by Edward J. 
Detgen, sales manager of 
the company’s General Prod- 
ucts Div. 


In his new post, Mr. Kuenn 
will coordinate sales efforts 


tor such Fibergias products 
as Dust-Stop air filters, filter 
trames, plain and _ faced 
Aerocor, and duct insulation. 
Principal markets for prod- 
ucts of this division are in 
the air conditioning and 
heating fields. 

Mr. Kuenn has headed ap- 
pliance sales for Owens- 
Corning since 1948. Before 
that he was works labora- 
tory engineer, product de- 
velopment engineer and field 
application engineer in the 
appliance phase of the com- 
pany’s operations. He has 
been with the Fiberglas or- 
ganization since 1943. Mr. 
Detgen also announced crea- 
tion of the Battery & Process 
Products Division, which will 
be headed by Clifford L. 
Rowley. 

Until the establishment of 
the two new Fiberglas divi- 
sions, Mr. Rowley was man- 
ager of what had been known 
as the Air Conditioning and 
Battery Div. 

In his new post, Mr. Row- 
ley will head activities rela- 
tive to sales of Fiberglas 


News of the Trade 





products used in storage bat- 
teries, paper, liquid filtration 
and other industrial prod- 
ucts. 





Silex Appoints Six 
New Sales Managers 


Recent appointments in the 
Silex sales organization were 
announced recently by H. S. 
Perkins, general sales man- 
ager of the Silex Co., Hart- 
ford, Conn. 

F. D. Easton, formerly 
with the Carlisle Hardware 
Co., Springfield, Mass., was 
named district sales man- 
ager for Connecticut, west- 
ern Massachusetts, Vermont 
and eastern New York state. 

J. J. Kelly is district sales 
manager in eastern Pennsy]l- 
vania and Delaware. 

A. C. Spanke has been ap- 
pointed district sales man- 
ager for Michigan and 
northern Ohio 

T. G. Halloran will man- 
age the western Pennsylva- 
nia, southern Ohio and Ken- 
tucky district. 
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Cohen, shown in the inset. 


display area. The 


This is a portion of the new permanent toy display room of J. A. 
Williams Co., 401 Amberson Ave., Pittsburgh, Pa., hardware 
wholesaler. Recently completed, its newly arranged toy, sporting 
goods and holiday gifts display room is managed by John C. 
The toy department occupies more 
than 6,000 sq. ft. of floor space and more than 1,000 ft. of shelf 
department, scene of a gala opening in June, 
is arranged for dealer convenience and to suggest store display 
arrangments for showing toys for either a |2-month or a Christ- 





mas season toy department. 


er 


Gutgsell to Head Cory 
Sales in Southwest 
J. W. Alsdorf, president 


of Cory Corp., Chicago, hag 
announced the advancement 





E. W. GUTGSELL 


of E. W. Gutgsell to the post 
of sales manager, Southwest 
Div. 

Mr. Gutgsell formerly op- 
erated as assistant sales 
manager of the Fresh’nd- 
Aire Co., a product division 
of Cory Corp. In his new re- 
sponsibility he will supervise 
and coordinate the activity of 
the Cory national sales or- 
ganization located in the ter- 
ritories of St. Louis, Kansas 
City, Oklahoma City, Dallas, 
Houston, Memphis and New 
Orleans. 

In his new post Mr. Gutg- 
sell will also manage South- 
west Div. sales of all 
Fresh’nd-Aire air treatment 
products as well as the com- 
plete line of products pres- 
ently comprising the Cory 
and Nicro lines of home ap- 
pliances. 


Faber Birren Made 
Colorizer Consultant 


Faber Birren, nationally 
known color authority, has 
been named as color consul- 
tant to Colorizer Associates, 
Inc., a group of 13 large re- 
gional paint manufacturers 
who produce Colorizer paints 
in 1322 colors, it was an- 
nounced recently by Robert 
O. Clark, president of the or- 
ganization. 

Mr. Birren is the author 
of 12 books and hundreds of 
magazine articles. Among 
his most widely-known books 
are ‘‘Functional Color,” 
“Color Dimensions,” ‘Color 
Psychology and Therapy” 
and “Selling With Color.” 
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is, Kansas KAY-TITE, when applied properly, is ap- 
y, Dallas, proved by the Veterans Administration in 
and New the North Jersey Area. Kay-Tite is used 
by leading building contractors in North- 
Mr. Gutg- ern New Jersey to solve their water seepage 
ge South- problems. One U. S. military department 
; of all tested Kay-Tite against seven competitors 
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the com- specifications! 
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Dollars 
For You... 


Wherever there are floors—there are DIRTY 
FLOORS. And no matter what the floor... 
or where you find it. . . you’re sure to have 
the right cleaning equipment, engineered 
for the job — 


When You Feature... 





FLOOR CLEANING EQUIPMENT 


Here’s the outfit for the 
many users who 
prefer a round 
metal bucket. 
Built to stand 

up under hard- 
est use. Wringer 
with either hard 
wood or steel rollers, 
foot operated for 
greater pressure 
and easy handling 
of mop. 18- or 
24-quart sizes. 













WHITE MOP WRINGER CO. 
2 Mohawk St., Fultonville, N.Y. 


WHITEY MOPZUM SAYS: 
Your Customers know... 
It’s RIGHT . .. if it’s 





A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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News of the Trade 


Arvin Industries Lists motive, plumbing and hea, 
ing specialties was a. 


Territorial Changes nounced by V. P. Bre 


Two changes in territorial general sales manager o 
representation have been an- Radiator Specialty (Co, 


nounced by Gordon T. Ritter, Charlotte, N. C. 
Wray L. Shaffer will now 


represent the Solder Seal 
line in the Pittsburgh dis. 
trict. 











S. Halpern Heads Erie 
Hardware; Siegel Named 


Seymour Halpern has been 
named president of the Erie 
Hardware Mfg. Co. in a re. 
organization of the firm’s ex- 
ecutive personnel. He suc- 
ceeds Myer Halpern, who will 
remain with the company in 
an advisory capacity. 

It was also announced that 
Alan Siegel has been ap- 


‘ pointed secretary-treasurer 
director of sales of the elec- in charge of advertising and 


tric housewares division of sales promotion. 


Arvin Industries, Inc., Co- Mr. Halpern, who was peo. 
lumbus, Ind. moted from the position of 
Pearson Graham has been secretary-treasurer, has 16 
appointed Arvin district years’ experience in the 
manager in the West Vir- housewares and hardware 
ginia, western Pennsylvania field. He will concentrate on 
and western New York state expansion and production of 
territory, replacing Roger Erie’s line of vinyl-coated 
Aiman, who has resigned. wire products. 
Mr. Graham, formerly with Mr. Siegel was formerly 
Ekco Products, Cleveland, an officer of Eskay Carpet 
and who also represented the Corp., Brooklyn, N. Y.,‘dis- 
tributor of floor coverings 
and Beacon Wax. 








PEARSON GRAHAM 





Martin-Senour Expands 
Sales Staff; Adds Six 


The Martin-Senour Co. 
Chicago, Ill., paint manufac- 
turer, has announced the ap- 
pointment of six new sales 
representatives as part of 
an expansion program. 

All six have just com- 
pleted a two month training 
course at the firm’s home 
office. 

New salesmen and their 
territories are: Edmund L 
Fortier, who will cover 





WILLIAM F. TURNER 


John E. Naumann Co. in the 
Pittsburgh territory, lives in Levistana: Béwerd 

. , © 
Pittsburgh. Barte, assigned to the Chi- 
_ William F. Turner of In- cago area of the north cen- 
dianapolis has been ap- tral district; Walter L. Fin- 
pointed field sales represen- ninger, assigned to Michi- 
tative for Arvin in the state gan; Robert W. Heald, who 
of Michigan. will cover the South Chicago 
area, including Hammond, 
Ind.; William M. Gartley, 











Shaffer to Represent who will represent Martin- 
Senour in the Peoria, II. 


Solder Seal Line area, and Alfred E. Warner, 


The appointment of an- assigned to the southwestern 
other new representative for division and working out of 





the Solder Seal line of auto- Dallas, Tex. 
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THESE WIZARDS WITH WOOD 


Turn Uncle Sam’s mail-men 
Into Harrington Brothers’ 
Most ee salesmen 


Largest Selling Wood Glue — 


WELDWOOD 
PLASTIC RESIN in G LUE 


For making things 
or fixing things, 
recommend Weld- 
wood Glue—for all 
wood - to - wood 
. bonds and many 
other us uses. Makes joints stronger than 
the wood itself. Mixes easily with 
water. Stain-free, rot-proof, highly 
water-resistant! For hobbyists, home 
owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 
35c, 65c, 95c; 5 Ibs., 10 lbs., 25 Ibs. 


~ 
Blond or pickled effects call for 


WHITE FIRZITE 


Recommend WHITE 
Firzite for magical 





hardwood or -soft, 
plywood or solid 
lumber. For light 
pastel tones, recom- 
mend WHITE Firzite 
tinted with Colors- 
in-Oil. For soft wood and fir plywood 
paint jobs, recommend WHITE 
Firzite as an undercoat, to help pre- 
vent grain raise or checking. (For soft 
wood or fir plywood stain jobs, recom- 
ment CLEAR Firzite, to tame wild, 
unsightly grain. Over 40 million feet 
of fir plywood sold every week — what 
a market for Firzite!) 


. 
Big demand for natural wood finishes, sells 


SATINLAC: 


The big modern style 
trend is for light 
natural wood fin- 
ishes — on furniture, 
wood panelling and 
woodwork. When 
=> customers ask you 
what to use, you'll 
make friends by re- 
commending SATINLAC. It brings 
out and preserves the natural grain 
and color-beauty of any plywood or 
solid wood. Water- clear Satinlac 
avoids that “built-up” look. Easy to 
brush or spray; dries “dust-free” in 
20 minutes, ready for next coat in 3 
or 4 hours. 
*In pints, quarts, gallons, drums. 
Order from your wholesaler 





SATINLAC 
$ 





ont y yl 
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woodsy effects on . 
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Here's the way it works: in response to our 
national ads in Saturday Evening Post and 29 other magazines 
thousands of people write us every month, “Where can | buy 
them?” We refer them to dealers. So write us a post card today, 
telling us that you carry WELDWOOD® GLUE, FIRZITE® and SATINLAC® 
and we'll refer nearby inquiries to you. We'll also send you useful literature. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 124, 55 West 44th St., New York 36, N. Y. 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 


quality water system! 


No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water- supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 

uality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System— it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line. . . 









i aE RS 
SHALLOW-WELL JET- 
MASTER — Only one movin 
part. No special pressure tan 
needed. Easily installed and 
exceptionally efficient. 





DEEP-WELL WATER SYS- 
TEM — Positive lubrication. 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment. 








DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation— 
only one moving part. 


+ 
/ 
| 

a 

A 


Fao WER ey ee cacap i ag 
CENTRIFUGAL PUMPS — 
impellers are semi-enclosed 
for greater efficiency. Balanced 
drive shafts ride on double Tim- 
ken Bearings. There are no bet- 
ter irrigation pumps made than 
Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 


EMPSTER 


WATER SUPPLY EQUIPMENT 
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Water Systems 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 





Pumps e Tanks © Windmills e 








Sanne 








News of the Trade 











HARDWARE BRIEFS ~ 








| California 


Remodeling of the Central 


| Hardware Co., Central Ave., 


Shafter, got underway re- 
cently. The structure, which 
was damaged by the quake, 
will undergo many changes, 
which will include the re- 
moval of the top story. 





Colorado 

The Kearney Hardware 
Co. has opened its newest 
store at 1407-9 Krameria St., 
Denver. The store features 
modern fixtures and a semi- 
self service display of mer- 


chandise. 


lowa 

The Rippey Hardware 
Store, Rippey, which has been 
owned and operated by A. V. 
Lauver for the past 10 years, 
has been sold to C. W. Kil- 
lam. 





L. A. Swenson, owner of 
Swenson Hardware, Roland, 
has sold out his entire stock 
and is no longer dealing in 
hardware. 


Illinois 

The J. B. Snyder Co., 
Roanoke, has opened new 
salesroom, warehouse and 
offices. The firm is owned 
by R. J. Snyder. 





Minnesota 

Ray Kurzeka and William 
Hobday have terminated their 
partnership in the hardware 
business. Mr. Kurzeka will 
continue the Wabasha firm as 
sole owner. 





New Hampshire 

Robert Gosselin Hardware 
Store has opened at 270 Am- 
ory St., Manchester. 





New Mexico 

The Holliday Hardware, 
607-9 Menaul Blvd. N. E., Al- 
buquerque, was slightly dam- 
aged by a recent fire. 





Ohio 

The Quality Hardware Co., 
Route 25 North, Troy, re- 
cently held its grand opening. 
The store provides free park- 
ing. 


Pennsylvania 

The Cross Keys Hardware, 
17-19 Swamp Rd., Cross Keys, 
developed a business so large 
that it had to move to its 
newly constructed building on 
the west side of the New 
Easton Highway, just north 
of the junction with North 
Main St. 





The Hampstead Implement 
& Supply Co. recently held a 
grand opening of its hard- 
ware store on Center Main 
St., Hampstead. The hard- 
ware building has been re- 
modeled throughout. 





South Carolina 

The firm of Dobbins & Lit- 
tle, Inc., Union, has received 
a state charter to engage in 
the merchandising of hard- 
ware and sporting goods. 
Heywood Dobbins is president 
of the firm. 





South Dakota 

The Pressler Hardware 
store, Selby, has remodeled 
its interior and upon comple- 
tion held a weekend store- 
wide sale. 





Our Own Hardware store, 
623 Main St., Rapid City, has 
been sold by Sivert Dorum 
and Mrs. Lloyd Orvedahl to 
Ralph V. Shoun, who had 
worked in the store for many 
years before World War II. 





Texas 

Richard Clark has _ pur- 
chased the Texas Hardware 
Co., Electra. C. P. Nichols 
will also be associated with 
Mr. Clark in the business and 
Mrs. Louis Taylor and Ralph 
Pearce have also been re- 
tained. 





The Rydman’s Hardware, 
Newton, recently held its for- 
mal opening. Proprietors are 
Russell and David Rydman. 





Washington 

Fred Thom has recently 
opened his new store, Thom’s 
Hardware Mart, 1668 N. 
Wenatchee Ave., Wenatchee. 





Wisconsin 

Gamble’s Hardware store, 
1011 Milwaukee Ave., South 
Milwaukee, will open soon. 
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THIS ADVERTISEMENT 


(IN FULL SIZE) 


BREAKS IN THE 
NOVEMBER 29 [3U-1) 


(and similar advertisements in October, Novem- 
ber and December issues of other magazines) 
















It invites readers to give PET Tools for a real 
Man’s gift. 

It invites readers to look for the PET Christmas 
Tree display (meaning, to you, the PET Christ- 
mas “Profit-Package”’). 


Here’s the PET Christmas “Profit-Package’”’: 


ALL THESE 5 PET TOOLS 
EACH IN GIFT BOX RETAIL PRICE 
































































Gold-tone finish 14” drill $20.95 
Mirror finish 14” drill 19.95 
: ; be nee tet “ 
vy a man fooks at a display of moe Chromium and Satin finish 14" drill 14.95 
Ever notice oS a hefts them, almost fondies them Zip-Sawer Junior 7.95 
yom how much faster oe oe a 35-Piece Attachment Set 7.95 
Favorite of = FC is tht sould make the doll > 
“Do-h-Yourselfers” jobs. How he cou"How quickly he could © TOTAL RETAIL VALUE $71.75 


m for Junior. a 
ig pra shelves, the cupboard his wi 


Yet he will not buy this wonderful 
the money of himself. wre ee 
hand drill he'll keep try oO ¢ 


PLUS 

Colorful Christmas Tree Dis- 
play (that holds the gift-boxed 
tools) with flashing Christmas 


















d Tree Lights No Charge 
PLUS 
Window Streamers and Ad 
Mats No Charge 








YOUR COST, complete, 
per package $49.95 


YOUR PROFIT *21® 


Get this self-selling ‘‘Profit-Package.”’ 
Have it when people look for it! | 


MAIL THE COUPON TODAY | 
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. PORTABLE ELECTRIC TOOLS, INC. 


320 W. 83rd St., Dept. HA-102, Chicago 20, Ill. 
ZP-1, In gift bos, 


() Ship me____Pet. Christmas “‘Profit-Packages”’ 
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= REFLECTING: NUMBERS, LETTERS & SIGNS 


CUNEPUNT LP AASNES TELA pages 


Here’s the counter unit you’ve been waiting 
for—completely stocked with fast-selling 
DA-NITE reflecting numbers, letters and 
signs. This attractive DA-NITE display 
transforms a small amount of counter space 
into a complete, compact department. . . 
open for business and ready to go. It’s like 
having an extra salesman at no cost to you. 
Order NOW for fast-moving action and 
greater profits. 


You can still order DA-NITE numbers, 
letters and signs separately with their indi- 
vidual displays. 


Ask your Jobber, or write for 
full information and prices 


METAL PRODUCTS C0. 


2536 EUCLID AVENUE © CLEVELAND 15, OHIO 
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Moe Light Holds Four 
Regional Sales Meetings 


Verrall Moe, vice-president 
in charge of sales of Moe 
Light, Inc., Fort Atkinson, 
Wis., manufacturer of resi- 
dential lighting, recently an- 
nounced the completion of a 
series of four regional sales 
meetings. The initial session 
was convened in Sonoma 
Mission Inn, Boyes Spring, 
Calif. Succeeding meetings 
were held at Fort Atkinson, 
New Orleans, and New York 
City. 

Highlight of the sales 
meetings was the introduc- 
tion of a new line of con- 
temporary lighting featuring 
both accent and _ indirect 
lighting, in an array of new 
decorator color combinations. 
An innovation which created 
great interest was a snap-on 
feature of reflector bowls 
which permits inter-chang- 
ing of colors. 

Announcement was also 
made of a continuing na- 
tional advertising program 
to support the sales activi- 
ties of Moe Light salesmen 
and thousands of hardware, 
building supply, and elec- 
trical dealers and electrical 
contractors. The expanded 
program includes full-color, 
full-page advertisements in 
the Saturday Evening Post, 
American Home, and Sunset 
magazines. 

A four-page, four-color in- 
sert in HARDWARE AGE and 
American Lumberman will 
announce the new Moe Light 
line to the trade. In addi- 
tion, a full schedule of trade 
paper ads for the balance of 
the year is planned to keep 
the trade informed not only 
of new Moe Light develop- 
ments but also of the profit 
advantages of handling Moe 
Lights. 





Name Nemes Sales Head 
Of Avco's Crosley Div. 


The appointment of Ted 
Nemes as sales manager of 
the air conditioning section 
of the Crosley Div., Avco 
Mfg. Corp., was announced 
by Mr. F. F Duggan, general 
sales manager in charge of 
appliances. 

Before joining Crosley, 
Mr. Nemes was assistant 
sales manager of the Fed- 
ders-Quigan Corp., Buffalo, 
N. Y., and has had extensive 


News of the Trade 





experience in the air condi. 
tioning field with other na. 
tional manufacturers of this 
equipment. 

During the war he had im. 
portant war contract sched. 





TED NEMES 


uling and managerial posi- 
tions with York Corp., York, 
Pa. 

Mr. Nemes, whose appoint- 
ment is effective immediately, 
will make his headquarters 
in Cincinnati. 





Four Salesmen Added By 
Perfection Stove Co. 


Four salesmen have been 
added to the staff of Perfec- 
tion Stove Co., 
Chio. Robert A. Lett will 
handle central western In- 
diana, George A. Purcell will 
represent the firm in north- 
western Indiana, Frederic S. 
Smith will travel in Rhode 
Island and in five counties 
in Massachusetts, and Don- 
ald J. Ottum will handle the 
company’s sales in the Aber- 
deen, S. D. territory. 

Prior to joining Perfec- 
tion, Mr. Lett operated his 
own store and then went 
with the F. H. Leggett Co., 
selling wholesale grocery 
products in 30 central Ill- 
inois counties. 

Mr. Purcell has worked 
for the Holland Furnace Co., 
the Bohanna Heating Co. 


Cleveland,” 











Battle Creek, Mich., and the 
Northern Indiana Heating 
Co., South Bend, Ind. 

Mr. Smith was formerly 
employed by the Narragan- 
sett Electric Co., in retail 
appliance sales. 

Mr. Ottum, who will be 
working for Perfection out 
of the company’s St. Paul, 
Minn., sales office, was for- 
merly a salesman for the 
Crosley distributor at Fargo. 
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and cuf it off 


Compact coils, gleamingly displayed in colorful hexagonal 
cartons — with distinct measure-marks accurately mill 
printed on the rope every five feet. A complete assortment 
takes up little space; draws the eye like a magnet. Sells 
more rope for you — and does away entirely with the use 
of yardsticks and other fumblesome measuring devices. 

















+ : 
Just pull end from center of coil and start counting 
rial pose marks. When required footage has been reached, cut it 
rp., York, off and ring up a quick, clean-profit sale. Customers, 
incidentally, will be as happy as you are over the purchase 
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Name Fritz to Stanley's 
New York Sales Office 
The appointment of Al- 


fred H. Fritz to the New 
York sales office was re- 





ALFRED H. FRITZ 


cently announced by C. K. 
Freedell, general sales man- 
ager of Stanley Tools, New 
Britain, Conn. 

Mr. Fritz comes to Stan- 
ley from the sales depart- 
ment of the Wilson Sport- 
ing Goods Co. Following 
an intensive factory training 
course, Mr. Fritz has been 
assigned to the New York 
sales office under district 
sales manager, Roy Schmidt, 
and will cover parts of Man- 
hattan, all of Brooklyn, 
Queens and Long Island. 





Sees Top Fall Sales In 
Electric Housewares 


“The fall of 1952 will with- 
out question be one of the 
very best electric housewares 
seasons since 1945,” Marvin 
E. Allesee, vice-president and 
director of sales for the 
Dormeyer Corp., Chicago, 
Ill., told the Georgia and 
Florida Retail Hardware As- 
sociations. 

The Dormeyer sales-chief 
and other nationally recog- 
nized men of the housewares 
industry spoke at the asso- 
ciation’s four-day merchan- 
dising conference, Sept. 9 
through 12, at the University 
of Florida, in Gainesville. 

Speaking to the Georgia- 
Florida trade group on the 
subject of “Merchandising 
Electrical Housewares,” Mr. 
Allesee contradicted many 
predictions current in the 
industry, by stating that 
there will be an upswing in 
sales. He attributes this up- 
swing to increased recogni- 
tion by retailers of the profit 
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potential in promotional sell- 
ing of housewares. Mr. 
Allesee stressed the need for 
hardware retailers to exploit 
the promotional possibilities 
of electrical housewares. He 
pointed to the success of 
such promotions when used 
by other types of retail out- 
lets. 





WME Association Lists 
Dates of Spring Shows 


The Western Merchandise 
Exhibitors Association has 
announced the following 
dates for the spring shows of 
1953: 

San Francisco, Feb. 1-4, 
1953, in the Civic Audito- 
rium, Palace, St. Francis and 
Sir Francis Drake Hotels for 
the china, glass, gift, station- 
ery, toy, jewelry and house- 
wares show. 

The Pacific Northwest 
show follows the San Fran- 
cisco show, and is to be held 
Feb. 15-18, 1953, in the Olym- 
pic and New Washington 
Hotels and the Terminal 
Sales Building. 

The Portland gift show is 
scheduled for Feb. 22-25, 
1953, in the Portland Public 
Auditorium, the Plaza and 
Benson Hotels. 

All three shows are under 
the sponsorship of the WME 
Association with headquar- 
ters at 1355 Market St., in 
San Francisco. 





Callan Appointed By 
Ocean City, Montague 


Don Callan, whose experi- 
ence in the sporting goods 
field includes years of ser- 
vice with leading fishing 
tackle firms, has been ap- 
pointed western sales man- 
ager for the Ocean City Mfg. 
Co. and Montague Rod & 





DON CALLAN 
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Reel Co. He replaces Wes 
Roche, who has retired. 

Mr. Callan’s sales terri- 
tory embraces California, 
Washington, Oregon, Mon- 
tana, Colorado, Utah, and 
Idaho. It also includes Hono- 
lulu and part of western 
Canada. 

Since entering the sporting 
goods business, Mr. Callan 
has acquired broad experi- 
ence in selling fishing tackle. 
Following three years of re- 
tail store work, he spent 
three and a half years as a 
salesman for the Sevenstrand 
Tackle Co., and for more 
than four years was a sales 
representative for Cortland 
line and related items in 11 
western states. 





Milford Rivet Co. Buys 
California Rivet Firm 


Purchase of the Pacific 
Rivet & Machine Co., Al- 
hambra, Calif., has been an- 
nounced by Fred H. Merwin, 
president of the Milford 
Rivet & Machine Co., Mil- 
ford, Conn., manufacturer of 
tubular and split rivets, cold- 
headed fasteners, and rivet- 
setting machines. This brings 
to five the number of plants 
owned and operated by the 
Milford company. 

Mr. Merwin stated that the 
present management and 
personnel of the newly ac- 
quired company will be re- 
tained and that it will be 
known as the Milford Rivet 
& Machine Co. “Pacific Divi- 
sion.” The plant manufac- 
tures tubular rivets, cold- 
headed specialties and rivet- 
setting machines. 

Established in Milford in 
1919, The Milford Rivet & 
Machine Co., has broadened 
its facilities to include the 
Penn Div. in Hatboro, Pa., 
the Ohio Div. in Elyria, Ohio, 
the Illinois Div. in Aurora, 
Ill., and now the Pacific Div. 
in Alhambra, Calif. 





Larkin, Brachle Named 
By Continental Can Co. 


William M. Cameron, vice- 
president of Continental Can 
Co.’s Central (Metal) Div., 
announced two promotions in 
the Chicago office. W. B. 
Larkin has been named divi- 
sion manager of sales and P. 


L. Brachle has been ap- 
pointed to Mr. Larkin’s 
former position of sales 


manager—general line. 





Enterprise Names Sears 
Sales Representative 
Paul H. Sears has bee, 


named a sales representative 
in the mid-Atlantic area anj 





PAUL H. SEARS 


most of New England for the 
Enterprise Mfg. Co., Akron, 
Ohio, maker of Pflueger fish- 
ing tackle, according to 
Howard Bean, sales man- 
ager. 

Mr. Sears began his career 
in the fishing tackle field in 
1928 when he became a rep- 
resentative of the Union 
Hardware Co., Torrington, 
Conn., sporting goods manv- 
facturer. In 1946 he became 
a special representative of 
the Westfield Mfg. Co., West- 
field, Mass., and a year later 
he joined the sales depart- 
ment of the Joseph T. Wood 
Co., Ware, Mass., which later 
merged with the Springfield 
Co. He became sales man- 
ager of both divisions, a posi- 
tion he held until he joined 
Enterprise. 





Mitchell Heads Roanoke 
Branch of Frigidaire 


Appointment of Fred M. 
Mitchell, home laundry sales 
manager of Frigidaire, as 
manager of the Roanoke 
branch of the Frigidaire sales 
corporation was announced 





77- 


it f 
hor 
wa. 
ton 
for 
for 








here today by H. F. Lehman, 
the company’s general sales 
manager. He will succeed 
Joseph C. Holmes, who is re- 
tiring after 29 years associa- 
tion with the Frigidaire or- 
ganization. 

Replacing Mr. Mitchell as 
the company’s manager of 
home laundry sales is James 
R. Cobb, manager of farm 
sales, appliance sales depart 
ment. 
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WHENEVER YOU NEED 
BLOCKS OR 
TURNBUCKLES... 


be sure to refer to our 32-page Hardware Catalog “L”. 
It’s packed full of information on the complete W-C 
line of Heavy and Shelf Hardware, which also includes 
Pulleys, Drop Forged Shackles, Wire Rope Sockets, 
Connecting Links, Thimbles, 
Hooks, Eye Bolts, Ring Bolts and 
countless other ‘Dependable’ Fit- 
tings. This catalog will be sent 
free on request. Write for it 
today. 


WILCOX-CRITTENDEN 


“A CENTURY OF DEPENDABILITY’ 





77 +SOUTH 


MAIN STREET, MIDDLETOWN, CONNECTICUT 


























THE NEW BEAVER “55” 
UNIVERSAL NIPPLE CHUCK 


Simple! Easy! Best for Use 

With Pipe Machines, P 
Power Drives or 
Bench Vises! _- 













Threads 
Y to 2” 
Pipe! Finger-tip 
Control! Nipples Easily 
Removed! No Wrenches Required! 


@ The last word in simplicity! Only 3 
parts—polished steel body, sliding plunger 
and a hardened steel threaded shank. 
Adapters for % up to 1%” pipe—no 
adapter needed for 2” pipe. Inserted pin 
holds sliding plunger in working position. 
All parts polished and rust-proofed. Packed 
in a compact, heavy-gauge sheet-metal kit 
box—can be bought without kit box if 
desired. Pays for itself by converting short 
pipe lengths into useful all-thread, close- | 
thread or average nipples. Order today 
from your regular supply house. Immediate 
delivery! 


ett ky 


234-300 DANA AVE. . WARREN, OHIO 
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C. Hager & Sons Opens 
New York Sales Office 


News of the Trade 





paint manufacturer, Mr. 
Kleinsorge, as divisional sales 
manager, developed sales 


C. Hager & Sons Hinge training methods and set up 
Mfg. Co., St. Louis, Mo., has numerous merchandising and 


opened a new sales office in sales 





_ _ 


CHARLES 8S. RONZIO 


New York City to service 
Hager accounts throughout 
the New York and New Jer- 
sey area. 

Hager’s new sales office 
will be headed by Charles S. 
Ronzio and A. R. Bowen. Mr. 
Ronzio has been with Hager 





A. R. BOWEN 


at its St Louis headquarters 
since 1941. Mr. Bowen was 
formerly with Oldham-Rust 
Co. 

The new office will be lo- 
cated at 141 E. 44th St., New 
York. 





Kleinsorge Gets Sales 
Post at Eagle-Picher 


The appointment of Ken- 
neth B. Kleinsorge to as- 
sistant general sales manager 
for the Eagle-Picher Co., Cin- 
cinnati, Ohio, Paint and Var- 
nish Div. was recently an- 
nounced by M. W. Venable, 
general sales manager of that 
division. 

Previously, while on the 
staff of a nationally known 


promotion programs, 
For a time, he was also a 
sound-conditioning contractor 
as well as a manufacturer’s 
representative on several] 
building lines. 





Camfield Appoints Sealy 
N. Y. District Manager 


W. H. Anderson, general 
sales manager Consumer 
Goods Div. of the Camfield 
Mfg. .Co., Grand Haven, 
Mich., manufacturer of auto- 
matic toasters and coffeemak- 
ers, announced that Palmer 
Sealy was made New York 
district manager with offices 
at 246 Fifth Avenue, New 
York City, covering ali of 
New York State as well as 
metropolitan New York and 
northern New Jersey. 

John D. Butterworth was 
made Philadelphia district 
manager with new office at 32 
Rittenhouse Pl., Ardmore, Pa. 
Mr. Butterworth’s territory 
covers all of Pennsylvania, 
southern New Jersey, Mary- 
land, Delaware, Washington, 
D. C., and part of Virginia. 

It was also announced that 
Martin Cherney has been ap- 
pointed sales representative 
for the Chicago, northern II- 
linois and southern Wisconsin 
marketing areas. 

Ralph Beinecke, manufac- 
turers representative, At- 
lanta, Ga., will represent 
Camfield in the southeast, 
composing the states of 
North and South Carolina, 
Georgia, Florida, Alabama, 
Mississippi, and a portion of 
Tennessee. 

R. H. Klintworth has been 
appointed service manager 
with headquarters in Grand 
Haven. 





A New Service For 
Hardware Dealers 


A new service for helping 
hardware dealers obtain de- 
tailed information on _ the 
many new products and seil- 
ing aids described in the 
“What’s New” section of each 
issue of HARDWARE AGE is 
the “Quick Check Card” on 
page 117 of this issue. 

Use this card to keep your- 
self abreast of the new profit- 
making merchandise avail- 
able for sale in your store. 
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ELECTRIC STEAM RADIATOR CORP. 


1 Electric Avenue (Bourbon County) Paris, Kentucky 


HOTTEST SELLING SPACE HEATER IN THE WORLD! 











IT’S EASY TO SELL THIS SAFE, 
HEALTHFUL STEAM HEAT FROM 
ANY AC OR DC WALL PLUG 


Safest in the World: It's as safe as a toaster—no 
fumes, no fire hazard, no exposed elements—abso 
TT VaR Meeks oT Mil Magelolloliole Mi meMa-tel'olm@ultehilile| 
system. U.L. Approved—of course 


Highest Efficiency: Heats by true convection—dis 
tributes abundant uniform, healthful steam heat to 
every corner of the room—leaves none of the ‘cold 
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Less Than 2¢ Per Hour to Operate: Most eco- 
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heat for less. Exclusive patented all-steel construc- 
tion transfers heat 4 times faster than old-fashioned 
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Perfect Portable Heat Anywhere: ELECTRE 
STEEM is amazingly lightweight—carries easily (has 
convenient carrying handle) to provide ideal sup 

1ry heat quickly and efficiently —anywhere 
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t 

te iterature and od 
a profitable busines 





HARDWARE AGE, OCTOBER 16, 1952 
































“It ought to go easy tonight, 
Gladys, I’m using my 
PARKER HACK SAW!” 


Without any hocus-pocus, but with all the con- 
fidence in the world, you can sell a Parker Hack Saw 
for every conceivable hack sawing job. This Automa- 
tic Hack Saw Salesman helps to do the trick, too — 
performance-wise and profit-wise. 


AVE HEROOULARTERS 








“ne 
PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S. A, 
and ACKERMANN-STEFFAN DIVISION 


Manufacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Three Promotions Made 
By Boston Woven Hose 


The promotion of H. S. 
Johnson to director of mer- 
chandising, L. M. Atwood to 
assistant general sales man- 
ager, and J. H. Alsen to di- 
rector of engineering appli- 
cations of the Boston Woven 
Hose and Rubber Co., Cam- 
bridge, Mass., was announced 
by Whiting N. Shepard, di- 
rector of sales. 

Mr. Johnson has been with 
Boston Woven Hose and Rub- 
ber Co. since 1936. He will 
direct the activities of the 
home office sales organiza- 
tion, including advertising, 
sales promotion and market 
research. 

Mr. Atwood in his new 
position will have responsi- 
bility for the company’s gen- 
eral line field sales force. He 
joined the company in 1948 
as western manager of the 
V-Belt Dept. with headquar- 
ters in Cedar Rapids, Ia. 

Mr. Alsen has held a num- 
ber of positions since join- 
ing the company in 1920, and 
in his new post will be re- 
sponsible for the application 
and sale of the company’s 
products to original equip- 
ment manufacturers. 

Mr. Shepard pointed out 
that these appointments are 
being made at this time as a 


| part of the company’s re- 
| cently expanded sales pro- 
| gram. 





Seven Firms to Sell 
Monsanto's Krilium 


Seven companies already 
have been licensed to sell soil 
conditioners for use under 
patents issuing to Monsanto 
Chemical Co., St. Louis, Mo., 
it was announced by John L. 
Gillis, vice-president of the 
company and general man- 
ager of Monsanto’s Organic 
Chemicals Div. 

The licensing program was 
first announced less than two 
weeks ago. 

Companies already licensed 
include American Chemical 
Paint Co., Ambler, Pa.; As- 
sociated Sales & Supply Co., 
St. Louis; Quinn Drug and 


Chemical Co., Greenwood, 
Miss.; Shelby Agricultural 
Chemical Co., Shelbyville, 


Ky.; Tennessee Corp., New 
York, N. Y.; Thompson-Hay- 
ward Chemical Co., Kansas 


City, Mo.; and Wyandotte 
Chemical Co., Wyandotte, 
Mich. 


News of the Trade 





Under the licensing pro- 
gram, formulators will use 
their own brand names but 
may make statements on 
labels to the effect that they 
are licensed under soil con- 
ditioner patents issuing to 
Monsanto. 

Monsanto has also offered 
its improved soil conditioner 
resins for sale to licensed 
formulators and will provide 
customers with technical as- 
sistance including formula- 
tion and application informa- 
tion on the product sold. 

Sales of Krilium soil con- 
ditioner by Monsanto’s Mer- 
chandising Div. through 
distributors and dealers on 
a nationwide basis, will con- 
tinue to be expanded. 





Successful Market At 
West Housewares Show 


The 4th Western House- 
wares Show, most important 
housewares market west of 
Chicago, concluded its 4-day 
engagement at the Biltmore 
Hotel in Los Angeles, with 
the general reaction of whole- 
salers, retail store buyers, 
and exhibitors that there has 
been a steady growth through 
the period 1949-52. A total of 
1400 buyers registered at the 
event, according to D. E. 
Sanford, chairman of the 4th 
Western Housewares Show. 

Activity at the show was 
strong with few peaks and 
valleys. Considerable pre- 
Christmas buying was re- 
ported by exhibitors with 
some of the strongest buying 
focused upon electrical appli- 
ances, kitchenware, plastics, 
and patio and _ barbecue 
equipment. 





Grey Named To 
Head Merchandising 


Milt Grey has been named 
director of merchandising of 
Precision Specialties, Inc. 
Los Angeles, makers of toys 
and miniature kits of old- 
time automobiles. 

He was for nine years 
vice president in charge of 
sales for Hill-Shaw Co., Chi- 
cago, and was at one time 
sales and advertising direc- 
tor of Midway Chemical Co., 
later absorbed by American 
Home Products. At one time 
he was in the Chicago office 
of Lord & Thomas, advertis- 
ing agency. 
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Check these recent 
improvements in 
KEIL 1A and 11/2AC 
KEY DUPLICATING 
MACHINES 
AND KNOW WHY 


KEIL 
leads the field 
in the sale of 
AUTOMATIC 
DUPLICATORS. 


NNR AMUN <a 


Safety switch to prevent accidental starting before gage is lowered. 


7 
. 


Key-head wing nuts for smoother grip and better appearance. 


Socket cap screw for firmer grip on guide holder. 


h oN 


Streamlined Aluminum Hood protects operator from flying chips and 
gears from foreign bodies. 


Durable, soft green finish for long wear and better appearance. 


wo 


6. Oil impregnated bronze bushings on cutter shaft for long wear and 
smooth operation. 


7. A NEW Safety plate has been added to the cam follower 
to PREVENT JAMMING. 




















USE OUR = 
“PAY AS YOU PROFIT PLAN” — 
Write today for complete information 
re 





OR CONTACT YOUR JOBBER 








KE YoupPLicaTING MACHINES 


STOWN,NEW HAMPSHIRE 
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Safe, Clean Sidewalks 
Mean Extra Goodwill, 
Extra Profits 


JUST AS SURE as you're reading this, it’s the store with 
clean, safe, ice-free sidewalks that gets the trade every 
time .. . that builds goodwill and sales. 

That is why so many successful, alert operators have 
a standing rule. “At first sign of sleet or ice or snow, 
sprinkle the sidewalk with STERLING Axger-Action 
ROCK SALT.” And, of course, get out a display of 
STERLING’s handy 10-pound bags for your customers 
to take home then and there—when they need it. 

It’s a natural to build goodwill and profits. And you 
can double your sales by offering 2 bags as a unit sale 
... one for keeping sidewalks and driveways clear... 
one for the car to free wheels when they get stuck. 

So order STERLING Axuger-Action ROCK SALT 
now. Keep it handy for your own use... and for quick 
display when storms hit. You'll be glad you did. 

33 radio stations pre-sell your customers STERLING 
ROCK SALT before winter storms. 


STERLING:*ROCK SALT 


We keep ours 
Safe and cle 





B SREE a 
F DISPLAY 
POSTER! 


Send for 
yours today! 


International Salt Company, Inc., Dept. H, Scranton 2, Pa. 


() Please send me free display material for STERLING Auger- 
Action ROCK SALT. [) Please have your representative con- 
tact me. 


PD ces Sa ee ee 





Store name__ 


Street and number_____ 
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City 
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News of the Trade 








NEWS OF 


MANUFACTURERS’ AGENTS 





—_— 





Spurgeon Co. Appoints 
Swandahl District Head 
Neil Spurgeon of N. B. 
Spurgeon Co., Chicago, IIl., 
manufacturers’ representa- 





0. STANLEY SWANDAHL 


tive, has announced the ap- 
pointment of O. Stanley 
Swandahl as district mana- 
ger for the firm in the states 
of Iowa and Nebraska. 

Mr. Swandahl brings with 
him a sound knowledge of 


— 


service and sales in the hard- 
ware field, Mr. Spurgeon 
stated upon making the ap- 
pointment. 

Mr. Swandahl’s appoint- 
ment now brings the firm’s 
territory of 13 midwestern 
states up to complete cover- 
age with full time men. 





Named By Dazey Corp. 


The Dazey Corp., kitchen 
helps manufacturer of St. 
Louis, Mo., has announced 
that Golden-Davis Associates, 
manufacturers’ representa- 
tives, New York, New York, 
will represent Dazey prod- 
ucts in the metropclitan New 
York City area and northern 
New Jersey. 





Two Appoint White 


The Whiting-Adams Co., 
Inc., and the Golden Gate 
Brush Co., both of California, 
have named the Glenn L. 
White Associates, San Fran- 
cisco, to represent them in 
the 11 western states. 








Shank Given Sales Post 
With National Electric 


The appointment of Luther 
D. Shank, retiring director of 
the Electrical Div., National 
Production Authority, Wash- 
ington, D. C., as assistant to 
R. C. Bennett, Jr., vice-presi- 
dent and general sales mana- 
ger, is announced by Nation- 
al Electric Products Corp., 
Pittsburgh, Pa., In addition 
to his duties as assistant to 
Mr. Bennett, Mr. Shank will 
also be in charge of Pitts- 
burgh district sales for Na- 
tional Electric. 

Mr. Shank entered the 
electrical construction busi- 
ness in 1986. In 1942 Mr. 
Shank was employed by the 
Government to aid in the set- 
ting up of the Electrical Sec- 
tion, Building Materials Div., 
of the War Production 
Board, and was chief of the 
section when he retired in 
1945. That same year he was 
named Philadelphia district 
manager by Appleton Elec- 
tric Co., a position he held 
until he was again called into 
Government service in Octo- 


ber, 1950. Because of his rec- 
ord with the War Production 
Board Mr. Shank was chosen 
to help in the organization 
of the Electrical Div., Na- 
tional Production Authority. 





Wood Shovel & Tool Co. 
Marks 50th Anniversary 

The Wood Shovel and Tool 
Co., Piqua, Ohio, is celebrat- 
ing its 50th year of continu- 
ous business operation. 

Managing ownership has 
been maintained by the Wood 
family continuously. The sec- 
ond and third generations are 
now in active management. 

The company, in all of its 
years, has made only the one 
product, shovels, spades and 
scoops. The Wood line con- 
sists of some 600 different 
items, made in four different 
construction types and eight 
different grades. 

Wood’s factory represen- 
tatives include Dan Bell, Jim 
Brown, Al Meredith, Red 
Gardner, Flick Gilliam, Fred 
Wigmore. Harry Barklage 
and Bill Ball. 
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... to get your fall gift business 
off to a flying start! 


Mark down the date, and make your 
plans now! November 3rd—that’s 
when more than 5 million copies of 
LIFE magazine will carry this full- 
color advertisement announcing Curio 
—Libbey’s newest Hostess Set. 

What a combination for sales! You 
know the power of LIFE magazine and 
the brand acceptance with consumers 
of the nationally advertised Libbey 





name. Make both work for you. Start 
making your promotion and display 
plans now, using suggestions outlined 
in Libbey’s 1952 Fall Merchandising 
Packet. Be sure people know they can 
buy these exciting new glassware sets 
in your store. 

To order, contact your Libbey Glass 
distributor or write to Libbey Glass, 
Toledo 1, Ohio. 








LIBBEY GLASS+oitus Sc @ 


1S18 
LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 


n, Fred 


arklage ESTABLISHED 
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Ed W. Hardin 


Ed W. Hardin, 75, presi- 
dent of the Amarillo Hard- 
ware Co., Amarillo, Tex., 
wholesaler, died Sept. 14 af- 
ter being hospitalized as the 
result of a heart attack. On 
the road to recovery, he con- 
tracted pneumonia and lost 
his battle for life. 

In 1906 Mr. Hardin took 
the savings he accumulated 
as a salesman for the Sim- 
mons Hardware Co., St. 
Louis, Mo., and invested in 
the Amarillo Hardware Co. 
He was greatly respected 
and beloved in and around 
Texas and was directly re- 
sponsible for launching 
dozens of young men in their 
own hardware business 
throughout west Texas. 

In his civic work he liked 
to help the youth organiza- 
tions. He was president of 
the Children’s Home board 
from the time of its organi- 
zation; he worked for the 
YMCA and was on the ex- 
ecutive board for the Boy 
Scouts. Lately he had been 
particularly interested in the 
young men at the Amarillo 
Air Force Base. “We have 
lost one of our best friends,” 
said Brig. Gen. Ray Clark, 
commanding officer. 

Mr. Hardin was enthusi- 
astic about helping young 
men and was willing to back 
his judgment with capital 
and advice. “Youngsters are 
going to be running the coun- 
try and business enterprises 
soon,” he said many times. In 
his community he devoted his 
tireless efforts to working 
with and helping the younger 
set and youth organizations. 

Mr. Hardin served as presi- 
dent of the Amarillo Chamber 
of Commerce, and moved up 
to head the west Texas 
Chamber of Commerce in 
1944. He had been a member 
of the United States Cham- 
ber of Commerce since 1914. 


He was a director of the 
Santa Fe Railway; a mem- 
ber of the advisory board of 
the Reconstruction Finance 
Corp., Dallas Div.; and a 
member of the board of gov- 
ernors of the Smaller War 
Plants Corp. 

A short time after he 
joined the Simmons company, 
he was assigned to a big 





ED W. HARDIN 


southwest territory. One of 
his first customers was the 
then year-old Amarillo 
Hardware Co. As soon as he 
invested in Amarillo Hard- 
ware, he worked from dawn 
to as late as a customer 
wanted to stay. Soon after 
World War I it expanded into 
a wholesale business as well 
as a retail firm. A few years 
ago Mr. Hardin sold the re- 
tail side of the business to 
his cousin, Ed O. Bagot. 


Mr. Hardin never put any 
more outside capital into the 
business other than his origi- 
nal investment. Only profits 
were put back into the busi- 
ness, and in 1915 capital 
stock was increased from a 
half million to one million 
dollars. And in 1951 the 
stock was doubled again, to 
a two million dollar level. 

Mr. Hardin is survived by 
his widow, a daughter, a 
sister and a grandson. 


News of the Trade 





George B. Ackersville 


George B. Ackersville, 62, 
of Ackersville Hardware, 
Ludington, Mich., died Aug. 
9 after a brief illness. 

After graduating from 
high school in 1908, Mr. 
Ackersville worked for five 
years in the Chicago office 
cf the Starr Watch Case Co. 
On his return to Ludington, 
he was associated with his 
father, the late J. G. Ackers- 
ville, in the hardware busi- 
ness. Since the death of his 
father, he and his brother, 
Edward, have been partners 
in the hardware firm. 

Surviving are his widow, 
a sister and brother. 





Louis Goldberg 


Louis Goldberg, 79, of Gold- 
berg’s, Long Island City, 
N. Y., hardware and house 
furnishings dealer. died Aug. 
1%. 

Mr. Goldberg served his 
community for 40 years and 
was admired and respected 
by his customers and com- 
petitors alike. His health had 
been failing for more than 
a year when he entered the 
hospital, where he remained 
urtil his death. 

Ruben Goldberg, his son, 
survives him and remains in 
the business. 





Raymond L. Tischer, Sr. 


Raymond L. Tischer, Sr., 
58, president of the G. W. 
Tischer Hardware Co., Day- 
ton, Ohio, succumbed to a 
heart attack Sept. 23 at his 
home in Oakwood. 


Mr. Tischer had _ been 
president of the company 
since the death of his brother, 
Charles, in 1951. The firm 
was founded in 1884 by 
George W. Tischer, his 
father. After graduating 
from high school in 1912, Mr. 
Tischer went to work in his 
father’s store. 

Survivors include his 
widow, a son and a sister. 


H. R. Patterson 


H. R. Patterson, 69, for 30 
years manager of the Min. 
neapolis, Minn., district for 
the Remington Arms (Co, 
Inc., Bridgeport, Conn., died 
Sept. 23 after a brief illness, 

Mr. Patterson entered 
Remington’s employ in April, 
1906, as salesman in Iowa, 
Oklahoma, Nebraska and 
Kansas. In 1909 he was 
transferred to the Milwaukee, 
Wisconsin and northern Il. 
linois territories, and in 1918 
was appointed manager for 
the firm’s Minneapolis dis- 
trict, a position he held until 
his retirement in 1948. 

He was very popular in the 
hardware and sporting goods 
trade throughout his terri- 
tories and had many close 
friends in the trapshooting 
fraternity. 





Frederick H. V. Peters 


Frederick H. V. Peters, 82, 
retired partner in the Cramer 
& McCutchen Co., Ine, 
Tarrytown, N. Y., died at 
his home Sept. 24. 

He was a village trustee 
and active in church activi- 
ties in the community. 





Albert Spero 


Albert Spero, 72, proprietor 
of the Spero Hardware Co. 
store, Shaker Heights, Ohio, 
died Sept. 26 at his home. 

Mr. Spero was proprietor 
of the store for 30 years. He 
was also very active in civic 
affairs, having engaged in 
much welfare and charitable 
work. 





Mortimer Maas 


Mortimer Maas, 64, a man- 
ufacturers’ agent in New 
York City, died Sept. 21 at 
his home. 

One of his hobbies was 
serving in the role of Santa 
Claus at Christmas gather- 
ings of local hardware 
groups. 

His widow and a sister 
survive. 


— 








Display Kwikset Locks 
At California Exhibit 


Kwikset Locks, Inc., Ana- 
heim, Calif., has announced 
the installation of a perma- 
nent exhibit in the California 
State Exposition at Exposi- 
tion Park in Los Angeles. 


180 


The Kwikset display is 
featured in the industry sec- 
tion of the State Exposition 
as a representative of the 
residential lock manufactur- 
ers of California. 

Featuring three dimen- 
sional parts and photo- 
graphs, the exhibit illus- 


trates various procedures in 
the manufacturing of Kwik- 
set Locks. 





Reo Names Distributor 
The Joseph M. Zamoiski 

Co., 70-year-old Baltimore 

and Washington, D. C., 


wholesale house, has _ been 
appointed an eastern distrib- 
utor for the line of power 
mowers of Reo Motors, Inc., 
Lansing, Mich., according to 
a recent announcement by 
Sam Briggs, vice-president 
in charge of Reo’s lawn 
mower division. 
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Pictured at right are members 
of the Independent Lock Co. 
and the Lockwood Hardware 
Mfg. Co., both of Fitchburg, 


, 69, for 30 Mass., who attended a six-day 

f the Min. joint sales conference held re- 

district for cently. Every phase of the two 

Arms (Co, firms’ sales and manufacturing 

Conn., died operations was covered. — o ; oe ; : 
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Bolton Sullivan, president of Skil 
eters, 82, Corp., Chicago, Ill, is shown 
e Cramer comparing the company's first 
o., Ine, saw model, produced in 1924, 
died at with the varied line produced by 
the firm today. The company 
changed its name from Skil- 
saw, Inc., on Oct. |, because the 
product line exceeded what the 
old name suggested. 


Shown here are a group of ex- 
ecutives of the Minnesota Mining 


oo & Mfg. Co., St. Paul, Minn., 
roprietor about to board a plane to attend 

H a series of branch meetings and 
— a personally brief all the firm's 
dodgy salesmen on the biggest Christ- 
raged in mas campaign in the company’s 


haritable history. The campaign is de- 
signed to teach Hollywood tape 
tricks to every man, woman and 
child in America before Christ- 
mas is underway for “Scotch” 
brand cellophane tape. Heading 
the plane-load of executives is 
L. F. Weyand, at top of steps, 
3M executive vice-president in 
charge of tapes and_ allied 
products. 





Monark Silver King, Inc., Chi- 
cago, Ill., outlined plans for in- 
troducing its expanded line of 
wheel goods and rotary power 
s been lawn mowers at the company’s 
distrib- annual national sales conference 
5 held recently. The firm's 1953 

power lawn mower line will have eight 
new models as compared to five 

models in previous years. The 

wheel goods 1953 line will in- 

clude many new models, an offi- 

cial of the company revealed. 











Here's a Fast-Selling Item 
Order Now— 











New! 
Combination Square 


TRAMMEL HEADS 


Used on a combination square scale to make 
ACCURATE COMPASS, HEIGHT GAUGE, 
OUTSIDE OR INSIDE CALIPERS. 

Head chrome plated, screw 

parts protected by cadmium : 

fect for work on wood, plas- ' : 

tic, sheet metal, linoleum, die *. 

or tool layout. Hundreds of ; 

uses. Comes complete with = = 
points. WRITE FOR LIT- 

ERATURE. ORDER 
THROUGH YOUR JOBBER. 
ENGINEERING RESEARCH ASSOCIATES, INC. 


plating; scriber points made 
of hardened tool steel. Per- 
plated head, scriber points, 
pencil tips, special caliper 
3475 East Nine Mile Road Hazel Park, Michigan 
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BOMMER 


HALF -SURFACE 
SPRING HINGE 


DOUBLE 
ACTION 





3029//, 


For light wood doors and wood gates not to 
exceed 30 pounds. Particularly suitable for 
plywood. Jamb leaf can be applied to flat sur- 
face without use of hanging strip. Only 5/32” 
cut out at back of door. 


MADE IN 3 INCH SIZE ONLY 


Bommer Spring Hinge Co., Inc. Brooklyn 5, N. Y. 
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L. G. “TIM” DOOLEY, 
recently - retired salesman 
of Blish, Mize & Silliman 
Hardware Co., Atchison, 
Kan., wholesale hardware 
firm, began his hardware 
career as a boy, working 
before and after school 
for a hardware store, then 
known as Ainsworth Bros., 
in Higginsville, Mo. His 
employment with Blish, 
Mize & Silliman began in 
April 1902 and continued 
until the 50th anniversary 
of his employment, on 
April 15, of this year, when he retired. He held 
various positions with the Kansas wholesale firm 
but his principal occupation was as salesman in 
central Oklahoma, and he is probably one of the 
best known men in the hardware trade in that 
state. Mr. Dooley is believed to have been the first 
salesman in central Oklahoma to travel his terri- 
tory regularly by automobile, and at one time he 
traveled his territory by airplane. Though his 
prime interest and the center of activity has been 
selling hardware, he has made a hobby of farm- 
ing, and has had time left over to pursue his other 
hobby, travel. He prides himself on having visited 
most parts of interest on the North American con- 
tinent, including Alaska and Central America. Mr. 
Dooley is a 32nd degree Mason and a Shriner. He 
celebrated his 69th birthday on Jan. 8. 





L. G. DOOLEY 
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RAY W. SAALFELD, 
salesman of the Wright & 
Wilhelmy Co., wholesale 
hardware firm of Omaha, 
Nebr., started his business 
career, with that company, 
as an office boy, on May 2, 
1902, when he was just 16. 
He had various jobs in the 
warehouse before being 
advanced to the sales de- 
partment. For a_ great 
many of his 50 years with 
the firm he has been top, 


RAY W. SAALFELD 
or near top salesman. He 








SELL THE REEL 
Reel Experts Use... 


PENN! 








Suggest a 












PENN .. as 
the Perfect 


Xmas Gift! 












is well known over much 
of the middle west by hardware people, and more 
especially in the territory immediately north and 
west of Omaha which he still covers. Mr. Saalfeld 
helped compile the final loose-leaf catalog of his 
company. He is a Mason and a Shriner. His 
favorite hobbies, besides his five grandchildren, are 
fishing and gardening. He marked his 67th birth- 
day on Oct. 1. 





For Trolling 
PENN SENATOR 
(ill.) 

Tuna. Bluefish. Sail- 
fish. Tarpon. Mar- 
fin... Sizes 
1/0 to 16/0 FOR SURF FISHING SQUIDDER (2 sizes); 
SURFMASTER (4 sizes); BEACHMASTER (3 
Lightweight Models) 

FOR DEEP SEA FISHING LONG BEACH 
(5 sizes); DELMAR (2 sizes) 

FOR BAY FISHING — BAYMASTER; PEER 


For Free Catalog Write Dept. D 


PENN FISHING TACKLE ::':*: 





EARL J. TURNER, sec- 
retary-treasurer of the W. 
W. Conde Hardware Co., 
Watertown, N. Y., started 
work with that company a 
half century ago, and has 
spent his entire business 
career with the same firm. 
He was born on a farm at 
Orleans, N. Y., attended 
Watertown High School 
and at the age of 17 went 
to work for the Conde firm. 
He has worked under three 
members of the Conde 
family. He intended to re- 
tire some time ago but the firm wanted him to 
remain on the job. Probably because of his intense 
interest in his work he never has been active in 
Many organizations although he is one of the 
original members of the Watertown Kiwanis Club, 
and is also a member of the Black River Valley 
Club, of Watertown. Mr. Turner will celebrate his 
68th birthday on Dec. 16. 











EARL J. TURNER 
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ian in ARTHUR P. TAYLOR, 

of the who checks prices and ad- 

1 that justs errors for Bigelow 

e first & Dowse Co., Boston | 

terri- wholesale hardware firm, 

me he recently celebrated his 

h his 50th anniversary with 

| been that company. He has oe 
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(Continued from page 14) 


December pre-Christmas shopping 
days this year, compared with 20 
last year because Christmas comes 
on a Thursday as against Tuesday 
in 1951. 


Gas Appliance Makers 
Need More Materials 


Manufacturers of gas ranges, 
heating systems, refrigerators, 
water heaters and other domestic 
equipment are only “slightly bet- 
ter able” to keep up with demand 
than they were at the beginning 
of the year, according to Louis 
Ruthenberg, chairman of Servel, 
Inc., and president of the Gas 
Appliance Manufacturers Associ- 
ation. 

It was stated that the gas ap- 
pliance industry is facing some 
materials shortages due to in- 
creased demand for domestic and 
industrial gas equipment. Alloca- 
tion of steel and other metals to 
various branches of the gas appli- 
ance industry remain out of bal- 
ance despite recent indications 
that the government is relaxing 
its controls over materials. 

“Too many manufacturers of 
essential goods still are obliged to 
sit on unfinished goods while wait- 
ing for missing parts,” said Mr. 
Ruthenberg. With defense produc- 
tion better balanced than former- 
ly, he said this may mean essential 
civilian industry can expect more 
equitable allocation of steel. 


Rise Noted In 
Retail Failures 


Failures among retailers 
amounted to 87 in the week ended 
Sept. 25, compared with 77 in the 
previous week, Dun & Bradstreet 
reported. Failures among whole- 
salers rose to 18 from 14. Total 
business failures amounted to 156, 
as against 145 in the preceding 
week. 
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Home Construction 
Higher in August 


Residential construction awards 
made in the 37 states east of the 
Rockies in August amounted to 
$627,596,000 a 3 pct rise over July 
and 11 pct above August, 1951, an- 
nounced F. W. Dodge Corp. 

For the first eight months of 1952 
awards in this category amounted 
to $4,597,711,000, a 4 pct increase 
over a year ago. 

Non-residential contracts in Au- 
gust were off 8 pct from July but 
were 9 pct above August 1951. For 
the first eight months they were 
down 26 pct from last year. 





Slichter Predicts 
Slow Price Rise 


A continued slow rise in 
prices in future years as gains 
in labor costs outrace gains in 
productivity was forecast by 
Sumner H. Slichter, professor 
in economics at Harvard, in ad- 
dressing the National Hardwood 
Association in Boston. 

He saw the possibility of a 
“small” price rise during the 
next nine months. A “mild” re- 
cession could occur when de- 
fense spending slackens in 1954. 











CBS-Columbia Ups 
Prices on Video Sets 


An increase in price of several 
CBS-Columbia television receivers 
of from $10 to $30, effective Sept. 
29, has been announced. The price 
increase affected models in the 
medium and higher price end of 
the company’s line. 


Admiral Prices Up 


A price increase of approximately 
5 pct has been put on some Admiral 
television consoles and combina- 
tions. The increase, caused by 
higher production and materials 
costs, went into effect Aug. 23. 


Median Income Of 
Workers Up 10% in 195) 


Median income of all earners roge 
10 pct in 1951, with the earnings of 
men making a post-war gain, re 
ported the Census Bureau. Ear. 
ings of women made the least 
increase, it reported. Farm and 
non-farm earners both showed ap 
increase for 1951, said the bureay, 

Its estimates were based on 4 
sample polling. The figures givep 
were median rather than averages. 
A median income is one that divides 
workers into two equal groups, all 
members of one group having big- 
ger incomes than the median and al} 
members of the other having 
smaller incomes. 

Median income of all earners 14 
years old or more in 1951 was $2, 
200, compared with $2,000 in 1950, 
The 1951 median income of me 
was $3,000, a rise of about $400 
over the previous year. The median 
income of women was $1,045, a $48 
rise over the previous vear. 


Price Index Hits 
New High Again 

The new consumers price index 
went to another record high after 
a 0.2 pct rise in prices between 
mid-July and mid-August, reported 
the Bureau of Labor Statistics. 
This was the third month in a row 
that the index has set a new high. 
For August 15 the index was 191.) 
pet of the 1935-39 average, or 123 
pct above the pre-Korean level. It 
was 3 pct over a year ago. 

There was no change in the 
housefurnishings price average. 
Increases were reported for elec- 
tric refrigerators. In a few cities 
lower prices were reported of elec- 
tric washing machines and _ bed- 
room suites. 


Arvin Fair Trades 
In All F.T. States 


All Arvin distributors and deal- 
ers are being notified that this line 
of electric housewares will be fair 
traded in all states where fair trade 
laws apply. 

Gordon T. Ritter, director of sales 
for this division of Arvin Indus- 
tries, Inc., who made the announce 
ment on Sept. 25, stated that his 
company’s products must be fair 
traded interstate as well as intra- 
state. 

The fair trade retail prices are: 
Model 6000 automatic Coffee-Perk, 
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Pittsburgh’s j 


Red Stripe, ' | 
is the brush 


for you! ee by the 


manufacturers of 
PITTSBURGH'S famous 
Gold Stripe BRUSHES 





ITTSBURGH’S Red Stripe brushes Jook better 

. are better... sel/ better! Red Stripe combines 
hens! ‘bristle with wleetiie Neoceta bristle . . . the bristle 
designed specifically for painting. Both bristles wear at the 
same rate... your customers’ assurance of smoother, neater, 
faster work! And remember — you can sell your non-pro- 
fessional customers Red Stripe all-Neoceta brushes -with- 
out priorities. 








FOR THE ADDRESS of the Pittsburgh branch nearest you, 
write: PrrTrsBURGH PLATE G Lass Company, Brush Div., 


FREE—the story of Neoceta 
Dept. A-10, 3221 Frederick Ave., Baltimore 29, Md. 


—its development, its 
amazing characteristics. 
Write to the address shown PITTSBURGH 
elsewhere on this page for 
your free copy of this in- ad 
teresting booklet. 

BRUSHES 

BRUSHES + PAINTS + GLASS + CHEMICALS + PLASTICS 


COMPANY 


PITTSBURGH PLATE GLASS 
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Mice are easy fo catc 
with 








These ads are running 
-over and over and 


over again in the 








SATURDAY EVENING POST 
this Fall .. . selling 


Victor mouse traps 









Sold 
Everywhere 


i 
Victor Little Champ plastic mouse trap 








to your customers. 
Cash in on the demand 


with a complete stock. 












Everywhere 





Victor 4-hole choker mouse trap 





Order Victors from your wholesaler 
ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. © Pascagoula, Miss. 
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$29.95; Model 4200 automatic Pop- 
Up toaster, $22.95; Model 3550 cus- 
tom Lectric Cook, $29.95; Model 
2100B electric iron, $9.95; Model 
2100R electric iron, $10.95; Model 
2200 electric iron, $11.80; Model 
2300 electric iron, $12.95; Model 
5600 heater, $34.95; Model 5100 
Cool-R-Hot electric fan-heater 
(1650-watt heating unit), $21.95; 
Model 5000 Cool-R-Hot electric fan- 
heater (1320-watt heating unit), 
$21.10; Model 91A heater, $11.40; 
Model 224 heater, $12.95; Model 223 
heater, $14.85; Models 223A and 
223B heaters, $15.95; Model 52B 
heater, $11.95. 


Middle Income Families 
Have Gained Ground 


Real income for the nation as a 
whole ‘“‘was about the same” in 1946 
and 1951, according to the Federal 
Reserve Board, in reporting on its 
official Survey of Consumer Fi- 
nances. 

Half of the nation’s spending 
units, the middle group, with in- 
come of $2,660 to $5,060 a year, 
were slightly better off than they 
were in 1946, after taking into ac- 
count changes in taxes and prices. 
On the other hand, spending units 
in the highest and lowest brackets 
lost ground slightly. 

Families headed by managerial 
and self-employed persons showed 
the greatest rise in income from 
1950 to 1951, according to the re- 
port. Skilled and semi-skilled work- 
ers were the only other group to 
show substantial gains. Incomes 
tended to be distributed increas- 
ingly more evenly through fhost of 
the post-war period, though this 
trend stopped in 1951. 

Three out of 10 spending units, 
the report found pay no Federal in- 
some taxes at all. Half the units 
pay less than $200 a year. However, 
tax liabilities of $500 or more were 
incurred by a quarter of the spend- 
ing units. 


Factory Sales Of 
Vacuums Increased 
Factory sales of standard-size 


‘household vacuum cleaners in Au- 


gust totalled 222,413 units, com- 
pared to 188,715 in July, an in- 
crease of 17.9 pct, according to the 
Vacuum Cleaner Manufacturers’ 
Association. 

August sales compared to 191,299 
in August, 1951, an increase of 16.3 
pet. 


Gas Water Heater 
Shipments Higher 


Shipments of automatic gag 
water heaters in August showed 
gains for the third successive 
month, reported the Gas Appliance 
Manufacturers Association. 

August shipments amounted to 
168,000 units, compared with 124- 
400 in August, 1951, a 35 pct rige, 

During the three-month period, 
June, July and August, usually the 
slack period for major appliance 
shipments every year, there was a 
rise of 90,200 units over the cor- 
responding period a year ago. Au- 
gust also showed a unit gain of 
46,200 from 121,800 in July. 

Shipments are still 13.1 pct un- 
der a year ago but Edward R. 
Martin, the association’s director 
of marketing and statistics, said 
that the unusual summer rise in- 
dicates the possibility that this 
year’s shipments may top the 1951] 
total. During the first €:,,nt months 
of 1952 shipments amounted to 
1,205,200, as against 1,387,400 for 
the corresponding period a year ago. 


Nash-Kelvinator Buys 
Into Laundry Field 


Nash-Kelvinator Corp. has ei- 
tered the laundry equipment field 
through purchase of a controlling 
interest in Altorfer Bros. Co., Peo- 
ria, Ill. George Mason, president of 
Nash - Kelvinator, said continued 
production of the Altorfer line 
of ABC laundry equipment is 
planned. A new line of Kelvinator 
laundry equipment wil] be added. 





What's New?? 


Knowing the answer to the 
question “What’s New in Hard- 
ware Merchandise” can mean 
extra dollars in your pocket. 

A new reader service designed 
to help you answer this question 
quickly and easily is introduced 
in this issue on page 117. 

The Quick Check Card on this 
page will bring you detailed in- 
formation on any new merchan- 
dise or new dealer merchandis- 
ing aid described in the “What's 
New” columns of this issue. 
Turn to page 117 and use the 











Quick Check Card, today. * 
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aan home can afford 
F Storm Windows! 


Pro-Tex-Mor* 
Transparent Plastic 


STORM WINDOWS 


give complete “Winter-Proofing” 


for only °1°° per window 
FUEL SAVINGS, HEALTH PROTECTION AND 
WINTER COMFORT are enjoyed by hundreds of thousands 


of additional families each year with 
Pro-Tex-Mor Storm Windows. 





e RAIN, SNOW and WIND PROOF 
e WON'T CRACK, PEEL or ROT 


e COMPLETE WITH STRIPS & NAILS 











e EASILY INSTALLED 





OVER 20,000,000 READERS will see Pro-Tex-Mor 


newspaper, farm paper and magazine ads. 


DEALER HELPS, in addition to the strong 
national advertising, include a wide variety 
of ad mats, counter display cards and 
balloons. 


Most important of all, 
each Pro-Tex-Mor Storm 
Window comes in an 
attractive, colorful, self- 
selling Display Box. 





Write or wire for samples. Orders 
should be placed now to in- 
sure adequate stock to meet 

the early Fall demand. 


*T. M. Reg. 


CENTRAL STATES PAPER & BAG co. 


a BRIDGE LOUIS 





NATURAL 
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New Light-Gauge Tile 
Shown by Armstrong 


The Armstrong Cork Co. flog; 

3 3) | G 4 ig A S @) N S W H ¥ division announced introduction of 
a new \% in. gauge cork tile, a ney 

cork tile color and four new ligh 
T H E R E ’ % 5 U C be D t M A | D ase top-set asphalt cove base pat. 
The new gauge, it was state 
F re) R G R E E N L E £ C a4 ] S t L S was made possible through the com. 
: pany’s dielectric method of manv. 

facturing cork tile. In this proe 
ess the cork is baked in a ghon 
time by means of electronics. The 
former baking process took hours 
to complete. The new method re 
sults in a stronger, more attractive 
tile, according to H. Dorn Stewart, 
assistant manager of the division 
The new cork tile pattern is 
“Coconut Brown.” It was stated 
that the addition of four new ligh 
colors to the line of Top-Set Asphah 
Cove Base is a result of the trend 
to match cove base and field tile 
The new patterns are “Surf Green 




















HANDSOME, TOUGH 
PLASTIC HANDLES 
that withstand the sever- 
est hammering. 
Attractive green 
transparent plastic... 
weather-resistant ... 
safe from flash fire. 
Special hand-fitting 


FINE-CUTTING, DURABLE 
EDGES for long-time, 
accurate performance 

on a wide variety 
of work. The blade 
of every GREENLEE 
Chisel is of 
special-analysis, 


high-grad . : : 

pe _ a design makes a Marble,” “Cinnabar Marble,” “Pa. 
' extra casy to guide . . ee “ 

formed and oul tank Gad lomino Beige Marble” and “Dove 


heat treated... Gray Marble.” 


highly polished. wanted. Just 
And then carefully the kind of fine tool 


inspected for top making you can always e 
quality throughout. eigaed tists Gintbaas. Appliance Output Rose 


Sharply in August 
Factory sales of standard-size 
ee household washers in August to 
talled 254,537 units, compared to 


exactly where 











207,593 in July, an increase of 22.6 
pet, according to the American 


engeenct. wll When. yon a Gomme, you Home Laundry Manufacturers’ As 
From factory to your — ” pee yee re wang sop sociation. The August total com- 
customers, this quality always. Write today for pares to an industry-wide total of 
heavy protective coating 4 complete information on 239,081 sold in August, 1951, or 8 


gain of 6.5 pet. 

Automatic tumbler dryers sold in 
August aggregated 53,376 units. 
compared to 33,858 in July, an ad- 


shields GREENLEE 
blades . . . protects 
them from shipping 
and handling damage, 
seashore and other 


Greenuzg Chisels and these other 





high-quality tools: Auger Bits, 





Expansive Bits, ‘Car Bits, 








eee ¢ agp: — — ciate vance of 57.6 pct, and were 32.8 pet 
stock mainte- Tools, Spiral Screw Drivers, more than 40,191 in the comparison 
nance for you Automatic Push Drills and many month last year. 
pa es ph 9 a more. Ask for Factory sales of household iron- 
cane ; ” tes oc new Hand Tool Quick ers in August were 16,477 units, up 
full value to the user. Reference File. 9.7 pct from 15,025 sold in July, and 
~ down 4.2 pct from 17,200 sold Right n 
in August a year ago. sslien te 
Lowe B: 
To be Bigger in 1953 — 
ing sup 





€ #E LEE Fertilizer supplies for 1953 crops Sense 
will be about 12 pct greater than 


: h Lowe B 
during the last two years, predicted 
the Agriculture Dept. There re 
mains the possibility, however, the 








STOCKED BY LEADING WHOLESALERS department said, of shortages in 
GREENLEE TOOL CO., 1810 HERBERT AVENUE, ROCKFORD, ILLINOIS | Some fertilizer elements. 
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The, picture 
is bright for 
Lowe Brothers 
Dealers! 


~ Stylist fulors 


Right now is the time to take stock of this year's paint 
sales and think in terms of 1953. The profit picture for 
Lowe Brothers Dealers is bright, for they'll be selling 
only the most popular products in the history of paint— 
backed by an unequalled program of powerful advertis- 
ing support! 

Sensational new Stylist Paint Colors will head the 
Lowe Brothers product-parade. The Stylist Color System 


offers a broad choice of medern, wanted colors (either 
flat or semi-gloss) without the problems of “in-store” 
mixing or complicated inventories. It personalizes your 
service, simplifies your selling, produces extra profits! 

. . . But this is just one portion of the great Lowe 
Brothers program. A giant force of advertising will com- 
bine to back all Lowe Brothers paints with a consistent 
and integrated drive to produce record sales and bigger 
dealer profits in ‘53! 

Yes—it's time right now to act in terms of your next 
year's profits—time to look into the great, consumer- 
preferred Lowe Brothers line and the coordinated pro- 
gram of support which will back it! Write today for 
agency details. 


The Lowe Brothers Company « Dayton, Ohio 


Lowe Brothers PAINTS * VARNISHES 
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Your Best Seller 


because it's your customer's 


BEST BUY! 


MODEL 702 
TOOL BOXES 


PARK offers you a complete line of top- 
quality tool boxes ... designed and 
priced to sell fast . . . and built to give 
years of service. All the features your 
customers want are built into the finest 
boxes made . . . by PARK. 


WRITE: For information on plet 
OR CALL YOUR JOBBER 


PAR MANUFACTURING CO. 


GRANT PARK, ILLINOIS 


line 



























McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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Sharp Pick-up in Gas Range Business 
Results in $6 Million Promotion for Fall 


August shipments of gas ranges 
were estimated by the Gas Appli- 
ance Manufacturers Association at 
179,000 units, compared with 168,- 
100 in the same month of 1951. 
Shipments during the first eight 
months of the year totaled 1,341,800 
as against 1,620,200 in the same 
1951 period. 

A marked rise in shipments dur- 
ing the normal slack months of June 
and July, as well as August, has 
led manufacturers to revise their 
estimates of the year’s volume, de- 


spite the fact shipments for the 
year are still 17.2 pct under a year 
ago. They appear confident that the 
remaining gap can be closed during 
the heavy fall selling season, pro- 
vided that sufficient steel is avail- 
able to meet the heavy demand. 
In an effort to make the most of 
the reversal of the trend, the in- 
dustry plans to spend more than 
$6 million to advertise gas ranges 
during the fall, exclusive of 
amounts to be spent in dealer co- 
operative advertising, displays and 
other local promotion activities. 





$14 Billion Increase in Spending in 1953 
Predicted by Optimistic Prudential Economists 


A decline in consumer prices by 
the third quarter of 1953 after ris- 
ing not more than 1 pct above cur- 
rent levels in the next few months 
was forecast by economists of Pru- 
dential Life Insurance Co. of 
America. In a report, the company 
took exception to pessimistic fore- 
casts that the present high rate of 
industrial production indicated the 
imminence of a recession. 

Belief was expressed that in- 
creased government and consumer 
spending would more than offset 
smaller business expenditure on 
plant and equipment in the coming 
year and a curtailment of outlays 
on private housing. Net effect, it 
was stated, will be a $14 billion rise 


in spending next year, with gross 
national product touching $360 bil- 
lion. 

“Consumer spending is the most 
important single item in the busi- 
ness picture,” said Dr. Gordon W. 
McKinley, head of the Prudential 
staff of economists, in a statement. 

“But it is not the only factor as 
some forecasters seem to believe. 
We anticipate that total personal 
income should be at the annual rate 
of $282 billion by September of next 
year. After taxes this will be re- 
duced to $247 billion and after sav- 
ings to $231 billion—the amount 
that will represent consumer pur- 
chases.” 





Appliance Business Showed Strength In 
Late Summer and Demand Is Increasing 


Sales of electrical appliances have 
started a sharp rise within the past 
two months, according to J. H. Ash- 
baugh, vice president of the Appli- 
ance Division of the Westinghouse 
Electric Corp. 

This is a period when appliance 
sales normally show a drop during 
the Summer and Fall months. 

“This year,” reported Mr. Ash- 
baugh, “our sales show more than 
a 100 pct increase over 1951 and 
almost the same increase over 1950 
during the so-called off months.” 

The outlook for the balance of the 
year and the first quarter of 1953 
was termed “very good” by Mr. 
Ashbaugh who said that the divi- 
sion would approach its record total 
billings and product unit sales of 
1950. 


“If we were able to get all the 
material we could use, we could 
easily set a new high in our busi- 
ness,” he observed. 

A 25 pct increase in production 
within the next three months is 
planned by the Westinghouse appli- 
ance division at its Mansfield, 0. 
plant. The company has already 
started to increase its force of 
workers and employment is expected 
to reach in excess of 7,500 by 
Dec. 1. 

The division is increasing output 
to replenish inventories of refrig- 
erators, ranges, Laundromats, 
clothes dryers, steam irons and 
other appliances. The company also 
plans a 20 pct increase in produc- 
tion at its Springfield, Mass. plant 
with employment expected to reach 
about 4,000 by December. 
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EYE-STOPPING NEW CONTAINER in brilliant 
green, white and gold .. . magnetic new shelf 
appeal .. . promotes impulse buying, higher 
turnover, profit. 


NEW VALVE LEVER PRINCIPLE—preferred 
by 99.5% of consumers tested. New lever 
gives more direct action... propels Good-aire 
upward to heavy odor areas. Particles get 
there faster, stay suspended longer, kill odors 
quicker! 


NEW 6 OZ. SIZE—high volume companion 
to the popular 12 oz. size gives you a new 
two-way sales combination that's unbeatable. 
Sell larger size economy or smaller size thrift 
. .. sell both, profit more. 


THE SAME GREAT FORMULA which in test after test has 
kept GOOD-AIRE out front as the fast, easy way to kill 
cooking, bathroom, sickroom and other unpleasant odors. 


BIGGER THAN EVER MARKET—82 OUT OF 100 HOUSE- 
WIVES! Recent Du Pont surveys show that 82 of 100 house- 
wives use air refreshers . . . and the aerosol type is preferred 
by more than 3 to 1. Onder Geod-Aire 


GOOD-AIRE sales will soar to new records with these new From Your Wholesaler Today. 


features backed by hard-hitting advertising and pro- New 602. $ .98 (Cat. #720) 
motion via— 12 oz. 1.89 (Cat. #820) 
TV, RADIO, NEWSPAPERS, POINT OF SALE, ETC. Packed in new colorful display carton. 


*Trade Mark 


BRIDGEPORT BRASS COMPANY srivceronr 2, conn 
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Now—for the first time—an attached curtain fire screen as 
easy to sell as the frame-type Flexscreen! It’s the new Hooded 
Flexscreen—an entirely new concept in design .. . natural and 


appealing style—priced for mass sales, too! 


& Customer Installation 


Installation by customer is now a fact with the Hooded Flex- 
screen. Just 3 sizes fit 90% of all fireplaces—attach in a jiffy 
with a minimum of labor required. We’ve doubled your Flex- 
screen market—with no installation problems, no call-backs, 


no post-mortems. Just good, clean sales—and plenty of them! 


6 National Advertising 


Flexsereen national advertising —more, than twenty years of it 
—has made the Flexscreen name a “buy-word” with prospects 
seeking the finest in fire screen beauty and utility. And Flex- 
screen merchandising support—geared to your selling—helps 


you bring these prospects into your store—and sell them! 


There’s no substitute for the true Flexscreen—and no substitute 
can give you the volume, prestige and profits you'll enjoy with 
the sound Flexscreen line. Get the facts . . . see your Flexscreen 


representative, or write us at 1052 North Street. 





REG. U.S. G CANADA PAT. OFF! 


by 
BENNETT - IRELAND INC. 











More Dept. Stores 


Are Open Evenings 


A national survey conducted ip 
258 cities by the National Retaij 
Dry Goods Association, showed 
that in 213, or 83 pct, department 
stores observe one or more night 
openings as a prevailing practice, 
compared with 78 pct in 1950. An 
acceleration of the practice was 
found in the adoption of two night 
openings weekly by downtown 
stores in the larger cities. 

The association, in a special mem- 
bership bulletin, said that the ex- 
tension of shopping hours for more 
night openings should not be mere- 
ly “copied” by stores, but studied 
carefully from the standpoint of 
profit and local needs. 

Two night openings a week for 
downtown stores was found to be 
a prevailing practice in eight cities 
and a mixed practice among larger 
stores. In 14 more cities, one or 
two prominent stores observed the 
policy of more than one night 
opening. 

“The most popular explanation 
for this action is to meet customer 
demand for more evening shopping 
opportunities,” the bulletin said. 
“The underlying reason is_ to 
stimulate lagging customer pur- 
chasing, and to meet competition, 
particularly from suburban areas. 

“The basic motivation is “te 
achieve more profitable operation. 
No store goes to a multiple night 
opening unless it believes it will be 
profitable to do so or, because of 
competitive pressure, it will be un- 
profitable not to do so.” 

Widespread publicity given ww 
night openings, the bulletin said, 
has created the impression that 
customers everywhere are actively 
demanding more evening shopping 
and that such evening openings are 
highly profitable and that all mer- 
chants embrace the program volun- 
tarily and enthusiastically. 

“Such is not the case,” the bul- 
letin said. “The insistence of one 
or two stores opening has frequent- 
ly forced others to go along.” 


Macy's New York 
Open Two Nights 


Macy’s department store in New 
York City has announced a policy 
of being open two nights a week, 
beginning Oct. 6. The store, which 
has been open on Thursday nights, 
has added Mondays to the sched- 
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No. 4924 


... PLUS ALL THE TRADITIONAL 
“THERMOS” GIFT FAVORITES! 


Make this a “Thermos” Christmas—with Thermos brand 
vacuum bottles and lunch kits on all gift, sporting 
goods, utility and accessory displays. 

Feature the smart new plaid Lunch Pack by 
“Thermos” for women and students—it’s sure to be a 
favorite now and throughout the year. Its three colorful 
plaids will please fashion-wise customers. There are 
many other prices and models of kits and bottles— 
including a plaid outing kit—to cover the rest of your 
trade. 

Check your stocks today. Make sure you have 
enough Thermos brand vacuum bottles and lunch kits 


to carry you through the holidays. 


HAA nesta pers 
AANA 












No. 4434A 











week, 


yhich 
ghts, THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 


-hed- 
‘ Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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QUICK PROFIT 


For Hardware Stores in 


DAISY 


BLUE RIBBON 
CEMENT-ON SOLES 





Blue Ribbon Soles stick 
tight till worn out. Give 
wonderful satisfaction. 
On 4 color display card. 
Fast sellers. For men, 
women, children. Write 
for DAISY Price List 
and new catalog. 


SCHACHT RUBBER MFG. CO. 


Dept. H, Huntington, Indiana 











STEP UP SALES 
with SavA-Srep 





New Ironing 
Board Clothes 

Rack and 
Cord Holder 






THE GREATEST IRONING DAY WORK 

SAVER SINCE THE ELECTRIC IRON 
Here’s real sales appeal and profit 
power. Two home helps for the price 
of one — rack to hang ironing with- 
out walking; holder to keep cord 
from wrinkling it. A practical, useful 
work-saver wanted by every house- 
wife. Backed by national advertising 
in leading magazines. Newspaper 
mats available for your local adver- 
tising. Big, colorful p-o- p display 
for store or window. Ask your jobber 
or write to Dept. HA-10. 


Er. EDGERTON 
I'K'I Products, Inc. WISCONSIN 


pa AN ARTMOORE PRODUCT —— 


ORIGINAL TRIPOD DRYER 
STILL THE SALES LEADER 


ule on an experimental basis. This 
is the third store in the 34th St. 
area to be open Mondays and 
Thursdays. 

Wheelock H. Bingham, president 
of Macy’s New York, said the Mon- 
day night opening policy was 
adopted only after a thorough 
study of customer preferences 
which convinced the store that its 
interests would be served best 
under present day conditions by 
additional night shopping hours. 








Big Increase Shown 


In Furnace Shipments 
Gas-fired furnace shipments in 

August totaled 51,400, compared 

with 29,800 in the same 1951 





Your customers want 
the Artmoore Collapsible 
Tripod Clothes Dryer 
24 Feet of Drying Rods 





month, a 72.5 pct increase, re- 
ported the.Gas Appliance Manu- 


—Selected, smoothly fin 
ished hardwoeds—Snag 





proof — Metal parts 

rust-proof plated. Lift 
the Rod Holder and 
Tripod Legs open auto- 
matically. Collapses 


facturers Association. Gas - fired 
boiler shipments amounted to 
8,000 units, as against 4,700 a 











. ° . compactly for guick storage in small 
year earlier, a 70.2 pct rise. Ship- singer, deal for in-between washings, 
c ‘ ngerie, diapers, etc. A step saver 
ments of gas conversion boilers alongside ironing board. Saneinted retail 
amounted to 33,500 units, com- only $3.75. 


See your jobber or write 


ARTMOORE CoO. 


Dept. HA-102, 1913 North 3rd Street 
Mil h 12, Wi i 


pared with 16,200 in August, 1951, 
an 106.8 pct increase. 








G.E. to Hold Previews 

















Of Major Appliances —— 


General Electric distributors will 
preview the company’s new major 
electric appliances at Louisville, 
Ky., Oct. 28 and 29. A _ second | 
showing will be held in Louisville 
for distributor salesmen and other 













Scientific design, pre- 
cision construction, 
and top-quality ma- 
terials . backed 





by BLAIR’S seventy 

years’ experience... 
make this the out- 
standing mower in 
the medium-priced 
field. 


members of distributors’ organiza- 
tions, Oct. 31 and Nov. 1. 


The new appliances will then be 
taken on the road for advance 
showing at key distributor points 
throughout the country. 
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What's New?? 


Knowing the answer to the 
question ‘‘What’s New in Hard- 
ware Merchandise” can mean 
extra dollars in your pocket. 

A new reader service designed 
to help you answer this question 
quickly and easily is introduced 
in this issue on page 117. 

The Quick Check Card on this 
page will bring you detailed in- 
formation on any new merchan- 
dise or new dealer merchandis- 
ing aid described in the “What’s 
New” columns of this issue. 
Turn to page 117 and use the 
Quick Check Card, today. 





BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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or 





offers you a complete promotional program 





that’s PRE-TESTED to assure you MORE SALES! 


Here is a power-packed store promotion that will substantially increase your sales 


volume! It’s Inner-Seal’s new 1952 Selling Campaign — built around a new, different 
merchandising idea that has been tested and re-tested in the field, with wonderful results. 


Tie in your store with this PRE-TESTED promotion! Contact your Inner-Seal jobber, 


write to us direct. 


Features of Inner-Seal’s 1952 Selling Campaign include... 





DISPLAY IDEA... 
eed 


ree... 


INNER-SEAL 














| 


You weather-strip your store door 
with Inner-Seal! This weather stripping 
installation commands attention 
and dramatizes Inner-Seal’s many impor- 
tant advantages. Your Inner-Seal door 
installation is bound to excite customer 
interest and make sales. Try it and see! 


BRIDGEPORT FABR 





LIVE-WIRE MERCHANDISING .. . 


Sales-making promotional aids are 
ready to go to work for you. You get 
a complete new store merchandising kit, 

lus FREE copies of the new 16-page 
ooklet, “Why & How to Weather-Strip,” 
to give to your customers. 


ic S, INC., 











BRIDGEPORT 1, 


INTENSIVE NATIONAL ADVERTISING 





Inner-Seal’s big 1952 advertising 
campaign in leading national magazines 
builds store traffic for you. Inner-Seal ads 
send customers into your store for copies 
of Inner-Seal’s information-packed 
16-page booklet. This extra store traffic 
means extra sales for you! 


CONNECTICUT 
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Attractive assortment of pictures 
lithographed on metal blanks 
permanently clenched into the face 
of the flue stoppers. Folding wire 
fasteners attached to slots raised 
from the metal of the blank. 


Blank Shipping Weight 
Diameter Fasteners Per Doz. Per Gross 








say 8-17/64" | 6” or 7” | 3 Ibs. 7 oz.| 43 Ibs. J. L. CLARK MFG. CO. 
No. 8 tele die) i me aS) tell) 
Wory | 8-3/4" | 7” or 8” 5 lbs. | 62 Ibs. 

















Packing — 1 dozen per carton, 1 gross per case. 
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2 FLUE STOPPERS 


Your Wholesaler 


GEM 






jp AS 
“Cause” 


Order from 


or Write Us 
for References 








Belem -{-1-14s me yia-1-3 1 


WAFFLED DOOR 











A foot scraper mat that will help you scrape up 

extra sales. A highly popular, useful mat. 

@ Multi-scraping action 

@ No wires to rust 

@ Tough, durable rubber 
@ Reinforced with Fabric cord 


@ Easy to clean 
@ Water drains through 
@ Modern styling 


ACE RUBBER PRODUCTS, INC. 


Akron 8, Ohio 















AAU Purpose 


Food “e- Combination ; 
fi 


(nn 


Cover 





Yes, this new Pemsco item is a combina- 
tion of many features that the housewife 
has wanted and needed for a long time. 
The tight fitting covers keep pastries fresh 
for days, and the carrier attachment provides an easy way to carry pies, cakes, 
hot dishes or other food items to picnics, parties, or to the table! 


High enough to accommodate 
large size angel food cakes. 
Ideal for carrying hot dishes 
without fear of splashing or 
sliding of dish. 
Large tray makes attractive 
serving tray, easy to use, easy 
to clean, can be used with or 


without carrier attachment. 


SELLS 
FOR OMLY °° I on 


our jobber 
today, or write direct to 





PATENT PENDING 


Separate section provides extra 
space to carry or store pies or 
hot dishes right along with large 
cakes or other food items. 





Can be used as a separate cover, 


making a neat single compart- 
ment for pies or hot dishes, 
sandwiches or other food items. 


This new item has eye-appeal plus . . . looks 
like double the $2.95 retail price. This item is 
not only an outstanding gift item for showers, 
parties, weddings and holidays, but is an item 
that has year-’round appeal for every family. 


PEORIA METAL SPECIALTY Company *'reoma'ittinois 








Looking for the GAS HEATER 
LINE thar SELLS? choose 


8 Fully vented Heaters |5,000 BTU to 85,000 BTU 
22 Unvented Heaters |0,000 BTU to 50,000 BTU 





360 V-170 


There is a correct size and style for every need. 
All AGA approved for natural, liquefied or manu- 
factured gasses—and all are equipped with automatic 
safety pilot. 


WRITE YOUR JOBBER OR DIRECT FOR FREE COMPLETE CATALOG 


Over 45 years 
stove experience 
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July's Hardware 
Sales Below June's 


Retail hardware store sales in 
July were even with sales for 
the same month of last year but 
were 5.7 pct lower than in the 
previous month. 

The estimates, on a season- 
ally adjusted basis, are a new 
series which have been substi- 
tuted for the old series pub- 
lished up to this time. 

The new series is based on a 
change in the method of estima- 
tion adopted by the Bureau of 
the Census, by which direct 
estimates of total retail sales 
are obtained by the use of data 
furnished by a representative 
sample of hardware stores. 

The new series, revised to 
January 1951, is as follows: 


(add 000,000) 


% of 
1952 1951 Change 


January ...$222 $253 —12.2 
February .. 226 249 — 9.2 
March ..... 226 238 — 5.0 
ee 222 230 — 3.5 
ae 217 +220 — 1.4 
Jeme ...... 228 fii + GI 
pe 213 «=213 0.0 
August .... 217 
September . 226 
October ... 224 
November . 225 
December . 226 


Says Stevenson Is 
Ill-Advised on Credit 


Governor Stevenson “has _ been 
given a bum steer by second-rate 
economists” in demanding rein- 
statement of instalment credit con- 
trols, charged William J. Cheney, 
executive vice president of the 
National Foundation for Consumer 
Credit. 

Mr. Cheney has taken issue with 
Gov. Stevenson who demanded “a 
set of restraints upon execessive 
private credit” in a speech made 
recently in Baltimore. 

Governor Stevenson said he 
wants restraints on private credit, 
such as Reg. W, because they would 
halt inflation. In this connection 
Mr. Cheney said: 

“This is sheer nonsense. Once 
a customer buys something already 
manufactured he is not creating 
new money. The new money in cir- 
culation, which is _ inflationary, 
starts when a manufacturer bor- 
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B. ny oir ak: 


crystal glass with adjustable fittings for 
partial or full-length use. 24‘’ long. 


Cy Kimble Bent-End Glass Bars.” crys- 


tal or opal glass with strong, modernis- 
tic metal fittings. 18° ond 24" lengths. 


—_D. Kimble Deluxe Gloss Bars—"/,” crystal- 


clear glass with heavy, streamlined metal 
fittings. 18° and 24’ lengths. 


HERE’s AN ITEM your customers won’t 
be able to resist once they see what use- 
ful, economical, handsome helpers 
Kimble Glass Bars can be. 

With their polished metal fittings and 
sparkling glass, Kimble Glass Bars are an 
attractive addition to any room—be it 


KIMBLE GLASS COMPANY 


Subsidiary of Owens-Illinois Glass Company 


sell on sight ! 









bedroom, kitchen, bathroom or nursery. 

Most important, our tremendous pro- 
duction facilities make it possible for us 
to sell at a cost that gives you an unusual 
profit margin. Decide now to order these 
fast-moving bars from your wholesaler, 
or write to us direct. 


Toledo 1, Ohio 




















HOT WATER FAST 


With 


Flaohival 





America’s Favorite 
Electric Water Heater 


Just put the unit in a container of water and plug pate 
electric circuit (110 volt AC or DC). Weighs 1 Ib. 2 o 


Heats water in record time. 
Has many uses, such as: Heatin 


heating canned foods, etc. Ideal 


conveniently. 


water for laundry, 


bath, shaving, warming baby’s milk, sterilizing bottles, 
for homes and farms 


not having any other good way to heat water fast and 








ONLY $5.95 LIST 


© 
G. L. ELECTRIC CO. 
20725 Harper Detroit 24, Mich. 





SOLD ONLY 
THROUGH JOBBERS 


Write for 
Literature 
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OPENS ANY SIZE 
SCREW-TOP JAR 


A ready seller for a 
tough opening job in the 
kitchen. An item that cus 
7-4 Melave 


tomers pick up 


buy on their own. Free 


colorful counter display 


THINK OF 


Lalgaa 


VOPLOLPL aers mge* 


BETTER KITCHEN TOOLS 


MPA 
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Md 
YOU'LL BE HAPPY, TOO, 
WITH THE BIG PROFITS FROM 


Electric, Clippers 


These remarkable hair clip- 
pers have a smoother, lighter | 
touch. Small-size and light- | 
weight are combined with 
speed, power and economy. 
Once your customers pick 
one up they'll recognize 
Oster’s superior quality. A 
fast-moving, high-profit line. 
Ordertoday from your panne. 


- —P—————— 
1 HAND CLIPPERS 
: — for human and animal use. A 
SS=> 













full line of high quality models. 


You'll do better with Ostes 
JOHN OSTER MFG. CO. 
Racine, Wisconsin © 1952 





Improved /4CO° 


E-Zee WASH 
FOUNTAIN 
BRUSH 


Nothing Lhe Tt/ 
Evea Paster Sates! 


x * * 


WATCH for IT 
WAIT for IT 


fava 


LAITNER BRUSH co. 


2000 BROOKLYN ETRE 26 chi 
QUALIT BR 
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rows from the bank to start pro- 
duction.” 

“Mass production,” he continued, 
“obviously depends on mass sales 
which would be impossible without 
instalment credit. How many 
people in this country have out- 
right cash for such things as auto- 
mobiles, furniture, washing ma- 
chines and refrigerators? Our re- 
search shows that not more than 
30 pct of the people can afford 
these things on a cash basis.” 


Meter Slogans 
Promote Safe Shooting 


Dealers and jobbers handling 
sporting goods are being asked to 
join in a campaign to further the 





cause of firearms safety education 
by the Sporting Arms and Am- 
munition Manufacturers’ Institute. 

Firms using metered postage are 
urged to join in the effort to keep 
shooting sports safe by using post- 
age meter slogans like the one 
shown here. Another one has the 
slogan, “Take a Boy Hunting.” 
Both are available at cost through 
the Institute’s Sportsmen’s Service 
Bureau, 343 Lexington Ave., New 
York 16, N. Y. 

The plates are already used by 
the National Rifle Association and 
by most of the leading arms and 
\ammunition manufacturers. 


HARDWARE HUMOR 
By Hardware Age 











“Just turning that little screw 
made it less expensive. What's 





IMMEDIATE ° 


‘CHAIRS DELIVERY! 


All types, wood and 
steel in stock. 
Also F F — Tables 


Write us oo 

Fe have in- 

Fe A rom 
churches 

schools, clubs, sizes 
ete. Dept. 


e ADIRONDACK CHAIR CO. 4!%. Sssirv 


CHAIR-LOC 


Amazing New Chemical 
m™ S-W-E-L-L-$ Wood 


© Penetrates weed fibres — 
makes = @-x- -p-8-8-6 


eeeeeeeeee ses 
eseeeee#ee#eee#ee#ee#ee# 









© Quickest and easiest way t 
fix teose chair rungs, 
handles dowels, deve- 
a : Past-elltes impulse Item 
Write for Free Sample and 
Literature 


CHAIR-LOC CO. 
Lakehurst 3, N.J. 








THE NEW Columbiana 


CAM-LOCK HYDRANT 
"Sold the World Over"' 


Here’s O) o- -selling new Cam-Lock H 
drant se On pressure Sore ‘tural 
bullt with | few moving parts, t Colum- 
2 Le has no springs ao ‘rest out. 
its features inelude: 
* ONE-F PIECE BRONZE VALVE BODY 
* SOR-CORROSIVE VALVE ASSEM- 
* ANTI-FPREEZE ACTION 

A CK HANDLE PREVENTS 


° 
br 
°o 
z 


This is the lowest priced hydrant on the 
Fig. H—1200 market. Write today for complete inferma- 
tion. Established (888. 








Columbiana PUMP CO., Columbiana, Ohie, U.S.A. 











b “DIAMOND N" 


TINCT > Stax Type 
ORALLS 





Dl > FORGE TWIST DRILLS 


__—SSS== 


- ASE FOR CATALOG - 


DIAMOND EXPANSION BOLT CO., INC 
DEPT. H.A. © GARWOOD, N. J. 

















Gripper Clips 


istered © $ fat OGiecs 





e —— GOOD — ry 














it worth now?" 


Slides Paint Off 
--i Like Butter! 





GILLESPIE VARNISH CO., 131 Dey Ss., icny Gy, H. J 
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CHECK OUR | 
TIONALLY LO 
LIVERED PRIC! 
MAKING YO 
COMMITMENT 
GIN METAL US 


pocameners cre eran 


TW 











































Volume Priced “Perfect Pattern’ Lawn Sprinklers 
BEAT INFLATION = ° %azrzy,Meges,tst fom 







CHECK OUR SENSA- 
TIONALLY LOW DE- 
LIVERED PRICES BEFORE 
MAKING YOUR 1953 
COMMITMENTS. ALL VIR- 
GIN METAL USED. 


TWIN- HEAVY DUTY 








TOP SELLERS ARE THESE SQUARE PATTERN NUMBERS 


BONUS Left—America'’s No. | Square Pattern Sprinkler — Covers up to 1,000 square 
PLAN feet. No moving parts — Guaranteed not to get out of order. 
Right—Throws spray up to twice the area of ordinary spike type sprinklers. Hits 


We are offering a spe- the corners — No moving parts. Suggested list of 69 cents makes “Square Pat- 
cial bonus plan on the tern Spike" the lowest priced square sprinkler on the market. 


2 aaaatentge tbo Write for full catalog showing these additional models: Twin-Heavy 


interest every thrifty 
buyer. Ask how you Duty, Convertible Hand Spray, Flower Hand Spray, Spraymaster-Rect- 


can buy this number engle, Parkway Fan Spray (Long & Short Spike) 


at our costl 
GLENWAY PRODUCTS 14428 Oxnard, Van Nuys, California 


15 MILLION HOMEMAKERS 


NEED THE NEW EASY-DIP 
ICE CREAM SCOOP 

























A non-breakable all- 
plastic kitchen 


Attention Jobbers.... ae ae 


PRECISION counters | |" °".".""" 


OFFER MANY EXCLUSIVE ADVANTAGES Jf | this eye-appealing, coler- 


scoop for dip- 
- Ping ice cream, 
vegetables, 
salads, cot- 








Plus LOW COST! ful dipper is a kitchen tage cheese. 
IDEAL FOR Punch Presses, Drill Presses, Screw Machines, “must”. Featured in lead- . 
Printing Presses, Die Casting Machines, Production Lathes, » % 
Pumps, Coil Winders, Conveyors, Etc. ing 3 
and newspapers, you have 
PRECISION Counters Assure @ pre-sold market awaiting 
ACCURACY ° DURABILITY you. The Lloyd Disher is guar- 
VISIBILITY ¢ Low Maintenance Costs anteed against breakage with 











Counters for Special Applications replacement at no cost. For quantity RSs 
Designed and Manufactured prices write— 
WRITE NOW FOR DETAILED INFORMATION 


DITTMORE & FREIMUTH CO. THE LLOYD DISHER CO. 


2517 E. NORWICH AVE., CUDAHY, WISCONSIN oe] toy -Wall- mel mel felt 
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PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STICK 


,. Packed 1 
im display = 








For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdale, Memphis 6. Tenn. 

















( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
WILL NOT SHRINK! SELLS BETTER because 
STIDKS AND STAYS pyr it WORKS BETTER. 
J 


a, LRRD 
— 
















Most dealers report: (A 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
ot year after 
ear.” What's more, 
urham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on. 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many ponies materials may shrink 
fall out or ¢ ip off. Durham’s Rock-Har 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 60, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 






















in POWDER Form 
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Promotions 


Manufacturers’ New Merchandising Plans 


Sprayer Promotion 


The John Bean Division of Food 
Machinery and Chemical Corp., 
Lansing, Mich. and San Jose, Cal., 
has announced a consumer-priced 
power sprayer to be known as the 
“Spraymate.” 

The John Bean Division has been 
making power spraying equipment 
for the agricultural field since 1884 
but this is the first time it has 
brought out a power sprayer for the 
average homeowner. An extensive 
program of dealer cultivation and 
training is planned. The sprayer 
will be backed with national adver- 
tising and point-of-purchase dis- 
plays. 


Westinghouse Program 


Electric bed coverings are feg.- 
tured in a “Frost on the Pumpkin” 
promotion that announces the new 
Rosebud electric sheet of Westing- 
house, 

A three-dimensional pumpkin 
display, for use in windows or sell- 
ing centers, flashes on and off to 
reveal a sleeping beauty. Each dis- 
play package contains advertising 
mats on electric blankets and 
sheets plus a display guide book. 

Advertising on housewares and 
bed coverings will appear in the 
Saturday Evening Post for Nov. 22, 
Life for Dec. 1 and McCall’s Decen- 
ber issue. 





Business to Remain Steady Through 
Mid-December, Purchasing Agents Report 


The expectation that business 
will continue to remain good 
through the middle of December 
was expressed by the National As- 
sociation of Purchasing Agents’ 
business survey committee, in its 
monthly report. The survey repre- 
sents the composite opinion of pur- 
chasing agents making up the com- 
mittee, which is headed by Robert 
C. Swanton, director of purchases 
for the Winchester Repeating 
Arms Co. 

The committee found that pro- 
duction is rising sharply again, 
and new orders’ are exceeding de- 
clines by 2% to 1. Prices are also 
edging up after the August up- 
swing. Employment is also higher, 
on account of the rapid recovery 
which followed the steel strike 
and the holiday merchandise de- 
mands. 

However, buying policy has be- 
come more conservative, despite 
the pickup in production and or- 
ders. Buying is within a 90-day 
range and with more and more 
coming within the 30 - to - 60-day 
categories. 

Causes of the “very cautious” 
buying policy, according to the 
survey, are lack of confidence in 
prices, availability of most mate- 
rials and the close range of pro- 
duction schedules. 

The belief was expressed that 


the time has come to release both 
price and material controls, in 
view of the fact that many items 
are now selling below ceiling 
prices, defense production is near- 
ing its maximum rate and many 
commodities, including steel, are 
in easing supply. 

Purchasers of steel, reapprais- 
ing the effects of the recent strike 
on their operations, conclude that 
the first estimate of steel short- 
ages was exaggerated. The com- 
mittee said that 47 pct of these 
buyers report few if any current 
steel difficulties; 44 pct estimate 
an easy condition by the year-end 
and only 9 pet, compared with 42 
pet a month earlier, visualize criti- 
cal conditions running into the 
second quarter of next year. 

The survey group, in its com- 
ment on prices, said that seasonal 
changes and allowable increase by 
the OPS account for most of the 
upward movement in September, 
which was considered “only slight- 
ly inflationary.” 

Items which showed price in- 
creases, according to the report, in- 
cluded mineral acids, brass prod- 
ucts, coal, steel, containers, cotton, 
pig iron machinery, paper prod- 
ucts, refractories, synthetic resins, 
steel products, fine textiles and 
wire rope. 

Lower prices included the fol- 
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De Wholesale Seed Growe?¥%s 
W. ATLEE B ne E CO. punaperenia 32, pa.—cuinton, 1oWA—SANFORD, FLA.—RIVERSIDE, CAE 








Necessary as they are, exacting 
supervision and painstaking care 
from planting time till harvest are 
not enough to maintain Burpee 
Quality. 

Then this modern Burpee Seed 
Laboratory takes over, to be sure 
that every stock meets the high 
standards set for Burpee seeds. 


wile 
5 eS ee] 
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and FLAMEMASTER 












EXCLUSIVELY 
THROUGH 
JOBBERS 







Increase your 
sales of America’s 
leading wicks . . . GLASWIK 
and FLAMEMASTER. These attractive 
merchandisers increase sales and MAKE YOU MONEY! 
Wick can be dispensed quickly and easily, with no waste 
or spoilage. They make excellent counter displays or 
can be hung on a wall or side of the counter. 


WRiTE FOR COMPLETE DESCRIPTIVE LITERATURE 
ROOM 502, GENERAL OFFICES 


ATLA Stonci 


NORTH WALES, PA. 








MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
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Increases: 
¢ Impulse Buying 
© SELF-SERVICE 


© “Related-ltem” 
Sales 


| gested 7 














This sturdy FLEXO-SPACE Store Fixture for mass displays has adjustable 
shelves to feature all types of merchandise regardless of size or shape. It 
occupies only 12!/, square feet of floor space, yet you get 50 square feet of 
selling space. FLEXO-SPACE displays four times more merchandise than 
conventional flat type counter. Self-Service sales, Impulse-Buying and Related- 
Item sales climb sharply. You make more money immediately and you build 
for the future. FLEXO-SPACE has been tested and proved a profit-maker 
by thousands of retailers. 


ADD SALES CO. 724 COMMERCIAL ST. MANITOWOC, WIS. 


eeeaaneweenesewomooooecooesecoes ® 

4 ADD SALES DATE - H 

WRITE, WIRE OR ; perth rngyecace ) eces) : 
' 

1 PLEASE SEND ME FREE ILLUSTRATED 8 

USE THIS | CIRCULAR ON FLEXO-SPACE store : 

COUPON FOR : FIXTURES WITH PRICES } 

9 CRC - . f 

MORE SALES : i 

1 Ce P| 

‘ ' 

' le SSS. a 


boannweneeseenesseseaeeaeseens 
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NOW. ..A LEAK-PROOF NOZZLE 





TRANS -FLO 


JUST WHAT YOUR 
CUSTOMERS HAVE 
ALWAYS WANTED 


OR A 
DRIBBLE 


Patents Pending 


aw We 


Developed after long research—proven 
by extensive tests—the Trans-Flo 
Nozzle offers many advantages: 

« Leak-proof. 

Light in weight. 

Warm to the touch. 

. Durable (molded of tough Tenite II). 
Modern, streamlined design. 

. Fully adjustable spray. 

Fits standard hos: 





tions. 





Sxerveere 


T. P + green pl 

(Looks well with opaque green or 
red hose.) 

Not a substitute but a detinite improve- 
ment over any other nozzle on the 
market today, 


Write us for complete information and prices. 
PLASTICS DIVISION 


THE VLCHEK TOOL COMPANY 
3001 East 87th Street ©* Cleveland 4, Ohio 





intasacesiabcibiaeteantatmnenithanindel 













BACK AGAIN! 





SHARON 
STOVE BOLTS 
WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


From Sharon, the tine with the talking 
labels, comes once again one of our mos¢ 
popular packages—round or flat head 
stove boits with nuts already on... at 
no extra cost. For details, ask your Job- 
ber or write us. 


Shawore (ib and Scheu Co 











BOSTON 10, MASS. 
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lowing: alcohol, burnt lime, fold- 
ing cartons, electric motors, fuel 
oil, graphite, jute, mercury, mica, 
vegetable oils, foreign wood pulp, 
rubber products, silicon, soap zinc 
(which first went up and then 
down), and zinc oxide. 


Hack Saw Sizes List 
Adopted as Standard 


All American and Canadian man- 
ufacturers of hack saw blades will 
follow the provision of the Revised 
Standard Schedule of Sizes for 
Hack Saw Blades, beginning Jan. 1, 


as a result of the adoption of the re- | 


vision by the Hack Saw Manufac- 
turers Association of America, Inc. 

Changes to the Simplified Prac- 
tice Recommendation R-90-49, 
adopted in 1949 and now in effect, 
are nominal ones. They call for a 
decrease of about 10 pct in the num- 
ber of standard specifications. 

As a result of more than two 
years of intensive study and testing 
on the part of the Hack Saw Blade 
Industry, it was found that blades 
up to and including 24 inches in 
length there should be a definite re- 
lationship between width and thick- 
ness on the basis of width being 20 
times thickness. 

The industry had the benefit of 
the advice and assistance of Prof. 
Edwin Boyan, of the Massachusetts 
Institute of Technology in connec- 
tion with these tests. 

The revised schedule will effect 
economies through shorter inven- 
tories and faster turnover, and in 
times of national emergency will 
speed production. 

The British Hack Saw Blade 
Manufacturers have collaborated in 
these studies and have adopted this 
revised schedule with the exception 
of a few additional sizes necessary 
to serve foreign made machines. 

This revised American-British- 
Canadian Standardization Program 
is under study by blade manufactur- 
ers of France, Germany and Sweden 
and the present indications are that 
it will be adopted as standard by 
the manufacturers of these coun- 
tries. 


TV Prices Raised 


Price increases ranging between 
$10 and $20 have been announced 
by Motorola, Inc., on seven of its 
33 models. The increases are all on 
21-inch models. 


(Resume reading on page 15) 








CHROME 
BRASS PIPES 
Va" to 4" sizes 


BRASS TUBING 


Vg", 1%", 134", 12" O.D, 
PITTSBURGH NIPPLE WORKS, Ine, 
1455 Spring Garden Ave., Pittsburgh 12, Po. 














* EASIER TO USE 
* LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS | Ask Your sosser 
CHAMOIS eiiaeaainas aaa 
eae nusa, | DOUBLE VALUE TO THE 





CONSUMER 





¢ DOUBLE DUTY 
HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








—— "Selling Is Our Business" —, 

@ Complete coverage of the East; 
permanent show rooms. 

@ Representing leading house 
wares and hardware manufac- 
turers, 

Inquiries solicited regarding 
additional lines. 


SAM WEISMAN Sncanization 


200 Fifth Ave., New York 10, N. Y. 
Direct Factory Representative 
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Pricec 
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METAL FOLDING PLAY SETS 


5 ‘ 





Send les Catalog J-52 
HARRY M. WOLFE, 666 Lake Shore Drive, Chicage 11 











His Hardware Age 


Ad. Brought Results— 


“As a Manufacturers’ Repre- 
sentative, getting the HARD- 
WARE AGE is a necessity, 
especially in view of the fact 
that | have secured several de- 
sirable lines through the Ad- 
vertisement | placed in the 
AGE in August. With best 
wishes for your continued suc- 
cess." Sincerely yours, 


A Satisfied Advertiser 
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LOWEST PRICE for FASTER SALES | 
and BIGGER PROFITS | 


SOIL 


J { a é Y CONDITIONER 


Priced right and backed up with a smashing 







advertising - promotion program including 
national, local and store 


identification. Here's the 







best product in a new, 


high-profit field. ) 
= 83°/. Active 
nidehilaaiad AER OTIL* 





Write or wire now 


for details and 


lowest prices. 


Packed in 
popular 4 oz., 
and 32 oz. sizes. 


8 oz., 


—aoa product of 
American 


Cyanamid Co. 





* Trade Mark 
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INC. 
3, OHIO 


ROYAL HOME 
1111-27 RICHMOND ST. - 


Dico 


Put this unit 
on your counter... 


In less than one square foot 
display and stock the only complete 
line of packaged buffs and compositions 
buff or composition for every need! 


and put yourself in... 


Sell from rear of unit. Chart gives 
use and price of each item. “You 
don’t need to train salespeople. 


the BUFFING WHEEL hastens . ay: 


It’s big business. Millions of hobbyists enjoy home work- 
shops. You sell them power tools, grinders, lathes, etc. 
why miss the extra profits on buffing supplies? 


for only $19.00 


PRODUCTS, 
CINCINNATI 








to install HELLER 
STORE FIXTURES 






the right 








NO. 481 DICO BUFFING DISPLAY 








Unit pe 24 wheels 
(each with ° *how- to-do-it” RETAIL VALUE $28.50 
Buffing Manual), extra YOUR COST $19.00 
flanges and 12 tubes com- 

costs you less YOUR PROFIT $ 9.50 


position 
than a twenty-dollar bill. 
And look at your profit! 


See Your Jobber... 


Don’t miss profitable buff and composition business you 
can easily get. Order Dico Display No. 481 from your 
jobber—or write: 


Hardware Products Division— Dept. D-1052 
DIVINE BROTHERS COMPANY, UTICA, N.Y. 
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The lowest priced, highest quality, sectional and 
Write 


(FULL 50% MARK UP) 





interchangeable store fixtures available. 


HELLER & COMPANY 
@) tT 


today for huge catalog No 


si 
W. C. 


Montpelier, 
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Harrow 





T- 32 GUN TACKER 





REPLACES HAMMER 
AND TACKS AT 
TRIGGER RATE SPEED 
® Shoots 10 staples 


in time it takes to 
hammer 1 tack 


® More economical 
® Greater efficiency 


ON DISPLAY AT BOOTH 261 
NATIONAL HARDWARE SHOW 






. ot Maaow fasrener [o../nc. 


ONE JUNIUS STREET BROOKLYN 





2, ©. ¥ 








Compact Display Rack 





Light weight display shows variety 
of seasonal goods in small space. 














125 
Profit-Makers 
for You 
in 
SANDS NEW 
'52 CATALOG 
Order Free CopyToday! 


Sands now offers you 125 moneymakers in a 
complete line of new and improved Sands 
Levels, and expanded line of Sands masons’ 
and plasterers’ tools. All are quality items 
guaranteed by Sands. New catalog is de- 
signed for easy ordering. Gives all the 
sales features that assures big, profitable 
volume. Order free copy today. 


SANDS LEVEL 
AND TOOL COMPANY 


"Sands Levels 
Tell the Truth’ 





esr. 'oe5 


CLINTON, INP: 


CLINTON, INDIANA 

















Particularly useful for seasonal 
sporting goods items, such as tackle 
boxes and minnow pails, is this 
wooden display rack at H. Lorle- 
berg Hardware in Oconomowoc, 
Wis. 

Built of 1-in. lumber the display 
stand has dowels through a center 
board at two levels for permitting 
display of several items. The lower 
display level is the stand which sup- 
ports the entire unit. 

Painted in a light color the dis- 
play unit is used in different parts 
of the store to attract traffic. 





Interstate Hospitality 


Merchants of Atkinson, Neb., re- 
cently selected a Michigan mother 
and son, Mrs. Alic Latham and her 
five-year old son, Raymond, of 
Clark, Mich., as guests of their 
town. 

A special committee welcomed 
the Lathams, took them to break- 
fast and later outfitted Ray in a 
cowboy suit. For a full week the 
young lad visited ranches and at- 
tended special events arranged to 
give a small boy a true picture of 
the ranch country. 

Considerable newspaper publicity 
was accorded this promotion in 
Nebraska and Michigan news- 








No matter how 
you slice it... 





Alibis won’t feed the kitty, or fill 
the cash register. And if you 
have to give your customers alibis 
instead of the particular brands of 
merchandise they want, it’s bad 
business all around. 


Impartial surveys show that among 
your own customers, the preference 
for makers’ brands is 8 to 1! They 
won’t buy alibis, substitutes, “just 
as good,” or whatever you call 
them. 


As brands mean satisfaction to 
your customers, they mean money 
to you. Well-known, advertised 
brands pre-sell your customers 
before they set foot in your store. 


The prestige and reputation of 
these makers’ brands guarantee 
high standards of quality—assure 
fewer adjustments, markdowns, or 
complaints. And, of course, prod- 
ucts so well known and trusted 
move faster, turn over and over to 
increase your profits. 





That’s why you make your business 
stronger when you keep the force 
of famous brand names behind 
your selling. Let your customers 
know they can get from you the 
brands they know and want. Why 
be content—or expect them to be 
content—with anything less? 


Give your customers what they ask 
for—i#'s bad business to substitute 








papers. 





Band ; 
i rs lion 


INCORPORATED 


A non-profit educational foundation 
37 WEST 57 STREET, NEW YORK 19, N. Y. 
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E. H. TATE CO. 


251 CAUSEWAY STREET 
BOSTON * MASSACHUSETTS 














Available NOW from our mutual 
friend — the WHOLESALER 


St. Clair SUPER SHEEN 
CHROME PIPE 





Super-Sheen Chrome Pipe is a sure money maker for dealers. 
It's triple-plated on cold rolled steel, 28 gauge with pure copper, 
ductile nickel, and lustrous chrome. Get it from your wholesaler. 


WRITE US FOR YOUR NEAREST JOBBER 


St. Chair Metal Products Cn 


3800 SCOVILLE AVE. CLEVELAND 15, OHIO 














Every Man Who Sells Through Hardware Channels 
Needs This Gold Mine of Information 


, The most comprehensive and authori- 


Invaluable DATA! 


Complete e Authentic e Up-to-the-minute 





For market planning, for setting up 
sales territories, for making personal 
contacts with officials and buyers — 
you'll find HARDWARE AGE’s Veri- 
fied List an indispensable aid to effi- 
cient selling in the $2) billion dollar 


tative list of its kind, HARDWARE 
AGE’s Verified List has been the hard- 
ware industry’s traditional guidebook 
of wholesalers for many years. 
20th Edition is better than ever, giving 


hardware market. 
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LISTS 


Hardware Wholesalers in U.S. 
Hardware Wholesalers in Can- 
ada, Hawaii and Mexico 

Heavy Hardware Wholesalers 
in US. 

(These are in addition to 398 
Hardware Wholesalers handling 
heavy hardware.) 

Industrial Supply Distributors 
in U.S. and Canada 

Plumbers’ and Tinners’ Supply 
Jobbers in U.S. and Canada 
Manufacturers’ Agents handling 
hardware and _ housefurnishing 
lines in U.S., Canada and For- 
eign Countries 

Hardware Chain Stores in U.S. 
representing 4,014 units 
Distributors selling through 
franchised dealers representing 
6,092 units 








you complete, up-to-date information 
on the hardware wholesale houses and 
other organizations distributing hard- 
ware and allied lines in the U.S., Can- 
ada, and foreign countries. 


You'll find its pages filled with sta- 
tistics and facts that are invaluable 


CLIP AND MAIL TODAY 


for contacting the wholesale 
hardware field by direct mail 
as a supplement to your reg- 
ular publication advertising 
...and for exploring the pos- 
sibilities of new accounts. 
Nowhere else can you ob- 
tain such complete informa- 
tion on the hardware distrib- 
utive trade in book form. In 
countless ways its 232 fact- 
filled pages will repay you 
the cost many times over. 
Order your copies today. 
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HARDWARE AGE, Verified List Department i 
100 East 42nd Street, New York 17, N.Y. \ 
Mail postpaid _ copies of the new, 232-page, 20th Edition of the | 
HARDWARE AGE Verified List, for which find enclosed $_-__ 
(at $15.00 per copy). Note: For New York City sales, add 45¢ for 3% 1 
Sales Tox. j 
Nome -_ i 
Firm — — me | 
Street | 
City IDs iaciteinisasinicatitaaciihiitaaning 
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No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new illus- 
trated Catalog of the complete 
X-acto line. 








X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 











| 














TONGS 


“Reversible,” “Standard” and “Ideal” types, 
in all sizes. Jaws are drop forged from spe- 
cial steel, are carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. to 40,000 
Ib.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and forged-in chain guides, The 
“Ideal” Tongs have G Shaped 
teeth for a sure grip on irregular 
shapes—fittings, etc. 


Ga TRONG BROS. TOOL CO. 


“The Tool Holder People” 





Write tor 
Cotelog 





rng W ARMSTRONG AVENUE + CHICAGO 30, ILL. 
apiekeail 
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Builders’ Hardware 
(Continued from page 68) 


history. Mr. Worner also empha- 
sized the importance of encourag- 
ing younger men to take a greater 
interest in the affairs of the society 
and in building educational pro- 
grams in chapters and clubs. 

Mr. Worner, in discussing train- 
ing, insisted that selling and sales- 
manship were two different things. 
Selling, he said, was an act, but 
salesmanship was an art that needs 
to find more use in the hardware 
trade. 

Mr. Worner reported that the 
president-elect of ASAHC, William 
Davies, was ill at the time of the 
meeting and could not be in attend- 
ance. Ralph J. Compton of Ralph 
J. Compton Sales, Paramount, 
Ohio, newly elected first vice-presi- 
dent of the society, accepted the 
gavel from Mr. Worner on behalf 
of Mr. Davies. 

Mr. Compton reported that a 
new roster of ASAHC members 
would be issued by the end of the 
year. Mr. Compton also discussed 
the coming Pacific Coast Regional 
Conference and recommended that 
members attend for education and 
pleasure. The conference will be 


held May 18 to 21 at the Arrow 
Springs Hotel, California. 

The concluding speaker on the 
program was Dr. W. H. Alexander 
of Oklahoma City, who spoke on 
“Faith and Freedom.” Dr. Alex- 
ander’s inspirational address laid 
stress on the need of faith and 
wholesome living as a solution of 
the problems that face the nation 
today. 

In addition to the business ses- 
sions, the convention program also 
included a diversified program of 
entertainment for the ladies, as 
well as several social affairs for 
the members. 

Credit for the success of the con- 
vention was given to the general 
convention committee which func- 
tioned under the chairmanship of 
Kenneth Lee of Ken-Lee Hardware 
Co., Chicago. Chairmen of the 
various convention sub-committees 
included: Entertainment, Kenneth 
Schuham, Schuham Hardware Co.; 
housing, A. C. Ziegler, P&F Corbin 
Div., American Hardware Corp.; 
program, Frank J. Koch, McKinney 
Mfg. Co.; publicity, Walter E. 
Howell, Howell Hardware Co.; reg- 
istration, A. H. Schleicher, Jr.,, 
Oscar C. Rixson Co.; ladies, Mrs. 
Paul A. Olsen. 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, AND yt t, Sed 
REQUIRED BY THE ACT OF CONGRESS OF AUGUST 34,1912, AS AMENDED 


BY THE ACTS OF MARCH 3, 1933, AND JULY 2, 


1946 


(Title 39, United States Code, Section 233) 


OF HARDWARE AGE, published bi- 


Artman, Vera Watters, 


Alvin C. Art- 





weekly at Philadelphia, Pa., for 
September 18, 1952. 


1. The names and addresses of the 
publisher, editor, managing editor, and 
business managers are: Publisher, 
Chilton Co., Inc., 100 East 42nd Street, 
New York 17, Y.; Editor, William 
A. Phair, 100 East 42nd Street, New 
York 17, N. Y.; Managing Editor, 
None; Publisher and Business Man- 
ager, Leonard V. Rowlands, 100 East 
42nd Street, New York 17, N. Y. 

2. The owner is: If owned by a cor- 
poration, its name and address must be 
stated and also immediately thereunder 
the names and addresses of stock- 
holders owning or holding 1 percent or 
more of total amount of stock. If not 
owned by a corporation, the names and 
addresses of the individual owners 
must be given. If owned by a partner- 
ship or other unincorporated firm, its 
name and address, as well as that of 
each individual member, must be given. 

Holders of more than 1 percent of 
the capital stock outstanding of Chil- 
ton Company: Mary M. Acton, 260 
Sycamore Avenue, Merion Station, 
Pa.; Mrs. Beulah Fahrendorf, 59 Drake 
Road, Scarsdale, New York; Dorothy 
S. Johnson, 1115 Fifth Avenue, New 
York, N. Y.; Mabel M. Musselman, 260 
Sycamore Avenue, Merion _ Station, 
Pa.; John Blair Moffett, 1608 Walnut 
Street, Philadelphia, Pa.—Agent for J. 
Howard Pew, J. N. Pew, Jr., Mabel P. 
Myrin, Mary Ethel Pew: Ethel G. 
Breen, Trustee u-w of Charles W. An- 
derson, Old Greenwich, Conn.—Bene- 
ficiaries: Robert C. Anderson, Percival 
E. Anderson, Charles W. Anderson, Jr., 
Annie L. Clark ; Elizabeth J. Bailey 
and Ellwood B. Chapman, Trustee 
Estate of James Artman, Deceased, 
930 Real Estate Trust Building, Phila- 
delphia, Pa.—Beneficiaries: Franklin 





man, Elizabeth J. Artman, Marion A. 
Pratt, George H. Pratt, by assignment, 
Edwin Moll, by assignment; Frederick 
S. Sly, 149-40 35th Avenue, Flushing, 
Long Island, New York; Mabel M 
Musselman, Mary M. Acton & John 
Blair Moffett, Trustees u-w of Clar- 
ence A. Musselman, Deceased, 160% 
Walnut Street, Philadelphia, Pa.; 
Charlotte M. Terhune, 160 E. 48th 
Street, New York, New York. 

3. The known bondholders, mortga- 
gees, and other security holders owning 
or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are: (If there are none, so 
state.) None. 

4. Paragraphs 2 and 3 include, in 
cases where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other 
fiduciary relation, the name of the per- 
son or corporation for whom such 
trustee is acting; also the statements 
in the two paragraphs show the affi- 
ant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and security holders 


who do not appear upon the books o! 
the company as trustees, hold stoc! 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of! 


each issue of this publication sold or 
distributed, through the mails or other- 
wise, to paid subscribers during the 12 
months preceding the date shown above 
was (This information is required from 
daily, weekly, semi-weekly, and tri- 
weekly newspapers only.) 


LEONARD V. ROWLANDS 
Publisher and General Manager 
Sworn to and subscribed before me 
this 18th day of September, 1952. 
Mae A. Gatzenmaier 
My commission expires March 30, 1954 


HARDWARE AGE, OCTOBER 16, 1952 








"ld: 
wee 


THE BILLING! 
HARTFORD 





| 





d 


= 
Cs | 





HIGH GLOSS 
LONG W 
also m 
Penetrating 
Terrazzo Sea 


WRITE FOR 











FOR | 


The “Spor 
of the wh 
at a glanc 
fast turn- 
dise is we 
You can b 
Please use 
names of 
wholesale 


__Eix 








There's 
chandis 


AGE b 


HAR 


HARDWA 



















the Arrow 
1a, 
fer on the 
Alexander 
» spoke on 
Dr. Alex- 
ldress ‘laid 
faith and 
solution of 
the nation 


siness sgeg- 
gram also 
rogram of 
ladies, as 
ffairs for 


f the con- 
e general 
‘ich fune- 
anship of 
Hardware 
1 of the 
ymmittees 
Kenneth 
vare Co.; 
F Corbin 
e Corp.; 
IcKinney 
alter E. 
Co.; reg- 
her, Jr.,, 
ies, Mrs. 





TION 
IDED 


Art- 
ym A. 
ment, 


LIFE-TIME 
Ren cHes 


THE BILLINGS & SPENCER CO 
HARTFORD 1, CONN., U.S.A 
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O19 Dominion 


WAX. 


HIGH GLOSS © WATER RESISTANCE ¢ 
LONG WEARING ¢ SAFETY 






also manufacturers of: 
Penetrating Seal, Gym Seal, 
Terrazzo Seal, Asphalt Tile Seal. 
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Martin’s 


“SOUTH PACIFIC” 


AMERICA'S FINEST 
SHAMPOO SPRAY 
Precision made with flexible 
rubber head with 139 soft, 
natural-rubber bristles. Com- 
plete with ‘“Fits-All” con- 
nection and 5 ft. of sturdy 
tubing and 2 bright, rust- 
less anti-kink springs. Priced 

to sell on sight! 


Individual Full-Color Boxes 
$1.25 Retail 


MARTIN RUBBER CO., INC. Long Branch, N. J. 
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THE MIDWAY TOOL*SCO 









MIDWAY Auger Bits 
for every purpose! 


FACTORY and 3ALES OFFICE 
MELVIN, OHIO 














CODED 
WHOLESALE CATALOG 


FOR DEALERS OF 'ARDWARE. HOUSEWARES, 


SPORTING GOODS, GIFTS 


The “Spors Book” is designed for over-the-counter selling. All 
of the wholesale prices are coded but you can tell your cost 
ata glance. It permits you to show your customers 7000 proven 
fast turn-over items reproduced in pictures that sell. Merchan- 
dise is well displayed and each item has its retail price shown. 
You can boast of a $500,000 stock available for prompt delivery. 
Please use your letterhead, state line of business operated and 
names of 2 wholesale firms you buy from when requesting our 











wholesale catalog. 








SPORS CO., 9-52 MILLER, LECENTER, MINN. 







2421 McKINNEY AVE. DALLAS, TEXAS 
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Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading ‘What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


100 East 42nd Street 


HARDWARE AGE 





New York 17, N. Y. 
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“IT urge every 
American employer 
to promote the 


Payroll Savings Plan...” 


DECHARD A. HULCY, PRESIDENT 
Chamber of Commerce of the United States 


y 
BEY 
——— 
= 
— 







eens 


“I urge every American employer to promote the Payroll Savings Plan among 
his employees as a means of building a reservoir of savings.” 


As President of the Chamber of Commerce of the United 
States ... with literally thousands of contacts throughout 
industry and commerce . . . Mr. Hulcy is uniquely qualified 
to evaluate the Payroll Savings Plan. 

As a business man, Mr. Hulcy puts his finger on a most 
important accomplishment of the Payroll Savings Plan: 
the enormous reservoir of savings, future purchasing 
power, built up by systematic saving. 

Today, millions of Americans hold Series E Defense 
Bonds totaling $34.7 Billion. It will surprise many to learn 
that this figure is $4.8 Billion greater than on V.J. Day. 
And the $34.7 Billion total of outstanding Defense Bonds 
is mounting as more and more employers recognize the 
importance of the Payroll Savings Plan. During 1951 there 
was a sizable increase in the number of men and women 
saving through Payroll Saving Plans where they work. 


The U.S. Government does not pay for this advertising. The Treasury De- 
partment thanks, for their patriotic donation, the Advertising Council and 
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During the calendar year 1951, 45,500,000 $25 Series E 
Bonds were purchased — a gain of 17% over the previous 
year. 12,000,000 $50 E Bonds were purchased in the same 
period, 14% over the previous year. $25 and $50 denomina- 
tions are the bonds bought by Payroll Savers. 

Building a reservoir of savings and future purchasing 
power .. . contributing to America’s defense effort . . . help- 
ing to maintain America’s economic stability by providing 
a check on inflationary tendencies, the Payroll Savings 
Plan is doing a three-way job. 

If your company hasn’t a Payroll Plan, or if your em- 
ployee participation is less than 60%, the Savings Bond 
Division, U. S. Treasury Department will be glad to help 
you take your place among America’s Honor Roll of 
“Companies on Payroll Savings”. Phone, wire or write to 


Suite 700, Washington Building, Washington, D. C. 
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MARSHALLTOWN TROWEL COMPANY  -« 


GET ON THE RIGHT TRACK . - 


BIG CHRIS TMAS SALES 


Sell the $1,060,000. electric 
train market with 
Hancock Rubber 
Track Beds! P LE 


SS 


#40 Straight 


Retails at 








e Just slip 
under tracks 
® Die-cut to standard 
track lengths— 
straight or curved 
® Reduces vibration and clatter. 
e Shockproof—insulates 
against electric shock 
® Green color blends 
with grass 


#50 Curved 


Retails at 






FOR GUARANTEED SALES— 

STOCK UP TODAY! SOLD THROUGH 
AUTHORIZED DISTRIBUTORS 
AND JOBBERS 

Write for catalog sheet on all 
Hancock Sponge Rubber Mats 


—— 135 S. Second Street ¢* Philadelphia 6, Pa 


Write for 1953 Garden Hose Catalog 






approx. 10c ea, 







approx. l5¢ ea. 

















MARSHALLTOWN, IOWA 












“THERE’S AN R. MURPHY 











PLEASE EVERY 
CUSTOMER’’ 






Whether for everyday kitchen or 
tooling needs... for specialized 
trade or precision work—there’s 
an R. Murphy knife specially de- 
signed, honed and handled to do 
its particular cutting job to per- 
fection. That’s why you can be sure 
to satisfy any and every cus- 
tomer when you carry the com- 
plete R. Murphy “Stay-Sharp” 
line—blades made of the finest 
tempered steel, precision joined 
to proper-grip handles. 

Order your complete stock now. 
Write for Free catalog showing 

full line. 


MANUAL 
TRALNING 


ADJUSTABLE 
CARTON 





TESTED 
QUALITY 
FOR OVER 
100 YEARS 





ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 








huford.s WV Hid OAKS “DOUBLE BONDED 


PLASTIC GL Gyeer LIWE 


@ EASYT 





S ] _ Mills INC ~ the World's largest mates 


eee of cotton clothes line.” 








Direct Mail Advertising Pays 


If you want to know more 


about it, drop a line to 


HARDWARE AGE (Direct Mail Dept.) 


100 East 42nd Street 
NEW YORK 17, N Y. 








TU-WAY 


Savers pet LACER_ 


Safety belt lacing is easy 
te apply with any stand- 
ard make belt lacing ~ 
machine, lacer, or it can 
be applied with a ham- | 
mer by using the inex- 
pensive Safety Tu-Way 
Lacer. i 
Safety's patented binder 
bars hold every hook in 
exact alignment, lap 
snugly over belt ends and 
prevent fraying. 


SAFETY ' 
BELT-LACER CO. ; 





5390 N. MENARD oes 
CHICAGO 30, U. S. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 
Rate) set solid, maximum, 


Each additional word 
Allow Seven Words for Keyed Address 
or Your Address 


Special 
words 





Set solid, maximum, 50 words............ $5.00 
Each additional word........... 10 


CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for r 





No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 


Representatives Wanted 








SCREWS—NUTS 


FASTENINGS Company with nation- 
wide distribution of top-grade Domestic 
Machine Screws and Nuts, Wood- 
Screws, Stove Bolts, etc. now has open- 
ings for High Calibre Representatives 
calling on Mill Supply, Wholesale 
Hardware, Large Retail Outlets and 


Industrials. FULL TIME OR TOP SIDE 
LINE. Give complete details of past 
experience, territory covered, lines 
handled. 


Address Bex A-760, care HARDWARE 2 
100 East 42nd St., New York 17, N. 














NEW YORK HARDWARE JOBBER, member 
National Wholesale Hardware Assoc. distributor 
of nationally branded lines of hardware and toois, 
have openings in Eastern Pennsylvania, New 
England and upper New York state. Excellent 
opportunity for immediate earnings for esta- 
lished hardware salesman with a following. High 
commission, Belf & Lustig, 23 Park Place, New 

: 2 





York 7, N, 
FACTORY REPRESENTATIVE WANTED 
TO SELL quality lines of imported hinges and 


lines of fine imported wood screws a:z.d_ belt 
products. Good commissions. Please write stating 
territory desired. Also current references and 
lines handled. Items listed to be offered as tcl- 
lows: Hinges to wholesale hardware and lumber 
and millwork companies; screws and bolts to 
manufacturers, hardware and mill supply com- 
panies, Address Box A-817, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 








ATTENTION: 


Manufacturer's Representative 


OPEN TERRITORY for the only U/L approved 
Portable Wood-Furniture Type Infra-Red Heater. 
Engineered to provide clean, even, Infra-Red 
Heat. Furniture finish and design blends with 
any interior. The safest, most healthful and 
efficient portable heater designed. Ideal for 
use in the playroom, bathroom, living room, 
office or any average space requiring supple- 
mentary heat. Attractive sales arrangement 
for right man. Write now to: 


ALKAR CORPORATION 


6227 S. Kenneth Ave. Chicago 29, lil. 














MANUFACTURERS’ REPRESENTATIVE, 
AGE 25-35, presently calling on Hardware Job. 
bers, chains, automotive jobbers, etc., in Kentucky, 
Tennessee, Southern Ohio, Southern Indiana for 
nationally advertised, long established quality line 
tool, utility, cash boxes. Exclusive territory— 
liberal commissions. Reply giving full informa- 
tion including lines now carrying, how long you 
have had them, territory covered, references, etc. 
Replies kept strictly confidential. Address Box 
A-847, care of Harpware Ace, 100 East 42nd 
., New York a7, Ws Be 


210 


EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishing stores, to sell the most popular 
branded line of dog furnishings. Can , be 
handied as a side line. Liberal ¢ 


SALESMEN COVERING HARDWARE, AP. 
PLIANCE AND STOVE DEALERS, to carry 
side line of stove repair parts. All territories, 
Non-competitive. Liberal commission. Address 
Box A-846, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y 





Choice territories open. 
Address Box A-803, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














HARDWARE SALESMEN OR MANUFAC. 
TURERS AGENTS. Experienced only. Own car. 
Good following. Store fxture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories, Write in full detail. Ad- 
dress Box A-401, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 





EXCLUSIVE PROTECTED TERRITORIES 
open for agents calling on hardware distributors, 
dealers and plumbing supply houses. Nationally 
advertised faucet washer replacement material. 
Unique demonstration sells 8 out of 10 on first 
call. Address Box A-686, care of Harpware AGE, 
100 East 42nd Street, New York ie a £ 








SALESMEN WANTED 


Experienced with following among Plumbing 
& Heating contractors and Hardware Stores. 
Well-known New York Distributor offers choice 
protected territories. House accounts turned 
over. Draw against commission. Complete de- 
tails first letter. Replies confidential. 
Address Box A-844, care of og ee — 
100 East 42nd St., New York 17, 














*ACTORY REPRESENTATIVES AND 
SAL ESMEN TO sell a line of wood and felt 
weather stripping and K. D. half and full length 
screen frames to hardware wholesalers and re- 
tailers, also lumber yards. Open territories for 
all states. Address box A-845, care of HaRDWARE 
AcE, 100 East 42nd Street, New York 17, N. Y. 





REPRESENTATIVES WANTED FOR POP- 
ULAR PRICE LINE OF tools, hardware and 
bicycle accessories who are well introduced with 
the jobbers, chains and other quantity users. 
State territory, experience, references, lines now 
handling. Address Box A-853, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


HARDWARE SALESMAN. ONE OF LARG- 
EST hardware wholesalers in New York requires 
experienced salesmen to cover established terri- 
tories in Long Island and New Jersey. We stock 
all nationally advertised lines of Builders’ Hard- 
ware, tools, garden supplies, etc. 
Drawing versus commission, plus expenses. 
dress Box A-833, care of Harpware AGE, 
East 42nd Street, New York 17, N. Y. 





Car necessary. 
Ad- 
100 





PT.UMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to hardware stores and plumbing con- 
tractors. Choice (protected) territories open. 
Commission. Replies confidential. Address Box 
A-843, care of ARDWARE AGE, 100 East 42nd 
Street, New York 17, N. Y. 





WANTED: FACTORY REPRESENTA- 
TIVES TO carry our line all over the United 
States to call on hardware, drug, automotive, 
wholesale jobbers and also chain and department 
stores. Filter-Kleen Manufacturing Co., 314 


REPRESENTATIVES WANTED — WELL 
KNOWN MANUFACTURER of ready-to-assem. 
ble bird houses for children. Attractively boxed 
in a three color carton with all materials and 
instruction. Line already established with well 
known five and ten cents store chain and large 
hardware jobbers, All territories open, excellent 
commissions. State territory covered, number of 
salemen. Address Box A-852, care of Harpware 
AGE, 100 East 42nd St., New York 17, N 





SALESMEN 


CIRCULAR SAW BLADE. 
AND manufacturers’ representatives wanted call- 
ing on hardware dealers, jobbers, power tool 


dealers and mill suppliers to carry a full line of 
circular saw blades. Address Box A-850, care of 
i AcE, 100 East 42nd St., New York 17, 


SIDE LINE SALESMAN FOR HARDWARE 
and houseware trade. Many choice protected ter- 
ritories open, including Boston, Cleveland, Pitts 
burgh and Cincinnati. Give complete details in 
first letter. Good repeat line. Address Box A-838, 
care of Harpware Ace, 100 East 42nd Street 
New York 17, N. Y 








Accounts Wanted 





MANUFACTURER’S REPRESENTATIVE, 
AN EXPERIENCED SALESMAN with proven 
outstanding past performance desires an oppor- 
tunity to represent a manufacturer of hardware 
of industrial nature. Merchandise must be of 
meritorious value with outstanding volume _possi- 
bilities. Warehouse space can be furnished. Ad- 
dress Moulton Corporation, 1170 Walnut Street, 
Newton Highlands Br., Boston 61, Mass. 








NOW po geet tee 
TWO 85-YEAR-OLD NUFACTURERS 
MANUFACTURER’ REPRESENTATIVE 


Covering Ohio and western Pennsylvania seeks one or 
two additional lines to wholesale trade. Twelve years’ 
experience calling on wholesale hardware and mill 
supply distributors in this area. Capable of securing 
acceptance of your line in this important market. 
Address Box A-85!, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














LINES WANTED. MANUFACTURERS’ 
AGENT. Top contact. Years of successful sell- 
ing to agents, dealers and national accounts in 
the Pittsburgh Tri-State area. Excellent credit 
and references. Address Box A-854, care of 
HARDWARE a 100 East 42nd St., New York 
City 17, N, 








WOULD LIKE TO REPRESENT a manw 
facturer of an established product selling hard- 
ware jobbers and mill supply houses, also large 
consumers (in New York State) whom [ have 
consistently contacted and sold for over 25 years. 
Address Box A-834, care of Harpware Acz, 100 
East 42nd Street, New York 17, N. Y. 


ESTABLISHED AGENT WOULD LIKE AD- 


DITIONAL line. Wholesale hardware and mill 
supply. Located Louisville. Address Box A-848, 











Chelsea St., Everett, Mass. 


care HARDWARE AGE, 100 East 42nd Street, 
New York 17, N. Y. 
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Accounts Wanted 


Accounts Wanted 


Business Opportunities 





—_—oe 





SPECIALISTS 


Selling the Hardware Jobber enly. 
Midwest Territory—Ohio to Kansas. 
Twenty years' Experience; maiatain two offices, 





ACCOUNTS WANTED. NORTH CARO- 
LINA, SOUTH CAROLINA, Virginia. Estab- 
lished representative wants one more line of 
Builders’ Hardware or allied line. Concentrated 
coverage to jobber and contract hardware and 
building supply trade. Only reputable lines will 

















ESTABLISHED MANUFACTURERS REP.- 
RESENTATIVE ORGANIZATION DESIRES 
additional line in hardware field. Maintain office 
and display rooms. Cover territory of Illinois, 
Indiana and Wisconsin; calling on all hardware 
jobbers, mail order and chain stores, industrial 
suppliers, farm equipment, electric and automo- 
tive distributors. Address Box A-787, care of 
oes Acez, 100 East 42nd St., New York 
mm. Y. 





MANUFACTURERS REPRESENTATIVES 
CALLING ON HARDWARE, automotive, plumb- 
ing, refrigeration and mill supply distributors 
throughout Michigan, Western Ohio and Indiana, 
willing to represent an ethical manufacturer any 
part or all the above territory whose product would 
interest any or all types of above distributors. 
Address Box A-789, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 
HARDWARE AGE—6n6x13.5 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 


Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 


the accounts or you can bill direct. 
Write for further information and references. 








close coverage. 
Have room for one or two more lines te this be considered. Address Box A-836, care of Harp- 
trade. ware Ace, 100 East 42nd Street, New York 
Address Box A-782, care HARDWARE AGE 17,N. ¥ 
100 East 42nd Street, New York 17, N. Y. = = 
WELL ESTABLISHED MANUFACTUR- 


ERS’ AGENCY, COVERING Missouri, Kansas, 
Iowa and Nebraska. Calling on wholesale hard- 
ware, chains, automotive and bicycle jobbers. We 
have two major lines and can now add one more. 
We are particularly interested in bicycle acces- 
sory or playground equipment line. Address Box 
A-835, care of Harpware AcE, 100 East 42nd 
Street, New York 17, N. Y. 





WANTED: ALL MAJOR AND TRAFFIC 
ELECTRIC Appliances as an associate distribu- 
tor. Large staff and standing orders. Ourselves 
reputable, pay cash, Address Box A-837, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





Positions Wanted 





EXPERIENCED WAREHOUSE’ SUPER- 
VISOR, STOCK CLERK, shipping clerk and 
salesman, honest, reliable, energetic, with 27 
years of activity at wholesale housewares and 
hardware, seeks a steady position with a reliable 
firm for a good future. Address Box A-849, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 


FOR SALE: HARDWARE, PAINT STORE 
Established 45 years located busy thoroughfare 
Long Island. Leading franchises on best brands 
of merchandise. Retiring—Gross Sales approxt- 
mately $240,000.00 year. Address Box A-822, 
care of Harpware AcE, 100 East 42 St., New 
York 17, be 








SURPLUS HARDWARE 


LOCK SETS AT $12 per doz. 3x3 Door Butts 
at $42.50 per hundred, Screen Door Latches 
$9.00 per doz. Storm Sash Hangers $7.20 
per gross. Send for list showing two hun- 
dred other items very much below market. 


Joseph Binford & Son, Crawfordsville, Indiana 














HARDWARE MEN, KNOWLEDGE RETAIL. 
BUYS small interest in business under 5,000, 
if desired. Going business, Long Island vicinity. 
Address Box A-839, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 





FOR SALE—FEED AND HARDWARE 
STORE. Large corner frontage with parking 
area on main blvd. of suburban city of 23,000 
in center of prosperous farm area. Gross sales 
over $120,000 and increasing. Fixtures, stock 
and equipment $35,000. Some terms. Write 

R. Hetzler, 4936 Crystal Drive, San Diego 


9, Calif. 





CAPITAL TO INVEST—INTERESTED IN 
purchase of established hardware, housewares busi- 
ness—10,000 to 15,000 in whole or in part. Long 
Island, Westchester. Address Box A-840, care 
of Harpware Acz, 100 East 42nd St., New York 
yy & F 











MEXICO: MANUFACTURERS’ SALES 
REPRESENTATIVE’ ESTABLISHED since 
1930 selling at present mostly European lines, 
wants representation of general hardware and 
shop machinery lines on a commission basis; 
travelling interior of Mexico. Address Artur 
Seidel, Apartado 1614, Av. Juarez, 56 Mexico, 





D. F., Mexico. 





AM MARRIED, AGE 42, FAMILY man. 
Have chain store buying experience in toys, 
hardware and automotive parts and accessories. 
At present, am employed as buyer and handle most 
of the pricing of outgoing merchandise. Would 
prefer locating in Chicago area. Address Box 
A-842, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 


ACTIVE PARTNER WANTED. MUST BE 
thoroughly experienced, paint and general hard- 
ware. Familiar management for road sales. Un- 
usual opportunity with expanding 35 year retail- 
wholesaie organization, suburban New York City. 
Investment $15,000. Please state complete per- 
sonal and business history. Address Box A-841, 
care of Harpware, Ace, 100 East 42nd Street, 
New York 17, N. Y. 














100 E. 42 St. 








Hardware dealers all over the country have discovered that it pays to keep your 
eyes on Harpware Ack for ideas and advice that mean more money in your pocket. 
Help on price control problems, new merchandising ideas, market news, more new 
merchandise descriptions than published by any other hardware magazine, and news 
of other hardware people are just a few of the regular features of Harpware AcE 
that have caused more dealers to invest in subscriptions to HarpwarE AcE than 


to any other hardware magazine. 


HARDWARE AGE 


The Hardware Dealers’ Magazine 


New York 17, N. Y. 
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ROLLEY GARAGE 
DOOR SETS 





BUILDERS’ HARDWARE 


This popular line of hardware has been serving the 
trade for over 50 years which accounts in part for the 
wide preference for this hardware by experienced 
builders everywhere. 

Expert designing and careful, precision construction assure smooth, 
friction-free performance when installed. 

Order your stock now and enjoy profitable sales the year ‘round. 
Large illustrated catalog or a wall chart of the complete National 
line will be sent upon request. Write for your free copy today! 


ANUFACTURING CO 


STERLING (4.406 2s 


XX 


PLANT FOOD 


Now demanded by millions for houseplants, flowers, vegetables, lawns, 
ere. Produces vigorous, beautiful growth in all plan 's quickly. Pays 
ealer 331/,%, profit. oe packaged for display. Does not deter- 
iorate, is pied —— and SAFE. Dissolves instantly in water for use 

l-oz. makes 6 gallons liquid plant food. 





CABINET 
HARDWARE 














(National 










Retails Your Cost 
S-ez. pht. 10¢..... 72 to case wt. 7 Ibs...... $4.80 case 6 
3-oz. can 25c..... 36 to case wt. 12 Ibs...... $6.00 case Go oo by * 
7-oz. can 50c..... 24 to case wt. 14 Ibs... ... $8.00 case oS Haseenenyvag 
1-Ib. can $1.00..... 12 to case wt. 16 Ibs...... $8.00 case 





Also packed in 10-Ib., 25-Ib., 50-Ib. and 100-Ib. drums 
If your jobber cannot supply you, order direct. 


HYDROPONIC CHEMICAL CO., Inc., Copley, Ohio, U.S.A. 




















on rainy days CHICAGO rubber tire sidewalk 
skates are quiet indoors 

















SPEEDEE Wall 

Cleaner gently 

rubs grime from 
wallpaper, Kem- 
tone or waterpaint 
swiftly—easily. Re 
movable s ponge 
rubber head may be 
washed and reused 
over and over. 


It’s a “NATURAL” for 
Spring Cleaning — Saves 
many times its cost each time 

it’s used. Write for Dealer 
and Jobber prices. 


Cleans Walls 
No Water 


A Top Seller 


Plan Your 
Promotion NOW|! 














DOVER PRODUCTS CO 
815 W. Arthington St., Chicago, Iil. 
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AS you @ Blended horsehair 


plate. @ Aluminum 
handle. @ Rubber pro» 
tective bumper. 


AUTOWASH 


FOUNTAIN TYPE BRUSH 


MORE THAN 


50% er 


We. 840 
3.49 3.98 
ah” HANDLE 36” HANDLE 
Write Dept. 145a for more information. 


istles in replaceable 


TY BRUSH CO. 


PACIFIC COAST BRUSH CO. 





Write for 
Sample 
Jar 


FAST 
RETAIL 
SELLER 


s7 


LARGE JAR 





WOMEN KEEP BUYING 


COP-ReNU 


cream copper cleaner 
BECAUSE: 


1. Contains LANO- 
LIN—keeps hands» 
lotion soft. 
2. Easier to use than 
liquid or powder. 
3. Just wipe on and 








rinse off. 

4. Cleans faster. 
brighter — lasts 
longer. 


ORDER FROM YOUR 
JOBBER OR WRITE: 


COP-+R-NU, INC. 


117 W. Grand Ave. Chicago 10, Ili. 











Contains Mutton Tallow 















































* 
STOP BELT SQUEAKING, SLIPPING Canva -Lastic 
Waterrroetes iT — 
. tor ) 
CANVAS ae 
AWNINGS en 
Pure zed veers 
Neatsfeet Oli. Wa- RICK 
terpreefs, preserves CEMENT 
feather, boots, shoes, TONE 
saddies, luggage. wooo 
Liquid Saddie Soap Dist. by 
SOFTENS aun PRESFRVES Animal Shampeo holesale 
Learwer Animal ardware, 
NEATSLENE CO. Hairdressing port, Drug 
Ow ann ween. Neatsione Harness and Saddlery 
a men Oil Houses. 
Mfgd. by NEATSLENE CO. 
Roy W. ‘"Shep'* Shepard 


Omahe 8, Nebr. 
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Slightly 
Favorite 





FINGER GRIP Adjustable CLIPS 
Sell themselves! 





Insist on the all-purpose CLIP for 

‘parking’ things anywhere. 

Display $210 means more profits. 
6 doz.—Small 3 for 10¢ 


West Coast 


Workshop Fans. 
Ask your jobber. 


ARTHUR I. PLATT & CO., Fairfield, Cons. 


Higher on 
with Home 














Gacld SALES / 


4 





. 





») with the FASTEST SELLING LINE of SAFETY GATES (>) yf 
J ss | 


PAYA /\/\/\AN 


Che Perfection Line L. HOPKINS MFG. CO.,, werk Girerd, Po, 


NO-MAR GATE 
MOUNTING 


A unique accessory, pep 
ented by us, holds gehe 
safely without weed 


screws. Adjustable, 


to mount. Will not hen 
any surface. Sold es 
extra. Ask Your Jobby 








Parts for 
HURRICANE Power Mowers 
Always Available 





nila rope—for wire rope. Mowers never become of 

lete! Each new, improved 
part is made to fit any Hur- 
ricane ever built! Because of 
normal wear and breakage, 
owners will need replace- 
ment parts. By offering 
Hurricane parts and service, 
you'll monopolize this repeat 





business. Money-wise dealers 
all over the country are bring- 
ing in additional income from 
parts and service business. 
You can too! Write us for 
details. 


NATIONAL METAL PRODUCTS COMPANY, INC. 


MOLINE STEEL TACKLE BLOCKS | _&-# ee scene 


fill your customers needs—make a profit;/| [NITED’S CHRISTMAS 
Your customers may require single, double or triple blocks — PROMOTION AL GIFT 


for wire rope — for manila rope. No matter what — there's a } 
Moline Tackle or Snatch Block to fill their needs. Moline Blocks ey ITEMS eee 
are made in a wide range of sizes. They are built to stand Res - = That Sell! 
rough treatment, with hardened steel axles, forged steel hooks, > \ ‘ 

From Solingen, Germany, the world fa- 


high strength cast sheaves and heavy bar , ‘ —— <7 am come the most unique 
; ey \ gift items. complete quality gift line from 
steel U-straps. United, that sells . . . and sells fast! 








— 
j 
Moline Blocks are avail- A Complete “Parts” Stock ‘ 4 
able in oval and dia- Brings Steady Sales! 
mond patterns; for ma- : 
Hurricane Rotary Power 


Imported . ‘ 

“O all stainless A profit line of : Special Manicure Sets. 
a steel combination \@. Attractive Scissor & Embroidery Sets. 
s pocket knife. Engine q s Beautiful Library Sets & Gift Letter 
‘ eiaial a 1 turned design and ‘ . Openers. Fine Carving & Steak Knife 
Write to us for descriptive folder. It gives a ; genuine leather cave, | Bets. Scissors & Shears for All Pur- 


complete details on all sizes and types. poses. Pinking Shears, Hunting Knives. 


* S{ Send for our 2nd Edit. 1952 Gift Catalog and Price List, today! 


DISTRIBUTED BY JOBBERS EVERYWHERL EE ae Bg — & ne 


ceuR® DOMES OF SILENCE e+: 


SELL ON SIGHT when these attention-compelling con- sizes 
tainers, box or card are displayed on counters. Genuine DOMES 1% 1%” %” 

OF SILENCE ‘glide softly, silently, smoothly “"%*"*"%" 
over all flooring; saves floors and furniture. For th 
years the favorite with houseowners and furniture 
manufacturers. 


Handsome Pocket Knives. 




















One set on a Card. 
12 Cards in a bex. 
SIZES 

1%" 6%” 1-1/1" 
7 %” * 


Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET NEW YORK CITY 











HARDWARE AGE, OCTOBER 16, 1952 
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